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A new series of PUMPS 
made in Crane factories 
to NEW Crane DESIGNS 


OW, after two years of proving and improving, 

Crane Co. offers plumbing contractors a new 
line of outstandingly good water systems which are 
planned to meet all requirements. They are easy to 
install and moderately priced. 


Their superiority is marked by: 

Economy in operation—each is powered with a new 
capacitor type of brushless motor which increases 
efficiency by consuming less electrical energy, and 
by providing higher starting torque. Their suction 
efficiencies have been markedly increased by a new 
method of attaining perfect alignment in assem- 
bling cylinders and piston rods. 

Quietness in operation—the new motors used in 
these systems are quiet and operate the pump at 
slow speeds, consequently noise and vibration are 
minimized; in addition, these systems are equipped 
with advanced type air chambers, “‘V”’ belt drives 
and ball bearings. 


Dependability -their lasting operation is under- 
written by Crane laboratory tested materials and 
Crane exactness in manufacturing. 


These water systems are new. They represent the 
greatest step forward that has been made in pump 
design. Don’t fail to get full details on them... to 
put yourself into the position of cashing in on the 
sales their newness and superiority are certain to 
claim. A visit to your Crane branch or a request 
to Crane Co. will post you on all the facts. 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVENUE, CHICAGO 
NEW YORK: 23 W. 44TH STREET 
Branches and Sales Offices in One Hundred and Sixty Cities 






For average family requirements this 
Model S-25-A is furnished with a 
42 gallon tank 


The 8-25 model can be furnished 
without tank; tts capacity, then, 
is 275 gallons per hour free flow 


For large buildings, schools, 

and commercial use Crane 

engineers have designed this 
model S-So 
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There are thousands 
















of prospects for Vogel 
Frost-Proof Hydrants 





Their small cost and great 
convenience make them 


easy to sell, and each one 





pays you a nice profit. 


HYDRANT 








EOPLE still spend money for convenience, and 
oo Frost-ProofHydrantsareareal convenience 
at a low cost. A supply of water outside is almost 
a necessity, and a Vogel Hydrant assures a supply 
that can never freeze, no matter how cold the weather 


—especially valuable in connection with garages. 


VOGEL FROST-PROOF 
HYDRANT 


Assures a supply of water 
outside all yeor ‘round. 
Can never freeze, no mat- 
ter how cold the weather. 


Vogel Hydrants, just like Vogel Frost-Proof Closets, 
are profitable. You make a profit on the sale, and 
another on the installation. Use our folders and 
blotters, imprinted with your name and address, to get 
the business. Let us know how many you need. We'll 





send them along to you, and you send them along laiaieaaia acini datas 


FROST-PROOF CLOSET 
Simple in operation. 
Sturdy in construction. 
Half a million in use. 


to your customers, and everybody will make a profit. 





JOSEPH A. VOGEL COMPANY 
Wilmington, Del. St. Louis, Mo. 


Ms Frost-Proof Products 
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‘ By Ewing Galloway, N. Y. 
Here in ever ch er growing New York, wrought iron’s service records merely become greater as the years pas 
ere in ever changing, ever growing iNew lork, wroug firon s§ Service records mereiy Vecome eredler as Ihe years pass 
when less durable metals have to be replaced time and again because of their inadequacy to effectively withstand corrosion 


FAITH IN 
SERVICE 
RECORDS 


4 3 
~~ 


ae 


WROUGHT IRON 


If metals, like men, were ‘created free and equal,” there would be no difference 
in the service they rendered. Such, however, is not true! And the records estab- 
lished by wrought iron, when compared with those of other metals, in the city of 
New York, for example, prove it! Wrought Iron stands apart as a constant value 
ee in a changing world—a “key material” of vastly greater resistance to corrosion 


“PIPE PRESCRIPTION” 


Puts Wrought Iron Where Corrosion Demands 


Let “Pipe Prescription’ assist you in specifying piping 
material. It bases all specifications on an individual 
analysis of corrosion conditions. Hence where corro- 
sion demands wrought iron, this study provides you 
with factual data backing up its recommendation to 
your client. 

A Byers Engineer will gladly discuss ‘Pipe Prescrip- 
tion’ economy facts with you. He will also review his 
collection of wrought iron’s service records — records 





established over long periods of time in a wide range 
of corrosive conditions. And he can point out instances 
where the excellence of these records, established in 
older buildings, have been the basis for wrought iron’s 
specification for new ones on the same sites. Tele- 
phone the nearest Byers office or write direct to the 
Engineering Service Department in Pittsburgh for latest 
data on comparative service records. A. M. Byers 
Company, Pittsburgh, Pa. Established 1864. 


‘si 


a CONSTANT VALUE 
in a Changing World 
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BYERS waar PRODUCTS 


PIPE - CASING - COUPLINGS NIPPLES - WELDING FITTINGS BLOOMS RivertTs 


SPECIAL BENDING PIiPE - BAR pReowmW -- FRSA CN BO 6 OLEATE S - SOHEBE RTS - B*Cewce ts SeTrReucTuUuURat Ss 
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CHICAGO FAUCET NEWS 





Issued Monthly by The Chicago Faucet Co., 2700-22 N. Crawford Ave., Chicago, III., 


Vol. 1, No. 1 











BROWNIES SAVE 








NE iN Hae. 





HALF WATER 





Shower Room, Boys’ Gymnasium, Township High School, Waukegan, III. 


SCHOOL ENGINEER 
PRAISES ECONOMY 


Confirming reports of the remarkable 
economy of ‘‘Brownie’’ shower heads over 
old-fashioned types, W. C. Morstadt, cus- 
todian of the township high school at Wau- 
kegan, Ill., stated in a recent interview 
that savings as high as 50 per cent have 
been effected in water bills. ‘‘During the 
past summer we replaced 42 shower heads 
in our gym with ‘Brownies’,”’ said Mr. 
Morstadt, “thereby cutting our water bill 
in two. I am also particularly pleased with 
the easy and effective method of flushing 
the heads of sediment by simply releasing 
the thumb screw.’’ 


FUEL BILLS CUT 
IN HALF 


The nation-wide campaign against the 
high cost of hot water by the use of 





“Brownie”’ shower heads is making sub- 
stantial progress, according to news re- 











ceived from many parts of the country. 
Advices from Iowa say that in a recent 
month, despite a 28 per cent increase in the 
number of people bathing in the Daven- 
port Y. M. C. A., the use of ‘‘Brownies”’ 
reduced the coal bill from $305 to $142, 
compared with the same month a year ago. 


PRICE IS RIGHT, 
SAYS TRADE 


The price of ‘‘Brownies’’ is in keeping with 
the times, is the consensus of opinion 
among leading plumbers dnd jobbers who 
have sold this improved and popular fix- 
ture. They point out that today price is a 
vital factor when talking to the big buyer 
or even the small homeowner. An item like 
the “Brownie,’’ they say, is a good leader 
and makes good so convincingly that good- 
will is gained instantly and paves the way 
to other profitable sales. 


S-COLOR DISPLAY 
BOARD FREE 


Taking advantage of a timely opportunity 
to obtain a 5-color display board, 21 x 29 
inches, without cost, alert plumbers and 
jobbers are cashing in handsomely, it is 
announced. This board is obtainable by 
purchasing either one Add-a-Shower or six 
*‘Brownies.’’ In the opinion of those who 
have accepted this proposition, this is a big 
bargain and is particularly attractive now 
that Christmas window displays are not 
far off. | 





LIGHT BULB ARGUMENT 
GAINS FAVOR 


People will continue to scrutinize pur- 
chases on the basis of economy as condi- 
tions improve gradually, in the opinion of 
lzading economists, who predict a promis- 
ing future for products which pay a divi- 
dend on their investment. These conclu- 





sions prove that there is no better time 
than the present to sell Chicago Faucets, 
which never wear out and may be renewed 
as easily as changing a light bulb. 


CHICAGO WORLD’S FAIR 
TO DRAW 50 MILLION 


Based on records of previous world’s fairs, 
both here and abroad, it is estimated that 
the attendance at A Century of Progress 
in Chicago from June 1 to Nov. 1, 1935, 
will be 50 million or more. Although con- 
struction is still being carried on, hundreds 
of thousands of visitors have already paid 
admission and gone through the grounds. 
Over 185,000 have already paid to go 
through the replica of Fort Dearborn. 
Building is way ahead of the program and 
the Fair will be ready to open on time. 


<_<: 
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CLEAN 
ACCURATE 
THREADS 





...A vitally important step in the manufacture 
of “Spang’’ Welded Steel Pipe... a guarantee 
of good, tight, permanent joints to plumbing and 
heating contractors everywhere ... a big reason 
why “Spang” Welded Steel Pipe is used in 
many of the nation’s finest buildings. 

Why be satisfied with anything less than 
“Spang” dependability? 
SrPane, CHALFANT & Co., INC. 


Coeneral Offices: CLARK BUUMBDING, PITTSBURGH, PA. 


Sales Offices: New York, Boston, Pittsburgh, Chicago, St. Lowis, Tulsa, 
Los Angeles, Dallas, San Francisco 
Welded Mills: Etna, Penna., Sharpsburg, Penna. 
Seamless Mills: Ambridge, Penna. 
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Black & Decker %° 
Bench Drill Stand $20 


Or course they are 


making money tor him} =: 


Es FIGURE IT any way you want — new, modern time-saving tools make money 





for you. A contractor whwu takes longer to turn out a job because he lacks tools can’t 
charge any more than one who’s tooled up to save time. So he can’t make as much 


Black & Decker %~ 
Special Electric Drill $50 


profit on the job. He can’t give his customers quick service. Some jobs, for lack of 
tools, he can’t do as well. Some jobs he can’t do at all.@All of these handicaps hurt. 
Hurt his income. Hurt his profits. Hurt his reputation. Hurt his chances of getting 
more business. @ There are six tools that every plumbing and heating contractor must 


have to make money. Not special tools for special jobs, but six tools that are absolutely Black & Decker # 4 
Electric Hammer $175 





essential to the kind of service that customers want today. In fact, on practically every 
job he does, a contractor needs one or more of these tools. @ Be sure you have these 
six money makers. For without them you can’t keep your customers from looking else- 


where for better service. You can’t make the money you should when you lose time 


Black & Decker 6” 


these tools would save. @ See these tools at your nearest supply house. You can buy Dench Gender 890 


all six for $318.00. And ask them ( or write us ) for a folder showing why these six 


tools will save you more time on your jobs than any other six tools you can buy. 


The Black & Decker Mfg. Co., Towson, Maryland, U. S. A. 


_  Cquip for profit with O 


MONEY 


MAKERS 
lack and Dec ecker Waa 


PORTABLE ELECTRIC TOOLS “@pdene 


99 


I IT -+HAS A “PISTOL GRIP AND TRIGGER SWITCH IT’S A BLACK & DECKER 


Black & Decker Hole 
Saw Set ... $7. 
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CONTRACTORS ARE 
doing an “ABOUT FACE” 
TO THE PROFITS of 
YESTERDAY with the 
most SENSATIONAL 
VALUE IN TOILET 

SEAT HISTORY¢ 


The 1300 Closed Front Sprayed 
Finish Toilet Seat for regular 
sized bowl. Finished in white, 
orchid, canary, yellow, green, 
pink. Cast brass chrome plated 
Miller designed hinge. 


a. = through the business 


slump, manufacturers have concentrated 
their efforts on new fields, new low prices, 
changes in products to meet the modern 
needs, promotional efforts to increase sales 
for their dealers. Many of these efforts 
have been successful. Contractors here 
and there have profited. 


But, it remained for the Chas. A. Miller Co.., 
builders of the outstanding line of toilet 
seats for the past 35 years, to present the 
greatest business opportunity of this period 
to the plumbing industry. The new 1300 
Seat, now being sold by plumbers from 
coast to coast, is the finest present day exam- 
ple of a low price, high quality, toilet seat. 


Chas. A. Miller Company - Sturgis, Michigan 
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THE MARCH IS ON! 





Illustrating the Miller 
designed, reinforcing 
plate hinge. Cast brass 
chrome _-. Adds 
years of life over ordi- 
nary construction. 


Every part of this new striking seat is made 
in the Miller plant under expert supervision. 
The cast brass chrome plated hinge is Miller 
designed, made in the Miller plant and used 
exclusively on the new 1300 seat. 


Backed by one of the oldest names in the 
industry, this new 1300 seat is creating bus- 
iness everywhere it is displayed. Your cus 
tomers are spending money, but only for 
those products with an exceptional appeal, 
and if ever a toilet seat had quality and low 
price appeal, it is the new 1300. 


Get the complete story of the 1300 from your job- 
ber. Plan your attack, and get in the march. 
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~~ And NOW-- 


A RETURN LINE HEATING PUMP 


OPERATING WITHOUT ELECTRIC CURRENT! 


HERE IT IS! The Jennings Vapor Turbine 
Heating Pump. A New Pump. A pump meet- 
ing the modern demand for safety and economy 
in heating. It has all the advantages known to 
engineers throughout America as features of the 
standard Jennings Return Line Heating Pumps. 
Sturdy, fool-proof construction. Separation under 
vacuum. Air and water handled separately in 
pumping units designed for each. Balanced 
bronze impellers rotating without metallic contact 
on high grade ball bearings. 


AND NOW, A NEW DRIVE. A Special 
vapor turbine, developed by the same engineers 
who made the Jennings Pump. It operates on 
steam directly from the heating mains and returns 
that steam to the heating 


A pump operating 24 hours a day, affording safety 
and economy which go with a continuous conden- 
sation return and steady vacuum, and at no cost 
for electric current! The biggest expense item has 
been eliminated and operating efficiency increased! 
It operates on any vacuum heating system. 


Every item has been considered adding utility to 
this pump. It is equipped with a complete elec- 
trically operated stand-by unit that will automatic- 
ally operate should the turbine be cut out 
for inspection or servicing. This stand-by unit also 
gives full automatic electric operation, if it 1s 
desired. 


Prices are in harmony with the times. 
Write for Bulletin No. 


system with practically no Jennings Pumps 203 describing this 


heat loss. Think of it! 


NASH ENGINEERING COMPANY, SOUTH NORWALK, CONN. 


remarkable pump. 
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Single Copper Coil Excelso 
INDIRECT Water Heater with 
Removable Coil and patented 
ground joint brass connections. 
Capacity, 30 to 140 gallons. 


SIZES TO HEAT WATER FOR 








Glynnwood Apart- Detail of installation in 
ments, Detroit, Mich. Glynnwood Apts. —50 
H. P. Holmes, Owner. Apts. served by 2 No. 
Wm. Schonhofen, 35 Excelso Heaters and 
Trade. lron Fireman Stoker. 


Here is another Big Reason for pushing Excelso installations: 


As a plumbing inspector in a large New England City puts it...“Many 
cities are following our foot-steps in making domestic hot water safe 
... installations where it is impossible to have trouble. The public 
like hot water heated indirectly, safely.” 

Any installation that can use an Excelso SHOULD use an Excelso. 
And speaking about Safety First—don't forget, particularly in larger 
installations, that Excelso saves money. Safety First against rising 
cost of building maintenance is a warning to which your prospects 
will listen if you tell them. There is a profit for you in Excelso’s 


Selling Story. 


EXCELSO PRODUCTS CORP. 
57 Clyde Avenue Buffalo, N.Y. 


Dual Coil Excelso Heater with 
top removed. Removable Cop- 
per Coil and patented ground 
joint brass connections. Capa- 
city, 1200 to 2500 gallons. 


ONE FAMILY OR ONE HUNDRED 
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THE PLUMBING CONTRACTOR 
* and 
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all | 3 John Douglas Company 
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- forty years The John Douglas Company have acknowledged 
the plumbing contractor as the outstanding factor in the establish- 
ment of contact between themselves and the ultimate consumer of 
products of their manufacture. 














The John Douglas Company have full well realized that no greater 
force could be exerted in the merchandising of their products than 
the force exerted by the plumbing contractor in his search for success. 


Basing their success on their policy — from The John Douglas Com- 
pany direct to the plumbing contractor-—and manufacturing for these 
contractors a line of quality plumbing fixtures on which they estab- 
lish their own scale of profit, to meet local conditions, The John 
Douglas Company today more than ever realize that this faith and 
sense of loyalty to the plumbing contractor has not been in vain. 


The John Douglas Company has en;oyed a national reputation as 
specialists on government work for thirty years, and maintains an 
ofhce located at 821 Urtion Trust Bldg., Washington, D. C., for your 
service. 


THE JOHN DOUGLAS COMPANY 
CINCINNATI OHIO 


» 
DOUGLAS BOWL 
with 
Sanitary Overflow 







Always a margin of safety. | 
There is no cross connection 
and can be noback syphonage. 
















November, 1932 DOMESTIC ENGINEERING 13 


RS AGAIN 


s anew mark in 


y steam radiators 





Chromium-plated. 


Precision-made throughout — nickel 
silver seating pins. Troubleproof. 


Cannot become water-logged. 


Sensitive vacuum bellows — operates 
quickly and completely on ex- 
tremely low pressure. 


Indispensable where oil or gas fire 
burners are used. 


You can save your customer large sums 
of money in heating his building and 
bring him more heat, by vacuumizing 
his radiators and mains with the new 
Warcos. There is good profit in such 
jobs for you, and steady work all winter. 
Just place a trial order for a dozen 
valves or so with your jobber, and see 
for yourself, 


W. A. RUSSELL & COMPANY 
Grand Central Terminal Bldg., New York 


Please send complete information and prices 
on Warco Master Vacuum Valves. 


Firm Name 
Address 


City State... 


+ = © =e = = ee oe cee 
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J&L STEEL PIPE 


: Pea at 
qo oe e age 
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ERE is the advantage of economy in ordering pipe from 
one manufacturer who can supply the right kind of pipe for J&L S 
each and every need. J & L manufactures a complete line of steel IS INS LLLED 
pipe especially adapted to power plant work, for steam and in hundreds of buildings situated 
country. If you would like to see 
; ‘ ; J&L Steel Pipein actual usein your 
J &L Steel Pipe has earned an enviable reputation for ex- 

; territory, write us and we will sup- 
cellence, and users everywhere rightly regard the name “Jones ply a list of installations for yeu te 
& Laughlin,” rolled into every length of J & L pipe, as a pledge inspect. There is no obligation. 
of complete and lasting satisfaction. 


JONES & LAUGHLIN STEEL CORPORATION 


MERICAN IRON AND STEEL WorKS 
JONES & LAUGHLIN BUILDING, PITTSBURGH, PENNSYLVANIA 
Sales Offices: Atlante Boston Buffele Chicago Cincinnati Clewelend Dalles 
Memphis Milwaukee New Orleans New York Philedelphie Pitteburgh 
Warehouses: CHICAGO CINCINNATI DETROIT MEMPHIS NEW ORLEANS 
Canadian Representatives: JONES & LAUGHLIN STEEL PRODUCTS COMPANY, Pitteburgh, Pe. U.S. A.. and Teronto, Ont., Cansde 


conditioning piping and railing work. 












If youve ever 
sold an 
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and if through the sale of 
this air valve you have had 
call for new plumbing and 
heating material, or repair 
work, tell us about it, and 
part of $200.00 may be 
yours. 


Tell in your own way in a 
letter of not more than 300 
words the history of this 
air valve transaction, and 
you will be eligible for one 
of the cash prizes to be 
awarded. 


[Read the@ntest 
M4 ky ules Carefullu \ 
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RULES OF CONTEST: 


Only plumbing and heating contractors are 
eligible. 

Write a letter, not more than 300 words, telling 
how the sale of air valves helped you sell other 
plumbing and heating equipment or how this 
sale secured a new contract. 

Prizes to be awarded: First prize, $100.00; Second 
prize $50.00; Third prize $25.00; Fourth prize 
$15.00. Ten additional prizes of $1.00 each. 


In case of a tie, duplicate awards will be made. 


The decision of the judges will be final. 


All letters must be in Newington, Conn., by Mid- 
night, January 15, 1933. 


These letters become the property of the Keeney 
Manufacturing Co. 


Names of judges will be announced in the Decem- 
ber issue of Domestic Engineering. 


THE KEENEY MFG. COMPANY 
NEWINGTON CONN. 


KEENEY 0.) 










































No. 99 
Bellows Packless Valve 







































No. 25 
Thermostatic Trap 





No. 96 
Quick Vent 


Type I 


Conco Temperature Control 
Valve 
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Capitol Units That Lead the Field 


The Capitol Bellows Type Packless Valve illustrated at the left 
is designed and manufactured to meet in the most minute detail 
all of the requirements of such products. 


The Capitol Bellows Type Packless Valve cannot leak, bind or stick. 
One smooth, easy turn opens or closes the valve. 


Capitol Packless Valves are made of the highest grade steam brass, 
rough nickel finish and highly polished trimmings. Can be furnished 
with lock and shield or wheel handles. Handles constructed of 
heat resisting composition, and finished in black with highly 
polished surface. 


The Capitol Thermostatic Trap illustrated at the left conveys 
clearly and in detail the modern and salient features incorporated 
in its construction. The vertical, self cleaning seat and the non- 
adjustable diaphragm represent only two of the necessary features 
that must be a part of any efficient radiator trap. 


Capitol Thermostatic Traps are constructed of the highest grade 
steam brass and are machined perfectly. Standard construction 
provides that traps are Nickel Plated all over with rough body and 
polished trimmings. Each trap is carefully inspected and tested 
prior to shipment. When properly installed and not subjected to 
abuse, Capitol Thermostatic Traps are thoroughly guaranteed for 
a period of five years. 


The Capitol Air Eliminator illustrated at the 
right is for use on any low pressure heating 
system and for other duties where desirable 
to rapidly eliminate large volumes of air and 
at the same time prevent the exit of steam or 
water. The Check Valve at the top of Air 
Eliminator prevents air from returning to 
the system. Can be furnished with bellows 


in lieu of diaphragm if desired. 


The Capitol Quick Vent illustrated is identi- 
cal to the Air Eliminator as to construction 
with the exception that it has no float. For 
use where air only is to be vented as it docs 
not close against water. The Check Valve is 
also incorporated in the Quick Vent. Can be 
furnished with bellows in lieu of diaphragm 
if desired. 


Both Air Eliminator and Quick Vent are No. 95 
made only in *4” size. Air Eliminator 





The CQN€O Temperature Control Valve is a graduated Packless 
Supply Valve having a temperature control unit that automatically 
controls room temperatures within a maximum range of 2°. For use 
on two-pipe heating systems. Installed like an ordinary radiator 
valve. Can be used to replace practically any type of radiator valve 
without changing pipe work. CQNC€C6O Valves have established an 
enviable record for accurate, uniform and dependable control of 
room temperatures. 


Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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JUN TOWN 


THE YOUNGSTOWN SHEET & TUBE CO. 


GENERAL OFFICES YOUNGSTOWN, OHIO 
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All the Advantages of a Single Spout 
for about the Price of Two Faucets 
















No. 5073A— With Soap Dish (Patented) 


This new Peck Universal Fixture 
enables you to offer your customers all 
the advantages of an integral spout 
fixture at only a little more than two 
good basin faucets. 


It is ideally suited for modernization 
business, as it can be used on any lava- 
tory regardless of type waste provided 
there are two basin faucet holes through 


the slab. 


It may be had with or without soap dish. 
Write now for full information. 





Peck’s Better Brass 
Builds Better Business 





No. 5075A—Without Soap Dish (Patented 


THE PECK BROS. & COMPANY 


127 CHESTNUT STREET NEW HAVEN, CONN. 
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No. 1817 Seat and Cover, with side arm hinge to fit staple Bow! 


Minimum of metal to become tarnished. Furnished in Golden 
Oak, Mahogany, White or standard plain color. 


QUALITY, APPEARANCE and PRICE! 


On these three outstanding characteristics we base our appeal for your 
attention. Any seat in the complete line, and there are seats to meet each and 
every requirement, will meet the demand for a better toilet seat at a price 
that will be productive of business in volume for the plumbing contractor. 
Fine finish, of finest materials, modern design and age-old craftsmanship 
combine to present a seat that has every qualification to meet present day 
buying. 


Write for detailed information. 


AMERICAN SEAT & Tank Co. » » +»  £Granp Haven, MICHIGAN 
Sales Office: Abingdon, III. 


Subsidiary of American Sanitary Mere. Co., Abingdon, IIl. 





No. 1616 Seat and Cover, with offset hinge, 
for staple bowl. Made of hard wood to 
withstand severe usage. Furnished in 
White, Oak, Mahogany or standard plain 
colors. 
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Here’s the INSIDE story... 


WHAT'S inside the plumbing fittings you 
install? That’s a story you have the right 
to know. Because the life and efficiency of 
an installation, the ultimate satisfaction of 
your customer, may depend on the design 
of a single part. 


Look at the Scovill Shower Valve illus- 
trated below. See how it is built for service 
from the inside out. You won’t get chatter, 
drip, or trouble of any kind here. No come- 
backs or complaints from customers because 
of faulty performance. 


You can always count on Scovill fittings 
for service. Good design—sturdy materials 
—accurate workmanship guarantee that 


Seovill Shower Valve 


Handle secured to stem 
by spud and friction 





lock-nut. 


China escutcheon inter- 
changeable with Scovill 
metal escutcheon. 





Long stuffiing-box nut 
provides liberal adjust- 
ment. 





Double-pitch threads on 

stem make possible full 

flow of water at slight 
turn of handle. 





Removable seat may be 
removed from finished 
face of wall. 





Female union coup- 
ling furnished for 2 
supply connection. 


Valve-body tapped and threaded on both ends. 


—— pine 


every piece of brass goods Scovill produces 
is entirely dependable. 

Take full advantage of the present 
demand for replacement work by selling 
Scovill shower, bath and lavatory fittings. 
The new Vogue design is particularly suited 
for these jobs, because its trim lines match 
either old or new fixtures. 


You'll do a better job by using fittings 
from Scovill’s complete, reasonably priced 
line. Write for a catalog. 


SCOVILL MANUFACTURING COMPANY 


PLUMBERS’ BRASS GOODS DIVISION 


WATERVILLE = CONNECTICUT 


Scovill Flush Valves—Shower, Bath and Lavatory Fittings—Tubular 
and Miscellaneous Plumbers’ Brass Goods for General Plumbing 
Requirements 


China handle inter- 
changeable with Scovill 
metal handle. 


Long escutcheon bush- 

ing allows ample ad- 

justment for tile and 
wall thickness. 





Entire stem-action re- 

movable from _ valve- 

body without disturb- 

ing installation behind 
wall. 


Long-bearing swivel 
for seat washer pre- 
vents water-chatter and 
assures positive shut- 
off without any grind- 
ing action on washer. 
(Illustration shows sec- 
tion of retaining wall 
cut away to show thick- 
ness of seat-washer.) 





Full waterway. 


®Seovill 
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IE / MLINE— time-tested and proven— 


“has three years of public acceptance 
ag and the confidence of the trade 


y! 









because — 


lt enables the plumbing or heating contractor to 

bi e his prospect a non-rusting, non-clogging copper —, 
on at a price closely comparable or in many cases, at 

the same price as iron, and with a substantial profit to himself. 


It gives the plumbing contractor an article of excep- 
tional sales merit and a potential source of incre 
ness in unprosperous as well as prosperous times. 

It utilizes an entirely new and successful principle 
in piping connections and requires the plumber's skill and 
tools to install, 


It is not procurable from any other source but the 














































plum 
Its remodeling possibilities are unlimited. 
After the plumbing contractor has made one installe- 


tion he invariably creates a source of advertising value for 
himself that results in additional jobs. 


It is a fitting thet is mechanically correct and, like 
. Mueller products, thoroughly tested under actual service 

ons before being placed on the market—there is no 
doubtful experimentation upon the public. 


Thousands of installations throughout the country ere 
a testimony of its outstanding merit. 


ASSURANCE OF A LEAK-PROOF 

CONNECTION BY VISUAL INSPECTION 

IS AN EXCLUSIVE FEATURE OF THE 
MUELLER PATENTED JOINT 


ae, alone has the valuable visual inspection loihes by which the plumber can tell at a 
that he has made a bonded leak-proof connection. The method of foulias 
: Fitting. This method insures « thorough distribution of the solder. 
¢ have been cleaned and fluxed, and the solder fed into the fitting 
, sure and certain as the lew of gravitation itself, and causes the 
appearance as a white ring at the end of the hitting is your visual 





- The Mueller STREAMLINE 


ture are procurable from the following manufacturers who are 
NE Division, patents 1,770,852 and 1,776,502, to use this 
ges, refrigeration and other equipment: 





STREAMLINE Fittings are manufactured in Canade by the Canada Wire and Cable Co., Ltd., Leaside, Ontario. 
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K.7047 — SPEAKMAN 
Adjusta-Spray Shower 
Head, which allows 
two sprays, coarse or 
fine, andisalsoclean 
ed by turningthe face. 
1 2inch 1. P. S. inlet. 
Furnished with and 
without ball joint — 
with and without lever 
‘thandlée control “and 
with screw driver slot 
control. Face is 2-1/4 
inches across. Finish 
ed in Speakman 
Chromium plate 
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K.3395 SPEAKMAN Anystream Self-Cleaning 
Shower Head. Face 4-] 8 inches across. Plungers 
ore operated by the lever handle and give any 
degree of shower force and volume. Supplied 
in various designs for residences, hotels, institu & 
tions, clubs, and hospitals. Finished in Speakman 
Chromium plate. (Patented January 2, 1923 and 





Speakman Anystream 

Self-Cleaning Shower 

Heads now have a com- 
> panion—the Speakman 
. SSS Adjusta-Spray Shower 
, Head. Lower in price 
than the Anystream Self- 
Cleaning Head, and 
made to meet the pock- 
‘Netbooks of people who 





as want something that is 
“3 «modern, but at a lower 
Lo NSS cost. 


While the Adjusta-Spray Shower Head does not offer 
all the conveniences of the Anystream Self-Cleaning 
Shower Head, it gives two types of sprays—fine and 
coarse—and can be readily cleaned. 


Literature on the Speakman Adjusta-Spray Shower 
head (patented), and its larger companion, the Speak- 
man Anystream Self-Cleaning Shower Head, will be 
supplied promptly—as usual, imprinted with your 
name and address. 


SPEAKMAN COMPANY 
Wilmington, Del. 


SPEAKMAN 


SHOWERS & FIXTURES 





Just as Soeakman was re- 
sponsible for the Shower 
becoming the National 
way of bathing... . 


SPEAKMAN has made the 
trade and public conscious 
that the shower head is the 
last expression of the shower 
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K-4039-M—SPEAKMAN Mixometer Shower and lub 
Combination. 1/2 in. size. All metal handles ond 
escutcheons. Has Speakman Anystream Self-Cieon- 
ing Shower Head and Act-Easy Pop-up Woste. 
Valves connected by bross pipe and tested. 
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Even lower prices on the 
High Quality BURNHAM 


Air and Vacuum Valves 


UR new low prices for the complete line of Burnham 
Air and Vacuum Valves apply to the same high quality 





valves you have always had from us. Burnham has never 
sacrificed quality to reduce prices and isn’t going to be- 
gin now. 


At these new low prices Burnham Valves represent the 
greatest value in the field. You can safely assure the custo- 
mer that they will repay their cost in one heating season. 
The No. 2 Valve is just what you need to modernize old 
one-pipe steam systems. 


And remember, all Burnham Air and Vacuum Valves are 
guaranteed for 5 years. Send coupon for prices. 








IRVINGTON, NEW YORK 


Representatives in All Principal Cities of the 
United States and Canada 


MAIL THIS COUPON FOR LITERATURE AND PRICES 


23 








BURNHAM BOILER CORP. 
Irvington, N. Y. 


Send me full information and new low prices on Burnham Air and Vacuum Valves, adver- 
tised in Domestic Engineering. 
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In the early 1830's, Cort, noted Eng- 
lish Engineer designed the first pud- 
dle furnaces using coal as fuel. Such 
furnaces produced the metal which 
has made wrought iron famous for 
its high resistance to corrosion and 
fatigue. The furnaces in which the 
metal for Reading Puddled Iron Pipe 
is made, are built on Cort’s 


designs. Reading metal is 
puddled by hand as Cort 


planned and as Time 
has proved to be best. 


More Than That 
Reading Puddled Iron is 
better today than ever be- 
fore because to the essential 
processesdevelopedby Cort, Reading 
adds scientific control of production 
with rigid and exacting inspection 
of raw materjals, processes and 
finished pipe unknown in the past. 

In making Reading Pipe, Reading’s 
superintendents have the advantage 
of high-gradeironore from Reading’s 
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WH Y 
Reading Puddled Iron Pipe is 


BETTER than ever before 
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own iron mines. They control pig 
iron production in Reading’s own 
blast furnaces. Under them is a force 
of puddlers trained in the Reading 
plant, many of them being the fourth 
generation of iron puddlers trained 
in the Reading mills. Throughout 
the making of Reading Pipe they 
test, inspect, and maintain the 
closest possible scientific 
control. 
That’s Why 

Today you buy better 
Reading Puddled Iron 
Pipe than any of the pipe 
that has set the service 
records for which wrought 
iron is so famous. You can install it 
with greater certainty of receiving 
trouble-free service than even past 
generations could. A few dollars 
more for the average pipe installa- 
tion, assures you of lower cost per 
year of service. If you need really 
GOOD pipe for any service, consult us. 


































READING IRON COMPANY, Philadelphia 


READIN J\ PIPE) 


PUDDLED IRON, 


Since 1848 





————7 








Science and Invention Have Never Found a Satisfactory Substitute for Genuine Puddled Iron 
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One SHRINKS 
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SAMPLE § 
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, | Pre-Shrunk 
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| * reason 1s le. 

Ordinary Cellular | Why : ? a: Ra oA, 
Pipe Covering _ 
me ed oy 


ee ee ee 


give the job a bad appearance. 


sample. 


RE-SHRUNK ASBESTOCEL 


pipe 

coverings shrink because 

| they are made of asbestos paper which ab- 
sorbs moisture, while the cove ring is in stock 
or being applied. When heat is turned on, 
this covering dries out ... shrinks... 
sections pull apart at the joints » + « Zaps 


Why does Pre-Shrunk Asbestocel retain 
its original size without change under all 
service conditions? Because it is made of 
waterproofed paper. It cannot absorb mois- 
ture—thus the cause of shrinkage is re- 
moved. Look at these test pictures at the ,; 
right. Note how ordinary asbestos paper é. 
soaks up water like a blotter, while none 
penetrates the waterproofed Pre-Shrunk 





ends all objectionable shrinkage 


= exclusive Pre-Shrunk fea- 
ture of this new pipe cover- 
ing eliminates shrinkage gaps . 
keeps every job 100% in appear- 
ance. Here’s an end to profitless 
repair calls and complaints about 
faulty workmanship for which 
you are not to blame. 


By eliminating shrinkage trou- 
bles, J-M Pre-Shrunk Asbestocel 
has finally removed the one big 
shortcoming that all cellular pipe 
coverings have always had, yet 
it costs no more. 





Regular Canvas-Covered. The Asbestos-Covered High-Speed. 
standard finish for many years With attractive Asbestos Paper 
provides all advantages of old- Finish. Needs no pasting—saves 
‘tyle J-M Improved Asbestocel, one-third application time. Costs 


—- yel costs no more. 


Available in canvas and non- 
canvas finish—New Non-Can- 
vas type saves 1/3 labor cost 


Pre-Shrunk Asbestocel, by ending 
shrinkage troubles, has made the 
time-saving non-canvas finish practi- 
cal for the first time. 

This type of finish requires no 
pasting. Slips easily over the pipe 
like an open book, then clinches on 
tight with simple, quick-fastening 
staples. In test after test, even when 
applied by operators unfamiliar with 
it, J-M Pre-Shrunk Canvas Finish 


has cut application time more than 





Covered Pre-Shrunk Asbestocel. cost. 


Aluminum Finish High-Speed. 
A deluxe covering suited to your 

most particular gobs. Its hand- 
some aluminum finish does not 
plus the new Pre-Shrunk feature no more than regular Canvas- fade. Only slightly higher in 


one-third. You can add this labor 
saving to your profits. And the job 
stays perfect in appearance with- 
out the flaws that shrinkage other- 
wise would cause. 

* + * 


J-M_ Pre-Shrunk Asbestocel is now 
stocked by all better plumbing sup- 
ply -houses. Available in 3 types 
shown below. Prove the advantages 
of Pre-Shrunk Asbestocel on your 
next job. For full particulars, see 
your supply house or write to Johns- 
Manville, 292 Madison Avenue, New 
York City. 





Pre-Shrunk 
ASBESTOCEL 
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When the temperature goes down, profits 
with KELLY Air and Vacuum Valves rise! 


It’s KELLY time, that is, it is at this time of the year 
that profits from KELLY Air and Vacuum Valves 
reach the peak. 


Heating comfort receives major consideration in the 
home at the first sign of cold fall winds, presenting to 
the heating contractor immediate profit opportunities. 


Whether the home-owner decides on a complete re- 
modeling job, or if because of conditions he decides 
only to partially rehabilitate his heating system, he 
will in either case, replace his air valves. 


This condition puts the matter squarely before the 
heating contractor. How best can he serve his pros- 
pect? What valve will give the greatest service per- 
formance? What valve will effect the greatest saving 
in fuel? 


The KELLY line of seven automatic non-adjustable 
valves will answer these questions. 


Write for full information. See a KELLY for your- 
self. Display them where your customers can see 
them. Tell them about their faultless performance. 
And then, profit with KELLY Air and Vacuum Valves. 


Ask Your Jobber 


eeeerreter. 





KELLY BRASS WORKS 


226-32 W. ONTARIO ST. CHICAGO 





GUARANTEE ... 


KELLY Valves are subjected to practical steam 
and vacuum tests before shipping and are 
GUARANTEED FOR FIVE YEARS when in- 
stalled and operated under proper conditions. 
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— This month 


we Say... 
Plumbers ARE MAKING 


the money we predicted they would make 
with this new seat! 


nee you're not one of those who took our advice in 
October, take it now ... and stock the new Olympic seat 
without delay. 


In white and colors ... of modernistic design, with beautiful 
chromium plated hinges . . . this new seat that retails at 
$5.95 proves that the public always has money to spend for 
that which is new, unusual, and offers-an outstanding value. 






, Olympic harmonizes with the design of the new bowls and 

in WHITE & COLORS on, Sah offers a neaaaiante enlarged replacement 
of 95 23 retail market ... and helps sell complete combinations! Superior 
With beautiful style . . . and color at the price of white... make every home 

Chromium Plated owner a prospect. ? 





Hinges And ... Olympic is the first seat ever 


a F O Ly M p| a packaged in a self contained display. 


Write now ... for complete informa- 
tion and prices. 
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STANDARD TANK AND SEAT CO. 
CAMDEN, N. J. 


Makers of STASCO Toilet Seats 
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SIMPLE 
EGULATION 


















Builds 
Good Will 


The Watrous Flush Valve wins staunch friends 
everywhere because of the ease with which it can 









Simply turn 
screw to regulate 


length of flush 




















be adapted to any installation. One simple adjust- 






ment instantly and permanently regu- 






lates the length of flush for any make 






of closet bowl and any pressure. ““Top 





floor’’ troubles vanish when Watrous 






Flush Valves are used. 







It is not necessary to take the valve apart for 


regulation: Just remove the cap, and turn the 















adjusting screw. The valve will then deliver the 






exact amount of water needed, without waste or 
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shortage. No need to shut off the water when 
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making the regulation. 
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Watrous is the only diaphragm-type flush valve 
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that permits outside regulation without restricting 
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the water-way, and has a self-cleansing by-pass. 
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All over the country, Watrous valves are found 
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homes and public buildings because of their easy 
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it regulation and dependable, care-free operation. 






: You know you are on the safe side with Watrous 





Flush Valves. Write for full information today. 
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IMPERIAL BRASS MFG. COMPANY 
1231 West Harrison Street, Chicago, Illinois 
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Radical changes in modern heating methods 
necessitate this question: ““‘What pump can de- 
liver under today’s conditions?” 

The new Hoffman-Economy Vacuum and Con- 
densation Pumps provide the answer. These 
pumps now embody every up-to-the-minute im- 
provement ... satisfying every modern heating 
requirement... anticipating future developments! 

Not laboratory theory but close study of actual 
operation in the field is responsible for the basic de- 
sign of these pumps. Not only do they develop full 
rated capacity under severest conditions but have 





The new Type E Horizontal Condensa- 
tion Pumpwith Cast-lron Receiver. Close- 
coupled pump and motor insures sim piic- 
uy andlong life. 


HEATING CONTRACTORS*t-— 
Write for your copy of 
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the FUTURE 


WITH A NEW PUMP DESIGN THAT MEETS AND ANTICIPATES every demand 
OF MODERN HEATING 


proved ability to deliver an excess when required. 

The Vacuum Pump featured above is typical 
of the new Hoffman-Economy line. Modern in ap 
pearance—compact—space-saving. Low in power 
consumption — high in efficiency. Corrosion 
proof cast iron construction! And amazingly 
NOISELESS. 

From a purely self-protective standpoint, you 
should investigate this pump. Compare its honest 
ratings—size for size. Full engineering data fur- 
nished upon request, Hoffman Specialty Com- 
pany, Inc., Dept. RX-85, Waterbury, Conn. 


tome HOFFMAN-ECONOMY PUMPS 


Profit-Sharing Plan 





Also Makers of Hoffman Venting Valves and Hoffman Controlled Heat 
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Meeting Your Needs 


NEEDS of the alert dealer in heat- 
ing products are met in our new section, an editorial 
service which comes to you under the heading of 
‘Automatic Heat and Air Conditioning Dealer.” This 
was first made available to readers of Domestic EN- 
GINEERING in the October issue. 


Sells 200 Installations 


THIS new service opens on page 
83 of this issue with an account of “Increasing Boiler 
Capacity with an Oil Burner,” an unusual answer to 
the problem of an under-rated boiler. “What Air Con- 
ditioning Means” tell you of the practices of a firm 
which has sold more than 200 installations in two years 
—a record well worth studying by the many dealers 
who are just getting under way in this interesting and 
new field. 


Getting Stoker Business 


A STOKER dealer, who does 
heating and plumbing work in a Pennsylvania town, 
puts “His Salesmen on Their Own” and finds that this 
method of building an effective selling organization by 
selecting experienced heating men and giving them in- 
dependence, has brought results. 


What Is Comfort? 


What is a comfortable tempera- 
ture? What determines our feeling of comfort? Will 
the ordinary thermometer give us a true reading of 
comfort conditions? Why it does not is told in “Com- 
fort Temperatures in Air Conditioning,” the first of 
two helpful articles for those who are anxious better to 
fit themselves to answer the many questions which cus- 
tomers will want answered as they make inquiries about 
the practical effects of the air conditioning plants they 
are thinking of buying. 


Of Real Value 


THIS brief sketch of what you 
will find in this new section shows its tangible value 
to every dealer. It is an additional service to those 
regular features which have made Domestic ENcI- 
NEERING an effective agency for advancing the welfare 
of the plumbing and heating dealers throughout the en- 
tire country. 
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BETWEEN OURSELVES 
| 


Prices and Profits 


OF definite interest today to every 
one in the industry, is the renewed and intensive study 
being given to the question of pricing our products and 
with it the related problem of the margin of profit to 
be made by the retailer, by the wholesaler and by the 
manufacturer. Announcements made a few weeks ago 
by two leading manufacturers threw the questions into 
the center of the ring and they are still there. 


A Big Problem 


LET us call your attention to vari- 
ous places in this issue where your study of these vital 
problems will be helped by learning of what others 
think. On pages 33 and 34, are our own contributions 
to this study. We have exceptional opportunities for 
association with retailers, wholesalers and manufactur- 
ers and from that point of vantage should be able to 
gain at times a broader outlook than those intensely 
occupied with their own problems. 


Three Important Letters 


IN addition, there are three inter- 
esting letters grouped on pages 48, 49 and 50. They 
come to us from three successful contractor-dealers in 
widely separated parts of the country. They tell just 
what handicaps are imposed on the retailer by the 
present set-up of the industry. We feel these letters 
contribute definitely to a clearer understanding of the 
problems to be met in building up the industry, problems 
which many feel run much deeper than just the ques- 
tion of prices. 


A Vital Problem 


In news reports of three whole- 
saler association meetings, you will find discussions of 
this same problem. A willingness to try out suggested 
changes is being shown by wholesalers, with the reser- 
vation that alterations in the first plan are essential to 
the jobber’s welfare. The retailer has his position to 
hold and strengthen. Few questions have stirred the 
industry so deeply and our readers will find Domestic 
ENGINEERING of even more importance to them as a 
means of better understanding and meeting this vita! 


problem. 
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Clear to all who have followed the swift, sure advance of WELDED PIPING, 
is the handwriting on the wall. Its prediction is bound to come true. Ful- 
fillment is assured by the overwhelming advantages of WELDED PIPING over 
the old method of installing pipe which it supplants. 


Lower first cost, tremendous reduction in weight with corresponding 
saving in building cost, simplification of pipe insulating, elimination of leaky 
joints, reduction in turbulence and friction loss in lines and fittings, main- 
tenance expense virtually wiped out,—these and other definitely established 


benefits of WELDED PIPING are irresistible. 


Read “PIPING TAILORED TO FIT’ 


This booklet tells the story of WELDED PIPING. It contains data and 
information acquired by AIRCO in the course of its constant research and 
development work. It clarifies the advantages. It goes into detail on methods 
and equipment. It is fully illustrated. It makes clear why everyone inter- 
ested in planning and making piping installations of every character, should 


promote WELDED PIPING. 


Every Architect and Engineer, every Heating and Piping Contractor, every 
Plumber and Steamfitter should read it. The nearest District Office will 
supply you with a copy. WRITE for it—TODAY. 


Am REDUCTION SALES Co. 


General Offices: 60 East 42nd St., New York 


A Nation-wide Welding Supply Service 
Distributing Stations in All Principal Cities 
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DOMESTIC ENGINEERING 


Why John Smith Got Those Jobs 


A plumbing and heating contractor said to 
me the other day, ‘‘We haven’t had a job in 
nearly a year. My bids are always high. 
John Smith has taken job after job away 
from me at ruinous prices. I can’t meet 
such competition, and he can’t keep it up.”’ 


Probably you have heard the same story and 
have wondered how other contractors are 
able to bid such prices and stay in business. 
I wondered too and decided to talk to John 
Smith. 


I found he is a small contractor. There are 
just himself, one fitter, and his two helpers. 
He works with his men on every job but he 
is over 60 years old. He cannot pull pipe 
tools as he did years ago. It was necessary 
therefore to find an easier and cheaper way 
to do his work. A year or so ago a salesman 
showed him a small portable '4-in. to 2-in. 
pipe machine. He was skeptical at first of 
the salesman’s claims. It didn’t seem pos- 
sible that they could be true, but he bought 
the machine because it would make his work 
easier, for John Smith can’t stand the hard 
work of his younger days. 


‘*l have since found it the best investment I 
ever made,”’ he told me as we sat chinning 
in his small but attractive office and sales- 
room. 


“I use it in the shop, load it on the truck, 
and haul it to the job. Two of us can 
handle it easily, and it will save me $1.25 
an hour on the job. The helper runs the 
machine and I measure and install the pipe. 
There isn’t a lost moment when we get on 
the job. That machine—a ‘‘TOLEDO’”’ No. 
999—-enables me to cut our time one-third. 
How these other fellows using obsolete 
methods and worn out tools expect to com- 
pete with me is more than I can dope out. 


‘**l suppose they wonder how soon the sheriff 
will come around and nail a sign on my 
door,’” and John Smith smiled as he con- 
tinued, ‘‘Well I bet I’m better off than many 
of them. I’m keeping busy and making a 


profit on every job I take. I am not in busi- 
ness for my health. 


‘‘Some of these other fellows lose all of their 
profit when they find a lot of leaks after the 
job is up. I don’t have any leaks, No, Sir! 
My little ‘“‘TOLEDO”’ No. 999 gives me dandy 
threads and that’s 90 percent of the battle. 


‘‘Yes, if you want to tell the other boys how 
I doit, goahead. It’sO.K. with me. I hope 
they will take a leaf from my book of experi- 
ence. I have been in the business 39 years. 
I started as an apprentice for a plumber in 
Canada in 1893, the year of the World’s Fair, 
and I sure learned what hard work was, I 
cut the wood, built the fire, and even milked 
the cow the boss owned for my board. It is 
easy today with that pipe machine compared 
to those days.”’ 


As I thanked him for the privilege of telling 
the other boys he added, “I am leaving 
tonight for a ten days’ fishing trip up in 
Canada. It sure is great to get back there 
again and feel the tug on the line. Never 
miss a trip a year and believe me we go where 
the fish are.”’ 


I went out to my car and sat a few moments 
thinking about John Smith. There surely 
was a wise man. His small investment in his 
pipe machine made it possible for him to 
take jobs at prices others thought were 
ruinous, but John Smith had a smile on his 
face, was making money and he was going on 
his annual fishing trip. He was indeed a 
wise man. 


Mr. Reader this is a true story of John Smith. 
We will be glad to give you his name and 
address if you desire it. Perhaps you too 
have been losing jobs to some other John 
Smith. Why not take a leaf from his book 
of experience. You too, will say, “It’s the 
best investment I have ever made.”’ 


THE TOLEDO PIPE THREADING 
MACHINE COMPANY, Toledo, Ohio 


New York Office and Display Room, 72 Lafayette Street 
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PRICE CHANGES suggested in Au- 
gust by two of the largest manufacturers have opened 
up a torrent of discussion. Under the new policy, the 
two distributing branches, wholesaler and retailer, would 
have to operate on a much reduced margin in order to 
gain the promised advantages coming from openly dis- 
played retail prices. 


Opinions on the new policy run all the 
way from calling it an invitation to the distributors to 
commit suicide to hailing it as the salvation of the in- 
dustry. That is too great a difference so obviously 
somebody is wrong. As a matter of fact, both may be 
wrong and we may wake up some day soon to find that 
all the shootin’ was aimed at the wrong target—we were 
ali excited over a minor question and were side-stepping 
the main problem. 





Savage Competition 


WE ARE PRETTY SURE that we 
know what is the main problem—the set-up of the in- 
dustry works against the successful man. Competition is 
so savage that the question of getting a job obscures the 
vital need of also getting a profit. This battle for the 
job in some cases even turns suppliers against their best 
customers and puts orders into the hands of the man 
who owes the most rather than helping the dealer who 
pays his bills most promptly. 

If that is the problem—and any one 
must admit that the set-up of the industry does hamper 
rather than help the dealer—then this question of price 
policy is secondary. We are trying to recover profits 
by starting at the wrong end of the line. And we are 
trying to answer mail order and direct-to-you competi- 
tion by using their strongest weapon—price. Our own 
best weapons are tossed aside. 


Playing an Old Game 


SOME PLAIN TALK is needed now 
and then and right now we want to say quite plainly 
that this industry has been playing overtime the good 
old game of alibi. Instead of striking at fundamental 
problems, we have been talking about the by-products. 
lf we could prove that it was the other man’s fault, 
then naturally we were all right so away we go on the 
merry-go-round of alibi. 


Alibis Don't 


Bring Profits 


Any one in the industry can prove 
that point. The contractor-dealer finds fault with his 
competitor and looks longingly at other industries 
where he believes all dealers are successful. The sales 
man reports back to his employing wholesaler or manu 
facturer that his lack of orders is explained by the sim 
ple fact that this dealer of ours is a mechanic not a 
merchandiser. The wholesaler tells the manufacturer 
what a big job it is to translate this mechanic into a 
business man—and that explains the fewness of orders 
or the delayed payment. And the manufacturer accuses 
the wholesaler of incompetence, the salesmen of being 
order takers and the dealers of being merely mechanics. 


Picking on the Other Fellow 


ALL ALONG THE LINE—with of 
course a lot of exceptions—we find that this merry 
game of blaming the other fellow has been and 1s go- 
ing on. No wonder the business has suffered. As an 
industry anxious to get more of the consumer’s dollar, 
we start off by poking our fingers in our teammates’ 
eyes. 

Stop for moment to look at this deale1 
of ours. He is the only one of the building tradesmen 
who still sells the goods he installs. If he were such 
a poor business man, he would long ago have lost his 
sales rights. But a combination of ability, of willing 
ness to learn and the all-important fact that his in 
stallation skill is necessary to make our products use- 
ful has kept him in the center of the picture. Our 
products are merely masses of metal until this plumb 
ing and heating contractor-dealer comes along to hook 
them together and make them work. He can not be 
replaced by a labor foreman or a ten-cent store clerk 
His simple statement “I’ll guarantee that your heating 
and plumbing system will work” means more to the 
customer than tons of promotional literature or hours 
of sales talk. 


What Our Dealer Has Done 


AND HOW has he met the needs for 
greater sales activity. Dozens of manufacturers have 
told us that this contractor has shown greater progress 
in the last five years than either the manufacturing or 
the wholesaling groups. In the face of increasing com 
petition from behind his back, he has gone ahead listen- 
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ing eagerly to sales advice, attending sales schools, in- 
vesting his money in stores, advertising and salesmen, 
fighting against the ridiculous set-up under which a 
competitor who did none of these things could buy the 
same products that he was spending his money to 
promote and thus undersell him, meeting competitors 
who because they had not paid for their last -batch of 
goods could get the next batch at a cheaper price. 


Not all dealers have done a good job 
but enough of them have to earn support rather than to 
be rated as an alibi. Domestic ENGINEERING’S columns 
for years have told of the successful work of its read- 
ers. We know there are many contractors who are not 
progressive but our efforts to find hundreds who are 
doing good business like jobs to serve as examples and 
to find thousands of readers who wanted just that kind 
of information, have been successful. We know from 
our own experience that the manufacturer or whole- 
saler who is looking for progressive outlets among the 
plumbing and heating contractors, can find them. 
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Dealer Is Here to Stay 


WITH THOUSANDS of these re- 
tailers doing a good selling job, displaying products, ad- 
vertising, delivering, installing, engineering, guarantee- 
ing, collecting and taking the financial risks, they have 
earned the appreciation of the other branches. The 
conditions which definitely work to the disadvantage of 
the progressive dealer should be analyzed and corrected 
by the men who supply the goods. Certainly the men 
who collect the money from the customer and to whom 
the rest of us down the line must look for our money, 
is too important a factor to be dismissed as a mechanic. 


The plumbing and heating contractor- 
dealer is here to stay because he has proved his right 
to his place in the economic sun. He has been con- 
venient to the man looking for an alibi. He can be a 
lot more helpful to the men who will work with him 
and who will find more and more success for them- 
selves as they help this dealer to be successful. 


Profits for Selected Dealers 


MARK TWAIN is credited with hav- 
ing said, ‘“‘Everybody talks about the weather but no- 
body does anything about it.” 

For years we have all talked about 
merchandising plumbing goods, have spent many hun- 
dred thousand dollars through the Plumbing and Heat- 
ing Industries Bureau in an effort to make the plumber 
a better merchandiser, and still at most trade conven- 
tions the speaker in discussing merchandising will pre- 
face his remarks by stating that the plumber is a 
mechanic but not a merchandiser. 

Generally speaking this may be true, 
but a fair percentage of plumbers have done, and are 
doing, just as good a job of merchandising as is being 
done by any other similar trade. This is evidenced by 
the fact that more than 50 per cent of all oil burner 
dealers are plumbing and heating contractors, and there 
is no disputing the fact that oil burners have been well 
merchandised. Therefore, it is unjust to lay at the 
plumber’s door the blame for the fact that plumbing 
goods have not been sold during the last few years in 
the same proportion as radios, electric refrigerators, 
etc. Such merchandise is generally sold on a definite 
resale price basis and the dealer cutting his prices 
and giving portions of his profit promptly loses his 
dealership. 


Competing Against Ourselves 
ON THE OTHER HAND, the 


plumber who has enterprise enough to create sales has 
to meet the competition of the plumber who has no 
selling expense and practically no overhead but who 


can and is willing to supply the identical merchandise 
at cost in order to secure the labor. In addition, manu- 
facturers and wholesalers are not only constantly creat- 
ing new competition for the established dealer but are 
financing such enterprises. 


Is not a selective dealership plan the 
solution—one that will give protection and ample reward 
to the responsible plumbing and heating dealer who has 
the ability to merchandise? 


No radio or electric refrigerator dealer 
could successfully market this merchandise very long 
if the identical merchandise could be bought across 
the street for a price of 25 per cent less and yet the 
plumbing and heating dealer is being asked to do it. 


Therefore, who is going to do a 100 
per cent merchandising job with the present set-up. 
Wholesalers have done very little and as a whole show 
no disposition to do any, claiming that their spread 1s 
adequate only to cover the cost of warehousing and 
distributing goods. 


Today some manufacturers and whole- 
salers feel that the spread between the list price and 
the manufacturer’s price must be reduced in order to 
meet mail order house competition. It is apparent they 
believe this merchandising job must now be done with 
a reduced margin of profit but who is going to do it 
under existing conditions ? 


If these conditions penalize the suc- 
cessful man, price changes will not cure our faults. 
The selected dealership plan has taken a back seat 
while prices are in front. They should change seats. 
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Cocnineies Displays 
for Gift Sales 


S CHRISTMAS approaches, the plumbing and 
heating contractor will, of course, want to change 
his window so that it will be in keeping with the season. 
During past years, a great many of our readers have 
been aggressively active in promoting the idea of plumb- 
ing and heating merchandise as Christmas 


The reproduction of the neat window 
card at the bottom of this page puts the 
message neatly in these words: “There are 
many articles available which will provide 
a little extra comfort and good cheer that 
can be enjoyed by the entire family.” To 
“Spend for the Home” is an idea in high 
favor, particularly since the efforts during 
1932 to put the idea over in a big way. 

At the head of the page is a reproduc- 
tion of an attractive window display which 
George Ault of Alliance, Ohio, arranged 


last year with suggested plumbing equipment for Christ 
mas gifts, using a blanket of cotton for a snow scene 
with large flakes of cotton, imitating falling snow for 
the background. 

A heater for instant hot water, a small gas heater for 


gifts. the bathroom or for other parts of the home in chilly 
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weather, and several small plumbing items 
were displayed. In the background was a 
snow-covered house with lights gleaming 
through the small windows, a small airplane 
and colored lights suspended from the ceil 
ing. 

Although Ault’s display room is outside 
the city’s business district, his Christmas 
window attracted considerable attention. 

On the two following pages are sugges- 
tions for possible window displays and for 
good looking display backgrounds. 
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Above is a perfectly 
merchandised win- 
dow, with the need of 
every member of the 
family played up. At 
left is suggested window 
decorations with crepe 
paper. At the bottom 
readers will see what 
can be done in making 
an effective presenta- 
tion of a single fix- 
ture, high-lighted in 
the window. 
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Above is a pair of win- 
dows—the product of 
a retailer in our field 
who has always been 
a believer in consistent 
merchandising. At 
right is another and 
more elaborate win- 
dow background in 
crepe paper. Below is 
the sweep of a corner 
window in which the 
Christmas subject is 
presented attractively. 
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Fig. 1— This view 
shows the hot and cold 
water mains which 
form the down-feed 
system. Note that the 
supplies come up at 
the right 


Down-Feed Water 


Supply System Shows Advantages 


By R. M. STARBUCK 


HE layout shown in Fig. 2 is an attic plan showing 

the hot and cold water supply system for a nurses’ 
home connected with the new State Hospital for Feeble 
Minded, which the State of Connecticut has erected at 
Newtown, Conn. 

The heavy solid lines show the cold water, and the 
dotted lines the hot water. 

The reason an attic plan of the supply piping is 
shown rather than a basement plan, is that an open, un- 
finished attic covers the entire floor area of the building, 
providing exceptional opportunity for running the mains 
overhead, and dropping down with risers from the attic 
to all points of delivery. 

The supply of hot water for this building is accom- 
plished in an exceptionally satisfactory manner. 

The method of supplying hot and cold water to-this 
building called our special attention to the fact that in 
designing the system, clever advantage had been taken 
of the opportunity offered for an overhead system, by 
the peculiar construction of the building. Not always is 
such opportunity put to use. 

It is not often the easiest thing in the world to install 
such an overhead system as this building called for. A 
glance at Fig. 1 will show that from the attic twenty- 
eight hot water supply risers were dropped, to supply the 
lavatories in the private rooms for the nurses on the 
first and second floors of the building. Inasmuch as 
many of the risers supply two rooms on each floor, 
eighty-two lavatories are thus supplied. 

Owing to the fact that the attic is not to be used for 
anything except rough storage, it was possible to run 


branches and risers at will, in all parts of the attic. 

It will be clear that if the attic had been constructed 
in some other manner, promiscuous running of hot and 
cold water pipes could not have been possible, and an 
overhead system would have been most difficult, if not 
impossible. 

Fig. 1 shows a 3-in. cold water main and a 2-in. hot 
water main rising close to the eaves from the 6-in. main 
hot water line which supplies the various buildings con- 
nected with the hospital to which the nurses’ home is 
attached. 

The cold water line is larger than the hot water line, 
due to the fact that it carries the supply for twenty- 
eight water closets and eight showers, in addition to the 
lavatories. 

The entire supply system, both hot and cold water, 1s 
constructed of brass pipe. 

In this particular installation, the hot water is not 
generated in the building itself, but is supplied from a 
central station which is the source of supply for all 
buildings connected with the institution. 

Fig. 1 shows the two main supply lines rising well up 
into the top of the attic, and then carried horizontally. 

Fig. 2 shows these two mains carried through the main 
part of the building and through the two wings. 

Each drop riser drops into a main return line in the 
basement, and this pipe connects back into the main line 
of circulation which runs back to the power house. 

Fig. 3 shows clearly how branches are taken out of 
the overhead mains to the twenty-eight lavatory drop 
risers. 
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[It will be noted that each riser is provided with a 
valve, making it possible to shut off any of the twenty- 
eight risers from the attic. 

All supply lines are so installed as to drain back, and 
drains with 14-inch valves are provided at the base of 
each riser, these drains connecting together and drain- 
ing into a conveniently located sink or other open fix- 
ture or floor drain as the case may be. 

The specifications for this building contained this 1l- 
luminating requirement,—‘all supply piping shall be 
provided with ample air chambers, so that there will be 
no hammering.” Little good these air chambers will do. 
Not long after the supply piping is completed, they are 
sure to become water-logged, and then unless the water 
is drawn off and the air chambers 
allowed to fill with air again, they 
are permanently useless. Moreover, 
the air chambers cannot be drained 
of the water they hold, without un- 


Fig. 2—At the top of 
this page is the layout 
of the hot and cold 
water supply lines for 
this nurses’ home. The 
hot water pipes are in- 
dicated by broken lines 


Fig. 3—At the right is 

illustrated the method 

of taking branches 

from the overhead 

mains in the attic to 

supply twenty - eight 
drop risers 
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capping them, as it takes air pressure on top of a column 
of water standing in a pipe to make it drain out. 

A very good feature of this work is that unions are 
placed in the pipe lines not over 40 ft. apart, and also 
where pipes connect to service pipes. Unions 2 in. and 
larger are of the flanged type. It will be seen that ample 
provision is made throughout this supply system for 
controlling it and for making possible quick repairs. 

In addition to showing the supply lines, Fig. 2 also 
shows the twenty-eight waste stacks for the lavatories 
in the private rooms for the nurses. These stacks con- 
nect into seven roof pipes, five of which are 4-in. and 
two 5-in. In two instances five of the waste stacks are 
served by a single roof pipe. 
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If all of the architects, engineers 
and their assistants who worked 


on this building had been 


housed on one floor, the space 
required would have been so 
vast as to make one side in- 
visible from the other. Buerkel & 
Company Inc., of Boston, were 
the contracting engineers for the 
heating and their remarkable 
contribution to the success of 
this project is described here 


By ERNEST C. WHITAKER 


N° LONGER, it seems, can man be surprised. 

We have formed the habit of demanding the 
unpossible, knowing not how, but with the surety that 
nothing is impossible to our engineers. 

The New York Hospital-Cornell Medical College As- 
sociation planned the largest and most modern group of 
buildings of their kind, and architects, engineers and 
builders were not only ordered to go forward, but to 
lose no time in completing this gigantic task. 

Few if any organizations were equipped with man 
power or space sufficient to perform the work properly. 

Space is always procurable, but for speed and accu- 
racy it is important that the entire work be performed, 
within reasonable limits, under the eye of a responsible 
supervisor. 

seyond limits, unification would 


those reasonable 


make for confusion, for a building large enough to 











Engineering Makes 
in the World's 


When the pumps were started, it was 
ing valves in this hot water heating 


accommodate upon one floor all of the architectural, 
engineering, and structural talent required, would be so 
vast as to make one side of the room invisible from the 
other. 

It was therefore advisable that the work be grouped 
along specific lines, but it was necessary too that the 
closest cooperation and coordination be maintained 
among the supervisors of the groups. 

It was necessary too, on account of the size of the 
project, the singularity of hospital design and the speed 
with which the work must progress, that no detail, how- 
ever small, be left to the responsibility of one person 
alone, but that provision must be made for the work to 
continue in spite of all accidents to the designers. 

Our first impression upon receiving the commission 
to proceed, was the size of the project, but we were also 
impressed with the fact that 
this group of buildings, 
placed side by side, and one 
upon the other, as it were, 
would be even more easy to 


Fig. 1—The illustra- 
tion at the top of this 
page shows a 16-in. by 


i2-in. reducer’ with 

handle than would an equiv- welded joints. Note 

alent area divided and sepa- the slip-type expan- 

rated far apart. sion joint in the rear 
The first problem was an pipe 
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Heating Possible 
Largest Hospital 


necessary to adjust only two regulat- 
system which contains 5,493 radiators 


organization large enough to handle the work, and floor 
space sufficient to so house the organization that they 
could all be under the constant supervision of a re- 
sponsible head. 

[t so happened that this project was launched at a time 
when business was at its peak (for there really was such 
a time, you know), and competent engineers and drafts- 
men were more scarce than the proverbial hens’ teeth. 

Our office had on hand more than enough work to 
keep our entire force busy, as well as to use all of the 
space then available. 

However, more space was procured by an immediate 
remodelling of the building, and all other work was re- 
moved to other parts of the building. 

This left the problem of man power. 


OUTSTANDING CO-OPERATION 


Luckily our company policy had been to keep always 
a group of highly trained engineers, each of whom 
could lead any undertaking which might come to hand. 
Men came to us, it seemed like manna from the heavens, 
and although capabilities and efficiencies were of varying 
degrees, under the guidance of our leaders we quickly 
formed them into a very efficient group. There was 


very little necessity of picking out deadwood, and both 
they and we were sorry when anyone had to leave us. 


One particular peculiarity was very noticeable in the 
rapidly built-up organization. I name it a_ peculiarity, 
for never before have I found it in any group of torty- 
two men, nor in groups much smaller. I speak with 
pride and gratification of an absolute absence of 
jealousy. Never have I seen such beautiful coopera 
tion. Men in charge of squads today, worked next week 
under their previous subordinates, and this happened 
continually with no friction whatsoever, and the 177 
plans and 694 pages of specification almost seemed to 
grow themselves. 

To insure against accidents to the personnel, three 
supervisors were appointed, Although one perforce was 
principally responsible. Each of the three kept fully 
conversant with the smallest detail, as well as being re 
sponsible for a particular division of the work. In add 
tion, two others were trained from the beginning, to be 
prepared to take charge as resident field engineers, so 
there were always five men fully competent to carry on. 


SOME OF THE PROBLEMS 


At the expense of space and equipment, each engineer 
and draftsman was given two tables, one for designing, 
and the other for reference plans. ‘This arrangement 
proved a wise investment, by keeping each man at his 
station, free from the disturbance of passersby, and 
saved much time and con- 
fusion. 

Of course there were prob 
lems to be solved, obstacles 
to be met and overcome. tom. heniow.. capemeion 
This is true of some of the joint used im the hot 
smallest of engineering feats, water heating riser. 
and was infinitely so with Forced circulation of 
this project. However, each the hot water was em- 


Fig. 2—At the top of 
this page, the illustra- 
tion shows a 12-in. ex- 


problem, great or small, was ployed 
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manual work was started. 

Weekly meetings of owners, architects, engineers and 
builders settled major problems, and more frequent con- 
ferences of architects and engineers smoothed out all 
details. 

Among the preliminary problems was the question 
whether to buy or make steam and electricity, and into 
this discussion entered the question of the type of heat- 
ing apparatus. 

There has been a growing feeling among the medical 
men of the world, that any system of heating employing 
temperatures above one hundred and eighty degrees, 
tends to burn the fine particles of dust always present, 
and that such systems were therefore not best for hos- 
pital service. This conviction, added to the desire for 
the greatest flexibility in heating temperatures, was the 
deciding factor in the choice of a forced hot water heat- 
ing system. 

With this type of system it is practicable to heat the 
water by exhaust steam at or near the source, and pump 
the heated water almost unlimited distances with very 
little loss of heat, and it was therefore decided to install 
a complete power plant, generating both steam and elec- 
tricity, and utilizing the engine exhaust for the hot water 
heating system as well as for domestic water. 


CAREFUL PLOTS WERE MADE 


Although the buildings now completed have 5,493 
direct radiators and 230 fan heater radiators, with a 
total direct equivalent of some 492,000 square feet of 
heating surface, future development is considered, so 
that it was necessary to design the power plant to pro- 
vide for this expansion. Much thought was therefore 


given to the proper number, size and flexibility of the 
boiler installation. 

Should we, at the expense of flexibility, save valuable 
space by installing units as large as possible, or should 
we at the expense of valuable space provide for the 
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carefully and calmly studied and solved before any 
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greatest flexibility by the installation of numerous small 
units. Just what flexibility was needed, and where was 
the line of greatest efficiency and best common sense? 

Although the buildings to be built immediately were 
to contain some thirty million cubic feet, there is a pos- 
sibility of the ultimate project reaching to a total of sixty 
million. 

That knowledge in itself might fix the present and ul- 
timate total sizes of plant, but as the future development 
would doubtlessly be gradual, the division of the plant 
must be planned to meet all conditions with the best 
efficiency. 


THE FINAL CHOICE OF FUEL 


Very careful plots were made of steam requirements 
for all services and for all seasons. Heating and other 
steam requirements were plotted for the maximum 
Winter hour and day, and for the minimum Summer 
hour and day. Electrical curves were made to arrive 
at the maximum and minimum steam requirements for 
the engines, These curves and plots were prepared both 
for present requirements and for ultimate loads. 

From these calculations it was possible to arrive at a 
boiler size for the minimum load, and to divide the 
ultimate plant into units which would take care of all 
requirements between maximum and minimum. 

It was finally decided to provide space for an ultimate 
plant of seven boilers, with the immediate installation of 
four units. 

In connection with the study of proper boiler plan- 
ning, came the question of fuel, whether coal or oil, and 
the apparatus and spaces necessary for each. 

The final choice of oil was influenced by the price 
offered, as well as by the availability of delivery, and the 
possibility of high boiler overratings, but it was decided 
that probable changing price conditions would make it 
advisable, in picking boiler sizes, to keep in mind the 
possibility of operating with coal as fuel at some future 
time. Accordingly to do this changes will be unnecessary. 

After studying all condi- 
tions, the plant was designed 
for each of the boilers to be 
of 800 horsepower nominal 
rating, capable of operating 
at 1,600 horsepower on oil, 
or at 1,280 horsepower on 
stoker fed coal. 

These boilers are of the 
sectional header, water tube 
type, set singly. 

The boilers are fired with 
fuel oil, but it was deemed 
advisable to provide for a 
change of fuel at any time 
when such a change might be 


Fig. 3—Here is a nest of 
piping at the entrance to 
one of the tunnels. It will 
be noticed that flanges were 
eliminated except at the 
valves 
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advantageous, and therefore spaces were provided, and 
complete plans and specifications prepared so that the 
plant can be converted in a few weeks to the burning 
of coal, with complete coal and ash handling equipment. 
To procure the lowest rate for fuel oil, there were 
installed storage tanks of 135,600 gallons total capacity, 
and a fill line was extended approximately 700 ft. under- 
ground to the East River, in order that the fuel may be 
delivered in large quantities direct from the oil barges. 


It was further necessary to install a steam heating line 
throughout the length of this fill line in order to keep 
the oil at a temperature which would enable it to flow 
freely. 

To provide for emergency service, auxiliary fill lines 
were installed for the delivery of oil by truck. 

Fach boiler is provided with five oil burner nozzles, 
and the entire plant is equipped with a complete system 
of combustion control. These features, together with 
numerous instruments such as meters, recorders, gages, 
and smoke indicators, permit one or all boilers to be 
operated at almost any capacity. 


SPARE UNIT PROVISIONS 


It must be understood that a combined hospital and 
medical college of large size is subject to great variations 
of plant requirement. At certain periods of the year, 
the college requirement is at a minimum, but never en- 
tirely missing. In summer the main heating apparatus 
may be shut down, but steam must always be available 
for the heating of operating rooms, domestic water, air 
conditioning, kitchens, laundries, stills, sterilizers and 
other fixtures. Once the hospital is occupied the plant 
must be kept in operation every minute, night and day, 
until the buildings are finally given up and vacated. 

Holidays and breakdowns simply don’t happen, be- 
cause this is one more of the problems which was met 
and solved after the most careful study and restudy. 
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Fig. 4—This picture gives 
some idea as to the huge 
size of the project. The fuel 
oil is delivered normally by 
barges on the river shown 
here and an underground 
fill line approximately 700 
ft. long carries it to the 
building. This line is heated 
with steam 


Every part of the plant 
necessary to continuity of 
operation is in some man- 
ner duplicated. 

(ne complete boiler and 
one engine-generator outfit 
are designed to be held as 
spare or emergency units. 
There are three forced dratt 
fans, although the chimney 
is 14 ft. in diameter by 405 
ft. high. The feed water 
heater is of ample capacity 
for the ultimate plant, and 1s 
installed in two units. All pumping apparatus, be it for 
fuel oil, boiler feed, condensate or vacuum, is divided 
into several units, of varying sizes, with spares of the 
largest sizes, so that the plant may be operated econom 
ically under all loads and in spite of all accidents. This 
applies also to the 213-ton capacity refrigerating ap- 
paratus, with its unique arrangement of double and 
single compressors, and to the circulating pumps and 
heat convertors of the several hot water heating systems. 


ZONING REDUCED PRESSURES 


In addition to this augmentation of apparatus, all 
main pipe lines are arranged in loop formation, with 
valves so located that steam may be routed through 
either or both legs of the loops, in event of accident to 
any piece of apparatus or section of piping. 

Gasket leaks and repairs have been eliminated by weld- 
ing the entire system of main piping. 

The problems of the heating system included not only 
the scientific sizing of mains and branches of even the 
smallest size, and the accurate computation of correct 
water temperatures and velocities, but it will be apparent 
that the weight of a column of water some 400 feet high 
is Cause enough to give serious thought to the pressure 
exerted upon radiators, piping and pumping units. Also 
the combination of pressure, temperature and length of 
concealed pipe lines, made the matter of expansion in the 
piping a serious potential danger. As cast iron radiation 
is entirely unsafe for such severe pressure, it was de 
cided to divide the higher buildings into vertical zones 
of not more than ten stories each, and the piping and 
thirteen pumping units in the basements were especially 
made for the extreme pressure, with ample factors of 
safety. 

By this dividing or zoning of the systems it was pos 
sible to keep all risers, excepting the few large main 

(Continued on Page 13%) 
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Balanced 


Design For Swimming Pool 


By HARRY DAVIDSON 










HE three big items entering into the equipment for This practice is based on the fact that in swimming 






the plumbing of one of our modern gymnasiums are contests five feet is the width of the racing course al- 
the swimming pool, the showers and the general toilet lotted to each contestant in a swimming race. Thus the 
rooms. 





In this article we are going to concern ourselves chiefly 
with the swimming pool, and the one that we have chiefly 
in mind is the one that has been installed in the gymna- 
sium of Duke University, at Durham, N. C. 

I verything that has been done at this modern educa- 
tional institution has been done in a big way, and in- 
stallations of every kind have been furnished with the 
most modern equipment. It might well be expected there- 
fore that the Duke swimming pool and the gymnasium 
plumbing as a whole would represent as nearly perfect 
an installation of the kind, as could be found anywhere. 

In Fig. 1 is shown a view of one end of this swim- 
ming pool, which in area is 75 ft. long and 30 ft. wide. 























GENERAL FEATURES OF POOL 


Showers capable of serving many bathers are in close 
proximity to the pool. 

Generally, correctly designed swimming pools con- 
nected with gymnasiums 
for colleges and other in- 


stitutions where athletics Fig. eee tsa 
are engaged in, will be a ee ee re 


, pool installed in the gym- 
found to have their dimen- nasiuee of Buiko Univesaity 























sions in multiples of five Fig. 2—At the right is a 
feet. This is true of the battery of three filters used 
Duke swimming pool. in connection with the pool 
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width of the Duke pool would allow six racers to com- 
pete at a time. 

This pool has a depth of 3 ft. at its shallowest point, 
the depth increasing to 9 ft. at the diving end, which is 
the end shown in the picture. These depths, judging 
from the best established rules, are just about correct. 
If such a pool were to be used only by expert swimmers, 
it would not need to be so shallow as 3 ft., but it has 
also to be used by those who are not yet proficient. 

Nine feet is ample for diving purposes, some pools 
not having so much depth as this at the diving end. 

[t is obvious that the diving depth of a swimming 
pool need not be provided for a very large area. Prob- 
ably a diving area of 10 to 15 per cent of the total pool 
area is sufficient. 

[t will be observed in Fig. 1 that the sides of the pool 
project several inches above the floor. This ts always 
a desirable feature in swimming pool construction, for 


thus all drainage from the floor areas surrounding the 


pool is prevented from dripping back into It. 
Another desirable feature is what is known as a scum 
gutter. This is a gutter built into the masonry of the 
pool and entirely surrounding it. The scum gutter is 
provided with a slight grade, and several waste outlets 
of 2-inch diameter carry the waste to the sewer. 
| As its name implies, the scum gutter carries off all 
impurities rising and collecting on the surface of the 
water in the, pool. This gutter is generally built into 
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Fig. 3—Here are the mo- 

tor driven pumps which are 

used in circulating the 
water used in the pool 


the sides of the pool in such a way as to 
serve as a hand rail. Also, it serves as an 
overflow for the pool, and prevents any 
possibility of the water overflowing onto 
the floor. 

A requirement of first importance in 
swimming pool operation is that the water 
be pure and clear. This condition is met 
in the case of the Duke University swim- 
ming pool by the use of a battery of three 
filters. This equipment is shown in 
Fig. 2. 

Kach of the three filters is capable of 
handling 500 gallons of water per hour. 
It is obvious that there is the greatest 
need for maintaining a pure quality of 
water in any swimming pool, particularly 
where there are many people using it. 
It is impossible for the bather not to 
swallow more or less water, and that fact 
alone is sufficient argument. ‘The main- 
taining of a sanitary swimming pool 1s 
greatly aided by requiring all bathers to 
take a soap bath before entering the pool. 
It is the general practice to enforce this 
requirement. 

Motor driven pumps are generally em- 
ployed in the circulating of water for the swimming 
pool. Fig. 3 shows the pumps used in connection with 
the Duke University pool. 

It will be of interest to note that in addition to the 
swimming pool, the Duke University gymnasium build- 
ing contains 115 plumbing fixtures, and it need hardly 
be stated that they meet every requirement that the unt 
versity’s athletes have for sanitary arrangements 


Regulations Should Be Made Now! 


This is the season for many boards of health to gather 
their data for regulations to govern the construction 
and operation of swimming pools. An efficient code em- 
bodying all the essential rules and regulations for the 
construction, maintenance and operation of swimming 
pools should be adopted now for the next season. The 
great increase in the number of these adjuncts to sum- 
mer comfort and pleasure recorded through the last few 
years makes it certain that the coming year will see an 
enlarged demand, which municipalities, civic organiza- 
tions and private owners who realize the opportunity for 
profit will try to meet. This makes it necessary to 
provide adequate regulations well in advance of the 
planning, construction and operation of the pools. 





A swimming pool correctly designed, properly con- 
structed and satisfactorily operated is an asset to the 
community. 
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My dear Madam: 






About this time of year it always seems right to me 
to suggest to the homes we serve that a critical inspection 
of the plumbing equipment be made. For one thing, we are 
going into the holidays when the home becomes the cozy 
center of life; and that coziness and comfort very largely 
depend upon the correct functioning of the essential 
services in the home. 




















Besides that, there is the matter of fitness. By that 
I mean that we have all been in homes that are beautifully 
furnished, perhaps in the modern manner. But how often 
will the bathroom furnish a distinct shock with its 
contrast! It is difficult to understand how such contrasts 
are permitted, and the only explanation I can find is that 
we become familiar with the home and its equipment, and 






























fail to see the gradual deterioration of the plumbing, in 
” o appearance. It goes on serving--but its looks fade with 
Home-Coming Time aidan 
os a 6 ie The holiday season this year might well be marked by 
—and ws really the beginning of a kind of co-operative gift from the members of the family 
the social season. We may enter- to the home, in the form of a new and charming set of 
tain less elaborately than formerly, | fixtures for the bath or kitchen. 






but in some respects the home 
standards are higher than ever 
before. Essential among these is 
the plumbing equipment. Every 
one has been in a home where the 
charm of the furnishings has brought 
out the startling contrast of a 
bathroom that simply doesn t fit in 
that home—fixtures long out of 
date, showing the signs of their 
years of service. We suggest a 
critical comparison of the plumbing 


arrangements with the rest of the A N of 
| house—and modernization, as a ‘s Cw Ca 


holiday family eHort. Convenient 
| payments can be arranged. in Holiday Gifts 
(In this space Your Name, Etc.) | 


| 
| 
i 






Won't you drop in for a visit to see our display? 
If you will let me know when you are coming in, I'll be 
glad to make it a point to be here. 










Very truly yours, 
HARRY BROWN 




















A plumbing sales letter 

























































The copy on these two pages Here is an idea in the holiday 
ee ee spirit—by which the family may, 


is for the use of readers of asa unit, be good to itself. We're 


HOME STANDARDS IN DOMESTIC ENGINEERING . ne _ to — -_ 
ays—cioser than we have in the | 


MODERN PLUMBING —without charge. If you wish nik: Sides abies ohne 











“Every once in a while,’ says Harry to use the illustrations, they at home—and during the winter 
| vg ac “the i ver true. 
Brown, local pumbing contractor, ‘‘the are sold at $4.90 for twelve that will be mere than a or ue 
country is swept by a need for new de- a The suggestion, therefore, is to 
signs in the things with which we live. —three months service. get together ina family powwow 
We go Colonial, or pn ag a a and decide upon bringing some 
new designs in houses and their fur- . . : 
room in the house right up to the 
nishings to satisfy our need for change. If you are using any of . ‘3 f. 
“Obedient to this demand for greater hi 4 | minute. My suggestion, of course, 
edient tc s de , : : 
: comet 7 this copy, send us samples. is that you start with the bath. 
style in house furnishings, the plumbing . : y d reer 
manufacturer has sent his designer out We like to keep in touch oe a o6 —" ce = very 
' , ’ moderate cos ese days — 
into the world to find new lines for with what our readers are di 4 4 Ae 
plumbing fixtures. The result is strik- aadcing color ang mocern esig | 
ing—-and probably no more striking to doing. to this essential room. Come in | 
those who have not been in a plumbing and see our displays. | 


store in years than to myself. As 
; ; . 

things are now, I can talk style right ~ 4 (In this space Your Name, Etc.) 

with the man who sells period furniture. — 

















Hend this publicity item to your newspeper A single-column plumbing ed 





SERVICE 














My dear Sir: 

As the economic head of the house, and as a business 
man, you know the value of the kind of investment that makes 
for savings in operating costs, ultimately retiring the 
investment and yielding a profit. If, at the same time, 
you can eliminate drudgery, there is that much the greater 
gain. Wouldn't that be a rather ideal holiday gift to the 
family? 

You know the drudgery which hand-firing fastens upon 
the family during the winter months; and that condition is 
aggravated when the heating plant is without modern 
automatic controls. 

When the plant has no controls, it is almost impossible 
to maintain a level temperature. Either the house is too 
cold or too warm most of the time, with only short 
interludes of that even comfort which is maintained by 
thermostatic control from the living rooms. 

These two things combined--automatic control and 
automatic feeding of the fuel--serve economy. Because 
every exaggerated fluctuation in the temperature means that 
fuel is being wasted. When it's too hot, we open doors 
and windows and waste heat; when it's too cold we have to 
"force" the fire, with an unavoidable overheated period 
following. 

One or both devices should be installed with every 
heating plant. We can install a (stoker) (oil burner) 

(gas boiler or furnace or burner) in your home with 
automatic controls, or we can install the controls with 
your present system, whichever you think will meet your 
needs. Make this modernization of the heating plant your 
Christmas gift to your family. 

If you care to talk the matter over, just phone and 
I'll be glad to see you at your convenience. 

Very truly yours, 
HARRY BROWN 








A heating sales letter 


WHEN THE HOUSE GETS 
TOO HOT FOR COMFORT 


“When it gets too warm for comfort 
in the house,’’ says Harry Brown, local 
heating contractor, ‘‘we open windows 
and doors—and waste the heat we've 
been so energetically developing down 
in the basement. Then the house gets 
too cold again, so we force the fire and 
presently we find it necessary to open 
the windows again. 

‘“Any man who manufactures a prod- 
uct—-let’s say bread “_knows that he’d 
ruin his product if he applied first too 
much heat and then too little. Yet in 
his home he sees comfort ruined by the 
same process—and it is a process that 
costs him money in wasted fuel.’’ 


A piece of heating publicity 

















Giftts—. 
A Family Matter This Year 


And it would be quite in the spirit of the times for the 
family to get together and work out a kind of co-operative 
effort which — 7 to the comfort and benefit of the 
family group. at the same time, economy would be 
served, such a aif project would be om welcome. As 
meeting all these demands, we suggest the addition of 
automatic controls and automatic fuel feeding to the 
nannonge lant. It will maintain level, comfortable tempera- 
tures, take away the drudgery of hand-firin and, above 
all, result in fuel savings. Call us in for f ull particulars. 


(In this space, Your Name, etc.) 








eR ee 
—— 














For newspeper ad or blotter copy on heating 


Note how the copy on each of these 
two pages dovetails. The ad copy, the 


sales letter, the publicity item—in each 
case they help each other. Use them 


in your efforts—and send us copies. 
47 
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‘How Much Can You 
Save This Winter? | 


| |F you had a record of your heating 

plants performance last winter, 
would it show a steadily main- 
tained temperature as on the chart 
above? Or did you have violent 
temperature dilerences in your 
house—too cold one hour, too 
warm the next? Automatic con- 
trols will give you even tem- 
perature and fuel economy, no 
matter what fuel you desire to 
burn. With coal, oil, or gas, the 
home owner can be assured of a 
maximum return for his fuel invest- 
ment if he puts his heating plant 
under proper control. 

You would undoubtedly be 
interested in some experiences of 
neighbors of yours—just rp end 
and we |l be glad to put all pos- 
sible information at your command. 


| (In this space Your Name, Ftc.) | | 

















A single-column heating ed 
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eaders Letters 
ell of Need for 
elping Dealers 





Urges Selected Dealer Plan 


To the Editor: 

I have read with much interest your article in your 
October issue on page 33, on the “Selected Dealer Plan.” 
I fully agree with all you say but you have not said all 
of it. One reason why so many jobbers have failed is 
because they extended credit to too many persons en- 
gaged in the plumbing business. As there were too many 
master plumbers, they could not all weather the depres- 
sion, so many of them failed through lack of capital and 
lack of business sense and the result was that the job- 
bers lost nearly all that was due them. A little discre- 
tion, a little investigation and a little more business sense 
on their part would have saved them thousands of dollars. 

Ten of my competitors have failed during the depres- 
sion and the three of us whu have weathered the storm 
are holding on, waiting for better times. I have per- 


sonal knowledge that of the largest that failed, one of 
them paid one and one-half per cent on the dollar and 





“you RE 


WANT TO, 


“They were furnish- 
ing supplies to firms 
who would never 
pay for them, who y 


did not expect to 


pay for them” 
the other paid two per cent, yet both of them are still 
in the business and buying supplies. 

None of them that failed was evidently worthy of 
credit yet the jobbers trusted them for thousands, and 
some of the jobbers who trusted them have failed. There 
would have been just as much business here for the job- 
ber if they would not have extended this indiscriminate 
credit. Probably some of them would not have done as 
much business but also they would not have lost so much 
money. 

I attended a meeting of the Chicago jobbers associa- 
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tion some years since and told them what they were 
doing and what would eventually happen but it did not 


have any effect. I might as well have talked to the 
weather man. I told them that my actual competitors 
were not the plumbers in Gary, but that they were the 
persons to whom I was speaking; that they were my 
actual competitors because they were furnishing supplies 
to firms who would never pay for them, who did not 
expect to pay for them and, as they were getting these 
supplies for nothing that I could not compete with them 
and pay my bills, all of which came true. No additional! 
business was created by selling these ten failures, but 
these ten failures would take contracts at prices below 
my cost because they were getting their supplies for 
nothing. New customers for the jobber do not increase 
the sales of the manufacturer. 


DEALER IS A PARTNER 


Why should the plumbing contractor assume all the 
risk of loss by figuring in competition where to get 
the job he must submit the lowest price and run the 
risk of doing the work within his estimate and also run 





“The master plumb- 
er is supposed to 
sell the goods of 
every manufacturer 
and at any price he 

pleases” 





the risk of collection while the jobber and manufacturer 
has a set price on his goods and assumes no risk of loss. 

If only selected and legitimate firms were figuring 
these jobs they would have enough business sense to 
take the jobs at a profit. The manufacturer must con- 
sider himself as a partner with each of his dealers and to 
do this he must select honest and capable dealers to 
represent him. 

Take the General Electric Co. as an example. They 
select their dealers and keep these dealers fully sup- 
plied with all the electric lamps they need and each month 
the dealer remits for the lamps sold the previous month, 
less his commission. The dealer is running no risk of 
loss and has no money invested. He can not cut prices, 
as the prices are set by the General Electric Co. But 
remember that these dealers are selected. 

Something like this but probably not completely so, 
must be done by the manufacturers. 


PUT PRICES AHEAD OF QUALITY 


The supplies could still be supplied through the job- 
ber but the jobber or dealer who cuts prices is cut off 
the list by the manufacturer. I will admit that the plan 
of the General Electric Co. would not apply to the 
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plumbing and heating trade but it has an idea which 
could be worked out. Why should more than one or 
two dealers in a city of 50,000 be allowed to handle 
American Radiator Co. boilers or Kohler enamel 
ware? Take the sale of automobiles. Every dealer in 
town does not handle all lines of cars. He only sells 
the cars that he is selected to sell and at the manufactur- 
er’s price. The master plumber is supposed to sell the 
goods of every manufacturer and at any price he pleases. 

The master plumber can not continue to exist under 
the conditions governing the trade as at present and 
the manufacturer should realize this. 

Under present conditions the plumber has no reason 
for trying to push the sale of any particular article and 
the result is that prices and profits and not quality 
determines his actions. 


Gary, Ind. (Signed) H. H. Highlands. 


California Offers Dealership Plan 


To the Editor: 
Southern California has for the last ten years been the 
most competitive spot in the Unietd States for the build- 





“The plumbers owed 
jobbers $500,000, 
and jobbers owed 
manufacturers 
$750,000. The credit 
system was perhaps 
the worst disturb- 
ing factor’”’ 











ing industry, and naturally the plumbing branch of the 
business has not escaped its share of this demoralizing 
condition. It is only in the last three years that other 
parts of the country have begun to feel the pressure we 
have been under and to realize something must be done 
to save the industry from complete collapse. 


CREDITS IN BAD SHAPE 


Three years ago, I suggested to the California State 
Association that a committee be appointed to investigate 
the plumbing business in this state with the thought in 
mind that they might suggest to the manufacturers ways 
and means of bettering conditions in general. I was 
made chairman of such a committee some two years ago, 
and we have made a thorough survey of conditions in 
Southern California, with the result that the “dealership 
plan” for distribution was endorsed at our state con- 
vention this year and submitted to the national, as you 
know. 

These are some of the conditions we found to exist 
and the reasons for the dealership plan as presented. 

The credit system was perhaps the worst disturbing 
factor. We found the manufacturers selling material 
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Failure to Study Dealers Prob- 
lems Told in These Letters 
from Contractors in Indiana, 


South Dakota and California 


to some twenty-nine jobbers in this district. The job- 
bers in turn were serving about twelve hundred plumbers 
in a territory with a population of three millions ot 
people. The plumbers were owing the jobbers about a 
half million dollars and the jobbers in turn were owing 
the manufacturers about three-quarters of a million dol- 
lars in past due accounts. We had no way of deter- 
mining the past due amounts being carried on the books 
ot the plumbers, but it was no doubt an amount equal to 
their obligations to the jobber. 

The matter of promotional work by the manufacturer, 
that is, men calling on architects and owners, cost the 
industry about one hundred thousand dollars per year. 
These promotional men were making prices and in many 
cases selling the merchandise directly to the owner or 
builder, but billing it through some irresponsible back- 
yard plumber to cover up their transactions, with the 
consent of the jobber interested in the sale of the mate- 
rial, 

In job delivery of material, each jobber maintains a 
delivery system and will deliver free any amount of mate- 
rial over a radius of about twenty-five miles, to the job, 
without charge. This puts a tremendous overhead on 
the industry. 


PROPOSE DEALERSHIP PLAN 
In most cases, the so-called jobbers in this district 


do not carry any stocks, but depend upon the manufac- 
turers’ warehouses and pick up and deliver from those 





“The retailer is the 
one who collects for 
the manufacturer, 
and if he does not 
get a profit the 
manufacturer is go- 
ing to come up 
short”’ 











warehouses stocks directly to the plumber’s shop or job. 
In doing this, he is forced to pay a higher price for his 
material and that additional cost is passed on to the 
plumber and consumer. 

We found the labor condition such that the regular 
merchant plumber, employing men and paying the estab- 
lished wage scale, was unable to compete with the back- 
yard establishments because the latter were willing to 
work for less than the scale and in most cases were only 


 -~ se = * © 











: 
: 
: 
; 
; 
- 

















installers of material bought directly by the owner or 
builder, and when the material was installed their re- 
sponsibility ceased. 

This is our idea for distribution under the dealer- 
ship plan. 


INDUSTRY RESTS ON SUCCESSFUL RETAILERS 


The manufacturers to maintain warehouse stocks in 
the trading centers; establish exclusive dealers for their 
merchandise based on population served (maximum num- 
ber for Southern California to be not more than 500) ; 
eliminate all promotional men; sell their merchandise 
f.o.b. warehouse with no delivery service except to trans- 
portation companies’ depots; establish and advertise a 
resale price for the goods with sufficient profit for the 
dealer; all merchandise to be trade-marked and grade- 
marked and both A and B grades to be sold through 
the dealer ; dealer to sell one brand of merchandise only 
as distributed by the manufacturer represented by the 
dealer; dealers to maintain show rooms for the proper 
display of fixtures to the satisfaction of the manu- 





“Thousands of mas- 
ter plumbers over 
the country have 
learned to do a real 
job of merchandis- 
ing”’ 

















facturer; manufacturer to have the right to audit the 
books of the dealer at any time for credit information ; 
dealer to make all contacts with architects, builders and 
owners, and quote all prices. 

We do not feel that it would be necessary for the 
manufacturers of enamel, vitreous china, and brass goods 
to sell the other lines of material used in the trade. We 
are in a position now to buy most of them directly or 
through specialty houses to very good advantage. 

This system of distribution should show at least a 
twenty-five per cent lower cost than the present set up 
and put us in a position to meet the direct to consumer 
sellers’ prices. 

Unless the retail branch of the business is put in the 
hands of men who know the necessity for making a profit 
the whole industry will topple. The retailer is the one 
who collects for the manufacturer, and if he does not 
get a profit, then the manufacturer is certainly going 
to come up short. 

I believe the larger manufacturers will do well to 
remember that the plumber can make direct contact at 
the present time with several small independents who 
with some encouragement in the way of orders would 
soon be in a position to give a very satisfactory service 
to the trade. Some of these independents are now sell- 
ing directly to the plumber at a price far below what we 
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are paying for material distributed through the regular 
trade channels. 

The plumbing business will be forced to adjust itseli 
to present day conditions, whether we like it or not. 
We certainly can not expect to go along under the 
antiquated methods of fifty years ago and maintain our 
position in the industry. It is articles like the one in the 
last issue of your trade paper that is helping us to 
progress. 

Trusting you will continue in your support of the mer- 
chant plumber, I am 

(Signed) J. D. SPEER, 

Santa Barbara, Calif. President, 

Califoria State Association of Merchant Plumbers. 


Plumbing and Heating Dealers Are 
Valuable Asset 


To the Editor: 
During the last five or ten years, thousands of master 
plumbers over the country have learned to do a real job 











QsK< 
Wa ‘Our ability is 
Be worth something. 


When we quit giv- 








ing it away, its 
value will be paid 
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of merchandising. They have progressed much faster 
than the wholesalers and the manufacturers. They are 
trained in the proper technical distribution of plumbing 
and heating merchandise. Those who are well-trained 
are a valuable asset to the manufacturers and to the 
wholesalers—an asset that can not be overlooked in this 
new method of cheaper distribution. The manufac- 
turers must realize the value of that asset and make a 
remuneration for its service, or surely it will be lost. 
Personally, I feel that my training is worth much to 
someone that wants to turn merchandise ; and thousands 
of other master plumbers have made the same decision. 
We control the outlet of plumbing and heating material 
and will continue to control it. There is no reason that 
the well-trained salesman should not receive either the 
benefit of a protected article, the same as the dealers in 
automobiles, oil burners, stokers, tires, batteries, refrig- 
erators, radios, etc., or certain sales help or reimburse- 
ment for special display or advertising that will put the 
master plumber with a showroom and a sales force on 
equal footing with the cellar or home plumber. My 
ability as a salesman and that of thousands of other 
master plumbers is worth something to the manufactur- 
ers; it has cost a lot in time effort, and money to build 
up that ability; and, when we quit giving it away, its 
(Continued on Page 125) 





















Eastern Wholesalers 


Favor Display 
of Public List Prices 


EMBERS of the Eastern Supply Association at- 
tending the annual meeting held October 12 at the 
Hotel Astor, New York City, unreservedly adopted a 
resolution introduced by Claude W. Owen of E. G. 
Schafer & Co., Washington, D. C., chairman of the 
Wholesalers’ Trade Relations committee, which sanc- 
tions the policy of publicly displaying list prices on all 
plumbing and heating materials. The resolution follows: 
“The board of directors of the Eastern Supply Asso- 
ciation recommends to the membership that they go on 
record as favoring a sales policy which permits of the 
publishing and display of public list prices on all plumb- 
ing and heating products.” 


ELECTION OF OFFICERS 


Leo M. O’Neil of M. O’Neil Supply Co., Brooklyn, 
N. Y., former president of the association, reporting 
for the nominating committee, named W. F. Bennett, 
Jr., of Ideal Supply Co., Somerville, Mass., as president ; 
J. M. Chaplain of John Simmons Co. New York City, 
first vice president; H. T. Richardson of Richardson & 
Boynton Co., New York City, second vice president, 
and Frank S. Hanley, secretary and treasurer, These 
nominees were elected to serve during the ensuing year 
as were the members of the board of directors listed 
here: Messrs. Bennett, Chaplain and Richardson; A. M. 
Behrer of Behrer & Co., New York City; W. A. Brecht 
of Hajoca Corp., Philadelphia, Pa.; J. J. Crotty of Cen- 
tral Foundry Co., New York City; George E. Hoffman 
of Crane Co., Chicago, Ill.; Charles Millar of Charles 
Millar & Son Co., Utica, N. Y.; L. U. Noland of Noland 
Co., Newport News, Va.; Claude W. Owen of E. G. 
Schafer & Co., Washington, D. C.; J. F. Sheppard of 
C. S. Mersick & Co., New Haven, Conn.; Edward 
Smolka of E. Smolka Plumbing Supply Co., New York 
City; George E. Trudel of George E. Trudel Co., Man- 
chester, N. H.; John J. Hall of Standard Sanitary Mfg. 
Co., Pittsburgh, Pa., and E. P. Corey of Youngstown 
Sheet & Tube Co., Youngstown, O. Messrs. Hall and 
Corey are newly elected members of the board. 
Speakers presenting encouraging and constructive ad- 








W. F. Bennett, new 
president of Eastern 
Supply Association 











dresses included Thomas H. Powers of the Salem Brass 
& Iron Mfg. Co., Bridgeton, N. ]., president of the 


association; the Honorable Charles A. Eaton, congress- 
man from New Jersey; George V. Denny, commissioner 
of the National Association of Fittings’ Manufacturers; 
Arthur R. Herske, sales promotion manager of Ameri- 
can Radiator & Standard Sanitary Corp., New York 
City; Second Vice President-Elect Richardson, and FE. 
8B. Moran, sales manager of Bradstreet Co., New York 


City. 
Applications for membership by a number of firms 
were acted upon favorably. ‘These were as follows: 


Burden-Bryant Co., Springfield, Mass.; Ek. Fleming Co., 
Inc., Englewood, N. J.; The Flemm Lead Co., Inc., 
Long Island City; H. P. Kinsey Co., Easton, Pa. ; Con- 
rad E. Muhly, Inc., Lansdowne, Pa.; Peck Bros. & 
Co., New Haven, Conn.; Taub Plumbing Supply Co., 
Inc., Newark, N. J. 

Secretary Hanley, offering his,report as treasurer, 
summarized the receipts and expenditures tor the year. 
The report also indicated a substantial balance on hand. 
In presenting his statement of the credit bureau the 
secretary stated that 21,101 claims had been filed by 
members, embracing a total of $3,641,433, of which 
$2,761,163 has been collected to date. Mr. Chaplain, 
commenting on this service rendered by Mr. Hanley’s 
office, said the effort was not only commendable but 
highly satisfactory and invaluable to the membership. 


CONDITIONS IN THE FITTINGS’ MARKET 


Speaking on conditions in the fittings’ market and 
basing his deductions on what has transpired during 
recent months, Mr. Denny frankly stated that he feels 
the worst of the business stagnation is over. This feel 
ing, he said, has been substantiated by the fittings’ con 
sumption reports which indicated that in July demand 
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reached the lowest point in history, while August ac- 
counted for an 18 per cent increase, with September 
showing a step-up of 35 per cent over that month. Con- 
tinuing, Mr. Denny said, “Generally manufacturers in 
trying to keep their plants running become over anxious 
in obtaining tonnage to the point of employing tactics 
Because a com- 


that eventually will lead to bankruptcy. 


H. T. Richardson, 
second vice president 








modity is not enjoying heavy enough demand, owing to 
a lack of consumption, is no reason for selling below a 


profitable basis.” Cooperation and stabilization are, the 
speaker concluded, factors which contribute most heav- 
ily toward keeping business profitable. 

Mr. Herske, treating on the subject of merchandising, 
pointed out that 100,000 buildings were erected through- 
out the country in 1931 but that this year the figure will 
fall to 61,000. These, he said, will afford sixty jobs to 
each of 1,000 wholesalers and but two to each of 30,000 
master plumbers. Imploring that heed be taken of the 
market for plumbing and heating materials, Mr. Herske 
pointed to radio and refrigerator sales as having passed 
our industry from the standpoint of dollars. Faced with 
this condition, he voiced the opinion that proper mer- 
chandising is the only method through which the exist- 
ing replacement market for plumbing and heating ma- 
terials, the vastness of which is so great that little 
concern need be given the volume of new construction, 
can be reached. By way of warning the members present 
against considering replacement work lightly, the 
speaker expressed the conviction that if more vigorous 
merchandising measures are not taken some outsiders 
will appreciate its possibilities and invade this market. 


OONDITIONS IN BOILER MARKET 


Mr. Richardson, speaking on existing business condi- 
tions, called attention to the recent effort at stabilization 
of the boiler and radiator market by manufacturers and 
suggested that wholesalers do their utmost to retain this 
stability. 

An interesting experience recounted by Mr. Moran 
described a master plumber whom he called into his home 
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to install a new shower and who delayed so long that he 
called a second one to finish the job. The second master 
plumber, he said, sold him $1,900 worth of plumbing. 
The first plumber in Mr. Moran’s opinion had not been 
properly contacted by the wholesaler and manufacturer 
upon whom rests the responsibility of seeing to it that 
master plumbers are equipped with proper merchandis- 


J. M. Chaplain, 
first vice president 


ing methods. Price appeal in the opinion of the speaker 
has lost its lure with the public and those merchants 
continuing along that line will fail. The commercial 
failures in 1931 were placed at 29,000 by Mr. Moran as 
against 22,800 in 1926 when business was good, which 
he said was not considered a large increase. An inter- 
esting thing, he added, of this depression lies in the 
number of concerns which maintained their organiza. 
tions and increased their sales and profits. 


THE TRADE RELATIONS COMMITTEE REPORT 


, President Powers, in greeting the large gathering of 
members at the opening of the meeting, indicated that 
to him it had been a great pleasure to serve the organi- 
zation. With relation to business conditions he said an 
upturn is definitely in sight and its arrival can only be 
hurried by earnest, sane effort on the part of manufac- 
turers and wholesalers. 

Mr. Owen, presenting the Trade Relations committee 
report, outlined the discussions that took place at the 
several meetings in which the committee participated. 
Concerning the 5 per cent warehouse charge by manu- 
facturers, he indicated that the committee feels this 
charge should obtain in order that jobbers maintaining 
their own warehouses may enjoy that benefit. Question- 
naires sent out to manufacturers by the committee af- 
forded, when returned, a clear picture of their methods 
of selling. Concerning the matter of the 30 per cent 
discount to wholesalers placed upon the products of 
several manufacturers who publicly display their list 
prices, Mr. Owen said the matter was thoroughly gone 
into and approved but that in his opinion a wider spread 
should be included. 
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| MERCURY SWITCH is sensitive, depend- 

2 able and particularly adapted to float 
operation. It has no mechanical contacts 
to wear or spark. 


CIRCUIT BREAKER protects motor against 
2 damage from overloading or improper 
- Reset by simply pushing small button. 


IMPELLER SHAFT is fully enclosed and held 
4 in perfect alignment by bearings at both 

ends. Flexible spring coupling relieves 

motor shaft of sudden starting shocks. 


5 IMPELLER has high efficiency and oper- 
ates successfully against head of 22 ft. 
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TIRRED by 

the prospect 
of improving 
business condt- 
tions and by re- 
cent policy changes 
within the indus- 
try, members of 
the Central Supply Association gathered in large num- 
bers for their 38th annual convention in Chicago on 
Oct. 26 and 27. The sentiment was distinctly more 
optimistic than in recent meetings, based upon the 1m- 
proved feeling in general business and upon the con- 
viction that the industry was working to strengthen its 
own position. 


Harry O. Nelson, president of the 
Central Supply Association 


From the two days’ deliberations and following dis- 
cussions which in some cases were unusually frank, the 
members emerged with a reaffirmation that the long 
established principles of distribution through manufac- 
turer to wholesaler to licensed plumbing and heating con- 
tractor to consumer, upon which the industry has been 
hased, were economically sound. Approval was given 
to the plan of manufacturers publishing and displaying 
consumer prices. 

H. O. Nelson, president of the Nelson Co., Detroit, 
Mich., succeeds William J. Spillane of James B. Clow 
& Sons, as president. George E. Hoffman, manager of 
sales of the Crane Co., Chicago, is first vice president 
and H. C. Yelton, president of the Inland Supply Co., 
Chicago, is second vice president. Expressions of ap- 
preciation for the work of retiring president Spillane 
and of Secretary W. E. McCollum, which resulted for 
one thing in a recent gain in membership, were freely 
expressed. 

Reports were submitted by members, based upon sepa- 
rate meetings held by manufacturers and wholesalers, 
and these are reproduced in the following, as they out- 
line the sentiment of those two groups of members. 


WHOLESALERS MAKE REPORT 


The report of the wholesaler divisional meetings fol- 
lows: 

1—Distribution. We 
principles of the long established custom of distribution 
of plumbing and heating products from manufacturer 
to wholesaler to licensed plumbing and heating contrac- 


favor the continuance of the 


Central Supply Reaffirms 
Confidence in Established 
System of Distribution— 
Favors Display of Prices 













tor, as a safeguard to public health and as being the most 
economical method of distribution. 

2—Consumer Prices. We favor a sales policy on the 
part of manufacturers which permits of the publishing 
and display of consumer prices on plumbing and heat- 
ing fixtures. 

3—Establishment of Consumer Prices. When a manu- 
facturer establishes consumer’s prices, we recommend 
that he take into consideration the type of merchandise 
involved, the distributor’s rate of stock-turn, hazards of 
handling and costs of selling. 

4— Lump Sum Bids. We reaffirm our belief that the 
practice of lump sum bids is detrimental to the best in- 
terests of the industry and invites unfair methods of 
competition. 

5—Unfair Discrimination. With no difference in pro- 
duction or transportation costs, it is deemed an unfair 
discrimination for manufacturers to make a lower price 
on merchandise for a specific building operation than on 
the same type and style of merchandise for a whole- 
saler’s stock. 

6—Contacts for Study. We recommend frequent con- 
tacts with our customers and with our sources of sup- 
ply, with a view to getting a more complete picture be- 
cause our mutual 





interests are so 


closely interlocked W. J. Spillane, retiring president 
that only by such of Central Supply Association 


contacts can we 


solve our prob- 

lems. 
/—Unwar- 

ranted Credit 


Granting. We 
condemn the prac- 


























We have good news. We want to share it with 
the thousands of customers who have, over a 
period of many years, been our faithful friends 
and allies. 


The new National Radiator Corporation has 
taken over the properties and business of the 
former corporation. This terminates the re- 
ceivership operation which has been in effect 
during the past year. 


This news is significant, to you and to us, not 
because it marks the end of something—but 
because it marks the BEGINNING. 


Signs of betterment in general conditions are 
appearing with gratifying frequency. We be- 
lieve that better times are in store for all of us 
—and that courageous sales efforts will hasten 
their arrival. 


NATIONAL RADIATOR CORPORATION 


fas LOUD NEWS .. SHAR 








National, therefore, is launching an aggressive 
sales-building campaign, comprising consumer 
advertising in Time, Fortune, House and Gar- 
den, and House Beautiful; architectural ad- 
vertising in trade publications; and merchan- 
dising helps of proven worth and demonstrated 
effectiveness for the heating contractor. 


The National Line, comprising fine new prod- 
ucts and refined and improved old ones, is 
shown in part on succeeding pages. The line 
offers a variety that meets all needs, a quality 
that assures honest, dependable service. 


There never has been a time in the history of 
the country when hard work, enterprise, and 
courage went unrewarded. We believe that 
such qualities will bring success today, and in 
the brighter tomorrow which is coming. 


NATIONAL RADIATOR CORPORATION 


JOHNSTOWN, PENNSYLVANIA 
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An unswerving policy of continuous and intensive 
research has consistently maintained the leadership 


of National Products. 


& 


Research was responsible for the Aero Convector— 
the cast iron lifetime unit that brought new efficiency, 
dependability, flexibility and permanence to the con- 


cealed heating field. 
e 





Research produced the National Premier Steel Boiler, 
which converted the heat wasting features of other 


boiler designs into heat generating features. 


ee 
Research produced the National Gas Boiler, unique 


in its attractiveness and performance. 


Research produced the National Condenser Section 





for the petroleum and other process industries. 


ae 
New pathways have been broken not only in product 


design, but also in product marketing. 


& 
The National Boiler Bond, that specifies and guaran- 
tees performance . . . the National Protective Pay- 
ment Plan, which permits the dealer to sell on time 
without tying up capital . . . these are but two of 
National’s many plans to aid the dealer in selling more 


... making more. 


Never content with the ordinary, always intent on 





progress, the National Radiator Corporation is ever 


@ blazing new trails with products and service. 
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NATIONAL JOBS FOR 
THE PAST TEN MONTHS 


Field Building, Chicago’s latest, finest office 
structure. Architect: Graham, Anderson, 
Probst & White. Engineer: G. W. Hubbard. 
Heating Contractor: Robert Gordon, Inc. 
Operating Engineer, Field Estate: C.J.Lehn. 

















The new Chicago Post Office | 
i lah mi Building. Architect: Graham, 
th ab ad Anderson, Probst & White. En- | 
Sees he i ee: gineer: G. W. Hubbard. Heat- 
bi a ing Contractor: H. P. Reger Co. 
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The New Pennsylvania Station, Philadelphia, Pa. Architect: 
Graham, Anderson, Probst & White. Engineer: G. W. Hub- 
bard. Heating Contractor: W. G. Cornell Company. J 
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Architect: Trowbridge and Liv- 






Memorial Chapel, Harvard Uni- 
versity, Cambridge, Mass. Ar- 
chitect: Coolidge, Shepley, Bul- 
finch and Abbott. Heating En- 
gineer: The Office of Hollis 
French. Heating Contractor: J. 
S. Cassedy. 


ingston. Associate Architect: E. _ Cee Ended ‘i 

P. Mellon. Heating Engineer: a ae Sy 

Tenny and Ohmes. Heating Con- a 

tractor: McGinness, Smith and 
‘ McGinness. 






Gulf Building, Pittsburgh, Pa. Ain lh Tm 
‘5 













Milwaukee County Court House, Milwau- 
kee, Wis. Architect: Albert Randolph Ross. 
Heating Engineer: James Sprauge. Heating 
Contractor: Wenzel & Henoch. 















A PARTIAL LIST OF OTHER PROMINENT INSTALLATIONS 


Providence County Court House . Providence, R. I. Senate Office Building . . . . Washington, D. C. 


Trumbull Dormitories C. and D., Yale University Atlanta University . . . . Atlanta, Georgia 
' 500 Fifth Avenue Building . . . New York, N. Y. New York State Office Building . . Albany, N. Y. 
Chamber of Commerce Building . Brooklyn, N. Y. United States Customs House . . . Toledo, Ohio 
St. Charles Borromeo Seminary . . Overbrook, Pa. Carew Tower ..... . . . Cincinnati, Ohio 





Municipal Office Building . . . . Baltimore, Md. Principia College . . . . . . . Elsah, Illinois 


NATIONAL RADIATOR CORPORATION 


GENERAL OFFICE: JOHNSTOWN, PENNSYLVANIA 
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tice of unwarranted credit granting by manufacturers 
and wholesalers. 

8—Loyalty. It is the consensus of opinion that whole- 
salers should be more appreciative and more mindful of 
manufacturers who support the customary principles of 
distribution in our industry. 

The report of the manufacturers divisional meeting is 
as follows: 


FUNCTIONS OF DISTRIBUTION 


Do the functions now performed by the wholesaler 
justify the differential reserved for him by the manu- 
facturer? Decision—YES. 

Can a manufacturer perform the functions of whole- 
saling as economically as they can be performed by a 
well-managed wholesale house? Decision—NO. 

If wholesalers were eliminated, would it not be neces- 


H. C. Yelton, sec- 

ond vice _ presi- 

dent of Central 

Supply Associa- 
tion 





sary for manufacturers to set up warehouses in all the 
principal distribution centers? Decision—YES. 

Even if this were done, would their products reach the 
contractor or consumer as quickly as they do under the 
present system of distribution? Decision—NO. 


TAGGING OF MERCHANDISE 


We recommend to the wholesalers that they do a more 
intensive job of selling by means of marking each and 
every item in their show rooms with a retail price com- 
mensurate with the quality of the goods, the service ren- 
dered and the competition existing in their respective 
neighborhoods. 


WHOLESALE DISTRIBUTION COSTS BY 
COMMODITIES 


WHEREAS, It has come to our attention that there 
seems to be a lack of accurate information on the part 
of our wholesalers as to the exact cost incident to total 
operating expenses on various items, and 
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WHEREAS, the Association has available informa- 
tion collected by the Harvard Research Bureau, it was 
suggested at our meeting that we recommend to the 
wholesalers that they take advantage of the existence of 
this information and apply it to the proper allocation of 
overhead to the various items as shown in the center 
double page of the program of this meeting, believing, 
if this be done, that a more scientific means of combat- 
ing the competition that now confronts them would be 
possible. 


UNREASONABLE DEMANDS FOR RETURN GOODS 


WHEREAS, it has come to our attention as manu- 
facturers that many wholesalers are making unfair de- 
mands upon the manufacturers to accept the return of 
excess stocks which during normal times they would be 
more than glad to have upon their shelves, and 


George E. Hoff- 
man, first vice 
president of Cen- 
tral Supply Asso- 
ciation 





WHEREAS, the average wholesaler is unmindful of 
the fact that the manufacturers have their same problems 
as to overstocks to maintain, WE DEEM IT ADVIS- 
ABLE that the wholesalers adopt a resolution that they 
will cease this practice. 


ADVISORY COMMITTEER 


In 1926 manufacturers had direct representation in 
the affairs of the Central Supply Association through 
their Advisory Committee. Should such a plan be rein- 
stated ? 

Decision—Our answer would be NO and in lieu of 
same we suggest that an Advisory Committee of three 
members from the Eastern Supply Association; Central 
Supply Association; New England Supply Association, 
and the Western Supply Association, making a total of 
twelve, be appointed by the respective associations to 
meet semi-annually with a committee of twelve manufac- 
turers. The manufacturers’ representatives to be ap- 


pointed by the committee of twelve wholesalers hereto- 
fore mentioned. 


(Continued on Page 121) 




















HE Plumbing and Heating Wholesalers of New Eng- 

land, Inc., held their second convention at Toy Town 
Tavern, Winchendon, Mass. on Oct. 24. The success of 
the first convention and continued interest of the members 
in their new organization, accounted for the surprisingly 
large registration of members, ladies and manufacturer 
guests. 

Highlights of the meetings included the report of 
President M. W. Dennison, the report of the board of 
directors, addresses by the president and vice president 
of the Standard Sanitary Mfg. Co. and by Past Presi- 
dent P. W. Donoghue of the National Association of 
Master Plumbers and the adoption of a resolution favor- 
ing the publishing and display of public list prices. 

President Dennison talked on “Your Association ; 
Past and Future” and excerpts from his address follow: 

“Slightly more than five months ago this association 
was formed to protect the interests of New England 
wholesalers. In such a comparatively short space of time, 
it would not be possible to make a long record of 
achievement, particularly if we consider the difficult 
period during which the effort was commenced. Never 
can I remember a period when clear thinking on the 
part of the manufacturer, wholesaler or contractor was 
less evident. Sales policies and age old customs seem to 
stand for nothing in the desperate struggle to bring the 
sales curve reasonably above the line showing the cost 
of doing business. 

“The founders of this organization were confident 
and are now confident that now is the time to build for 
the future. 


WHOLESALER’S RIGHTS ABUSED 


Our first convention laid a foundation for our 
future activities and provided a guide for steps yet to 
he taken. The Trade Relations Committee was vested 
with sufficient authority to act promptly and coura- 
geously to demonstrate to our membership that our asso- 
ciation possesses the inherent power to correct obvious 
and unfair practices. 

“In the sale of plumbing supplies, there exists more 
flagrant abuses of the rights of the wholesaler than in 
any other branch of the industry. Carefully laid plans 
for improvement in the industry were laid aside, in 
order to study the drastic and radical changes of selling 
plumbing supplies, in consequence of the publishing of 
new list prices. 

“A careful study has been made, contacts have been 
made with manufacturers and representative wholesalers 
in all parts of the United States, and your committee 
deserves the wholehearted appreciation of the member- 
ship and our industry, for the sacrifice of time and their 
fearless contribution to the welfare of the industry. 

“There are problems incident to the sale of steam sup- 


New England Wholesalers Approve 
Display of List Prices 
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plies which are to receive careful study. Pipe manufac- 
turers have, for a long time, followed a sales policy un- 
der which protection is accorded to those who handle 
pipe in carload lots, which has been of great value to 
the wholesaler. The same degree of protection is not 
accorded in the sales of other steam supplies, and while 
a large percentage of these items is distributed through 
the pipe distributor, efforts will be made to improve 
conditions. 


MUST DEMONSTRATE ABILITY 


“It has been demonstrated to our members and to the 
industry, that our association is responsive to changes 
that affect our members, that it at once records its opinion 
in a constructive manner and attempts to command the 
respect of all branches of our industry. 

“Our greatest protection must depend on our ability 
to convince manufacturers that those now legitimately 
engaged in the business provide all reasonable outlets 
they require, unless a new concern has proper credit 
facilities and intends to conduct its affairs on an ethical 
basis. 

“You have every reason to be satisfied with the prog- 
ress your association has made, every right to be optimis- 
tic of its future, and if you will do your part, the divi- 
dends to be derived from your membership, in the years 
to come, will amaze the most skeptical. 

“In closing, allow me to record the opinion that no 
concern in our line of business, no matter what size, can 
survive today, while ignoring its competitors. The day 
of independence is gone. Few of us can claim the ability 
to show a profit, when our neighbors are losing money. 
Through co-operation, education and unified effort will 
come improved conditions for us all.” The board of 
directors made a detailed report showing the activities 
in which the organization is engaged and made the fol- 
lowing recommendations: 


HARDER SALES WORK NEEDED 


“It can not be stressed too strongly that every avenue 
for the sale of plumbing and heating material must be 
watched most carefully, as there is a large potential mar- 
ket for rehabilitation work. Individually, our members 
must develop a sales policy and the salesmen must use 
their ingenuity to develop new opportunities for sale in 
order to offset the efforts of the direct selling houses, 
many of which have a definite plan of sale through direct 
solicitation. 

“The master plumber, who is inclined to cling to the 
old methods of sales efforts, must be shown that co- 
operative efforts with the wholesalers, who are now try- 
ing and in the future will try to protect his interests, re- 

(Continued on Page 138) 
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resenting the new Standard” 
COMPANION LAVATORY 















































Not just a new lavatory... not just a 
beautiful, distinctive lavatory — it’s all 
of this and more—a lavatory created 
to meet public demand and destined 
for sensational success. 

As a companion fixture for the popular 
quiet “Standard” One-Piece Closet, its 
double appeal is irresistible. The new- 
ness of both these “Standard” fixtures 
will create new sales. 


The new ‘Standard’ Companion Lava- 


eee, eee 


gz 














tory...in vitreous china, with lines that 
perfectly match the One-Piece Closet. 
Compact, yet it has an ample 15 x 12 
inch bowl. The shelf on top is conveni- 
ently wide. Modern hot and cold water 
fittings in chromard. Integral spout out 
of the way on back wall. Integral soap 
dishes. New square lever design fittings 
and slender, graceful metal legs add a 
distinctly smart note. See the Compan- 
ion Lavatory in “Standard” showrooms. 


Standard Sanitary ‘Ifa. Co. 


PITTSBURGH, PA. 


DIVISION OF 


AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


@ The Companion Lavatory and the One-Piece Closet are ideal for an 


under-stairs toilet, as well as the small apartment where space is limited 
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BLOTTERS SUCK INK : . « « CHASE FITTINGS SUCK SOLDER 


CHASE USES “CAPILLARY ATTRACTION” 
TO GIVE YOU A RUSTLESS COPPER WATER 
SYSTEM AT LITTLE MORE THAN THE COST OF 
RUSTABLE PIPE 


@ Put Dame Nature to work for you! She’ll pull ‘ 
solder into Chase Sweat Fittings. She’ll save you Ji ai 
time and money: you can sweat joints more easily 


than anyone can thread pipe. And she'll help you 





get new business. Because with Chase Sweat 










CLEAN APPLY 
TUBE & FLUX TO 
FITTING BOTH 


Fittings and Chase Rigid Copper Water Tubing 
you can sell a rustproof, rigid water-line for little 
APPLY TOUCH 


TORCH SOLDER 
TO JOINT TO JOINT 


more than rustable pipe. The finished job is 
straight-hanging, professional-looking. 

Let Chase send you a FREE booklet that tells 
you all about it. Address Chase Brass & Copper 


Co., Incorporated, Waterbury, Connecticut. 


CHASE SWEAT FITTINGS 
































MARKETS 


BUSINESS REPORTS FROM 














ah cman T of plumbing and heating products con- 
tinues to reflect some slight improvement, in keep- 
ing with the upturn in general business. A more opti- 
mistic feeling is met in talks with manufacturers, whole- 
salers and retailers. Of course, this change is not one 
to be measured yet by swelling sales totals but it is sub- 
stantiated in many cases by actual increases in orders. 
Residential building figures, while of course register- 
ing much lower totals than a year ago, have taken a de- 
cided turn for the better. The F. W. Dodge Corp. 
points out that the September record for 37 states 
showed a gain of $2,000,000 or 10 per cent over August, 
a more notable record since September normally shows 
a drop of 4 per cent from August. “The outlook for 
residential building in the final quarter of 1932 is ma- 


Vitreous-China Plumbing Fixtures 
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Building Contracts 














LARGE JOBBING CENTERS 


terially improved,” says this report. It goes on to point 
out that the prospective improvement is shown by the 
checking of the rate of decline rather than by large gains, 
and also because residential building is showing signs of 
revival to a greater degree than other types of construc- 
tion. Loss in residential construction totals in the first 
quarter of this year was 63 per cent from 1931 and 70 
per cent in both the second and third quarters, with 
August and September showing improvement. For the 
last three months of the year, the indicated decline is only 
55 per cent with a possibility of rising to 50 per cent. 

The charts on this page are taken from government 
reports and portray statistically the recent record of five 
commodities, important in the plumbing and _ heating 
field as well as the general building record. 


Plumbers’ Woodwork 
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Domestic Pumps and Water Systems 


Mechanical Stokers 
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Readers will find in this department 
news of our industrys progress in 
the manufacture of equipment. You 
can read of the efforts of manufac- 
turers to develop products which 
will increase customer demand, will 
make shop methods more efficient 
and will simplify installation. 


Elsewhere in this issue there is information 
telling of successful methods employed to 
stimulate business during the holiday season 
by taking advantage of the increasing practice 
of giving practical gifts that the entire family 
can enjoy. Among the items shown here for 
your assistance are some which have been 
selected to help you in these efforts. 
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Cabinet Grille and 
Radiator Combination 


The unit which is shown here has been designed to 
form a cabinet, grille, and radiator, all in a single integral 
unit. It can be used in several different arrangements. 
It is provided with either front or top air outlet grills. 


When installed fully exposed upon legs or wall brackets 
as shown here, it provides its own radiant cabinet and 
grille. When installed recessed in a wall, the front 
serves as a finished radiant heating panel. Also, it may 
be recessed and concealed with other enclosures. The 
radiator is designed to operate on either low or high 
pressure, steam or hot water. The steam and hot water 
is confined in a tube having horizontal runs within the 
unit. The unit is made by Shaw-Perkins Manufactur- 
ing Company, located in the Oliver Building, Pittsburgh, 
Pennsylvania. 


Electric Range for 
Two-Heat Cooking 


Here is an electric range which has just recently been 
placed on the market. It is made in the table top de- 
sign. As indicated in the accompanying illustration, the 
working surface is immediately above the oven between 
the surface cook- 
ing units. This 
platform is made 
of acid resisting 
porcelain with 
the edge slightly 
raised and 
rounded to pre- 
vent spilled food 
from running on 
the floor. Cook- 
ing may be done 
automatically 
with two heats 
or with a main- 
tained tempera- 
ture. The utility 
compartments on 
each side of the 
main oven also 
may be used as 
warming ovens. 
Two appliance 
outlets, one on each side of the range, at the top, are 
provided. The outlet on the right side is fully automatic 
so that any appliance may be plugged in and turned on 
and off automatically by the clock. The color scheme 1s 
ivory and black. Westinghouse Electric & Manufactur- 








Items covering new automatic heat and air condi- 
tioning products will be found, beginning on page 
106, in the Automatic Heat and Air Conditioning 
Dealer Section. 
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This HANDY ' 
BATH COMBI- 
NATION consist- 
ing of BATH 
COCK, WASTE 
and OVERFLOW 
and SUPPLIES 
complete in one 
package is a great 
convenience and a 
big time saver for 
both the jobber and 
the plumber. 


J. B. ee 4 Ss E, 3 N C. $ ASK FOR IT 


WATERTOWN, N. Y. | ; 











New York Chicago 

Los Angeles 
Atlanta Seattle 
San Francisco 


Detroit 
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ing Company, located at East Pittsburgh, Pa., is the 
manufacturer. 


An Automatic Water 
Supply System 

The automatic water supply system which is illustrated 
here is for use in connection with shallow well and 
similar installations. Storage tanks are available with 
capacities ranging from 5 gallons to 120 gallons. The 


4% h.p. motor is rubber-mounted on a cast iron base. 
The pump unit is described as having only two moving 
parts, which consist of two herringbone gears. M. L. 
Oberdorfer Brass Co., Syracuse, N. Y., is the manu- 
facturer. 


Indirect Heater and Water 
Circulator Combined 


The indirect heater and circulating device shown in the 
accompanying illustration has been placed on the market 
just recently for use in connection with hot water heat- 
ing systems. It operates with gas, oil or stoker fired 
jobs. Domestic water is heated automatically by the 
boiler, twelve months of the year. The basis of the 
system is that the boiler water temperature is maintained 
constantly at from 160 to 180 deg. Fahr., by means of a 
water temperature control device which actuates the 
burner. The room temperature control is connected to 
the hot water circulating device so that when heat is re- 
quired for up-stairs rooms, this device starts and forces 
return water into the boiler. A check valve is contained 
in the head of the indirect heater to prevent the circula- 
tion of boiler water when the circulating unit is not in 
operation. The water from the boiler circulates through 
the indirect water heater at all times. A second check 
valve is in the head of the heater to prevent the reverse 
flow of boiler water into the returns. The return water 
from the heating system is directed into the bottom out- 
let of the indirect heater connecting to the boiler re- 
turn, by means of a tube which connects with the cir- 
culating device and which passes down through the 
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heater coil. The bottom end of this tube is open, thus 
permitting the one return outlet in the heater to serve 
as both the heating system’s return and the indirect 
heater’s return. The equipment is manufactured by Bell 
& Gossett Company located at 3000 Wallace St., Chi- 
cago, IIl. 


Pipe Covering to 
Eliminate Painting 


The pipe covering which is shown here has been placed 
on the market to form a finished job in itself and to 
eliminate the necessity of painting. It is finished in sil- 
ver, white or gold colors. The covering can be installed 
without the use of bands. However, three bands are 
provided with each section for those who wish to use 
them. The over-lapping of the outer layer of this cover- 
ing is designed to permit expansion to take place without 
showing cracks between the sections. The P. M. Taft 
Asbestos Co. of Holyoke, Mass., is the manufacturer. 


Faucet Designed to 
Prevent Leaks 


The accompanying illustration shows a new type of 
faucet which has been designed for hot and cold water 
service in eliminating leaks. The seating part of the 
stem is made to turn on ball bearings so that when the 
faucet is closed, there is no rotation of the washer on 
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You can quickly change 


‘Loss to Prefit 


HERE is a profit-maker strong enough to pull your business up the 
steep road out of depression—the DOLE R.T.C. (Room Tempera. 


ture Control) AIR VALVE for one pipe steam systems. 





To certain steamfitters and jobbers this has come as the one thing 

they could feature that would turn a real profit. They have 

found that the DOLE R.T.C. AIR VALVE swings the 

j balance, and turns red ink to black—losses into profits, 

To us they report that its eager market and low price 
have overcome today’s selling resistance. 





Sectional View—DOLE RT.C. AIR VALVE *. 















Big stock items, ordinarily depended on to 
bring in the largest returns, have been drag- 
ging. Good money is tied up in slow 
movers. Now the steamfitter and jobber, 
with a small outlay can break the 


deadlock. 











Put your selling energy be- 


hindthe DOLE R.T.C. AIR 
VALVE. You can cash 
in on ‘finger tip con- 
trol of individual 
room tempera- 






HEREVER 


there is a one 
pipe steam system, the 


value of the DOLER.T.C. 
AIR VALVE is worth many 

















Dole Vecuum Valves No. 63 and the regular No. 28 






times its price in increased 
comfort, improved health, re- 





factories and offices. A trial half dozen 

will give you the feel of the good profit. 
Display the attractive cartons on your counter 
or in the show window. Jobbers will find it to 
their advantage to cover their requirements now. 


At this season delay is costly. The first thing you 
will want is all the facts. Tear out the coupon on this 
page, fill in, and send it. 


THE DOLE VALVE COMPANY 


1913-33 Carroll Ave., Chicago, Ill. 













While you are thinking of conservative stock and quick consistent Dole Syphon Air Valve No. 1 


sellers, remember DOLE SYPHON AIR VALVES and VACUUM 
VALVES. This line at new low prices is a complete answer to every air 
and vacuum valve need. 


Notice the eight valves shown here. They cover the field, eliminate duplica- 
tion in stocks, and you realize an extra profit on the economy of handling one 











duced fuel cost. You can aHord all about it 
to pay a good commission to sales- now. Read 
men who will carry this news to homes, on. 
















Dole Quick-Vent Air Valve No. 3C and the regu/ar 







te Dole 19332 Straight Shank Air Valve and the 
a 3 regular Dole 1933 Av 
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DOLE R.T.C. AIR VALVES : DOLE SYPHON AIR VALVES NO.I : DOLE VACUUM VALVES NO. 28 
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THE DOLE VALVE COMPANY, 1913 Carroll Ave., Chicago, Ill. 


Tell me the details, please, about the DOLE R.T.C. AIR VALVE (including prices.) My classification is [] Jobber, [] Steamfitter. 


| | Also, rush me the up-to-the-minute story on the regular Dole Syphon Air and Vacuum Valve Line. 


Firm Name 
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the seat. It is stated that the application of this feature 
does not require any changes in the present conventional 
type of compression faucet. The changes required in- 
volve only the inner end of the valve stem and the 
washer seat. The item has been placed on the market 
just recently by The David Bell Company, Inc., located 
at 1555 Fillmore Ave., Buffalo, N. Y. 





Electric Temperature 
Control Device 


The item described here is a combination of a tempera- 
ture control device and a time switch. It is used in 
connection with other gas controls for the fully auto- 
matic operation of gas burners or boilers from room 
temperatures. The electric timing is used to raise or 
lower the temperature 
over day and night 
periods. The tempera- 
ture control unit con- 
sists of two thermo- 
static elements, one 
being for day tem- 
perature and one for 
night temperatyre. 
The timing mechan- 
ism is operated from 
the thermostat, being 
located near the boiler 
while the temperature 
control is made small 
and is located in the 
living room. L. R. 
Teeple Company, 540 
K. 9th st., Portland, 
Oregon, is the manu- 
facturer. 
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Heating Unit for Homes 
and Greenhouses 


The unit which is illustrated in the accompanying 
photograph has been designed to fill the requirements for 
hot water heating where the boiler is on the same level 
or above the radiator. Its purpose is to make it un- 
necessary to provide a boiler cellar. Both the flow and 
return mains can be run overhead and radiators can 
be placed without regard to side doors or other side 
openings. The manufacturer is Hitchings and Company, 
located at Elizabeth, New Jersey. 
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A Completely Automatic 
Range Burner 


The range burner system illustrated here has just 
been placed on the market. It is announced as being 
completely automatic and as containing new pilot light 
and storage feed features. The base of the burner is 
enameled and a wide selection of colors is available for 
matching kitchen color schemes. The starter is described 
as being constantly burning so that the burner is always 
ready for full heat by merely turning on the oil. This 
starter is rated as consuming a cupful of oil every 
twenty-four hours. There is a small tank in the base- 
ment filled by gravity from the basement oil container. 
This is connected to a small hand pump at the base of 
the stove tank. When the visible indicator shows that 





more oil is needed, this pump is used to fill the stove 
tank. The Silent Glow Oil Burner Corporation, Hart- 
ford, Conn., is the manufacturer. 


A Ratchet Threader 
Recently Announced 


The ratchet threading tool which is shown in the ac- 
companying illustration was placed on the market a short 
time ago for use either at the bench or in close places. 
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The dies are square in shape and have no offset. A re- 
enforcing arch has been provided to prevent the dies 
from spreading. Four large oil holes facilitate oiling 


and provide chip clearances. 


The tool is removable for 


regrinding. The Borden Co., Warren, Ohio, makes it. 





An Oil Burning 
Space Heater 


The oil burning space heater which is shown here 
represents a line of five new models which have just 


heen placed on the market. 


Vacuum Air Valve 





The model shown here is 


of the circulating type 
which has a rated heat 
capacity of 400 cubic feet 
and an oil capacity of 
914 gals. in 24 hours. 
Other models have a 
capacity of 6,000 cu. ft. 
The finish is porcelain 
enamel walnut grain for 
use in living rooms of 
homes. A unit finished 
in black is available for 
general utility. What is 
described as a_ stabilizer 
has been built into the 
unit to provide an even, 
steady and quiet flame. 
The manufacturer 1s 
Motor Wheel Corpora- 
tion, Heater Division, 
[Lansing, Mich. 


tor One-Pipe Steam Radiators 


The vacuum air valve 
which is shown here has 
heen designed to contain 
a venting valve and a 
vacuum valve, both in 
the same shell but oper 
ating independently of 
each other. It is for use 
on radiators in connec. 
tion with one pipe steam 
jobs. W. A. Russell & 
Co., located in the Grand 
Central Terminal Build- 
ing, New York City, has 
placed it on the market. 
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Shallow Well Pump for 
Domestic and Industrial Uses 


There has just been placed on the market a new line 
of shallow well pumps which has been designed for 
domestic and 
light industrial 
use. The pumps 
are the single 
and double cylin 
der, reciprocat- 
ingtypes. A 
capacitor type 
motor has_ been 
provided. Where 
electricity is not 
available, small 
air cooled gaso 
line engines can 
be supplied with 
automatic pres- 
sure stop 
switches. The 
pump has _ been 
designed to run 
at low speed. All 
of the valve 
chambers have 
been made to be accessible from above the pump, for 
service convenience. The unit also is described as em 
hodying a new method of attaining exact plunger and 
cylinder alignment. The manufacturer is Crane Com- 
pany, 836 S. Michigan Avenue, Chicago, III. 


Boiler Designed for Oil, 
Gas or Stoker 


The round boiler which is shown here‘has been de- 
signed especially for use with oil burners, gas burners, 
or stokers in heating residences. It is built of steel and 
contains two-pass tubes. When burning oil, the unit is 
provided with a draft adjuster. It can be used with 
steam, vapor, or hot water heating systems or for do- 
mestic hot water service. It is designed to withstand a 
15 Ib. steam 
pressure or a 
90 |b. water 
pressure. The 
flues are ac- 
cessible from 
he front. The 
door castings 
have ground 
flue clean-out 
and furnace 
doors have 
joints and the 
refractory lin- 
ings. The 
manufacturer 
is Kewanee 
Boiler Cor- 
poration, _lo- 
cated at Ke- 
wanee, II. 
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iL LE Your testing ground is on the ) 
e job you install. If you feel | 
e you can afford to experiment | 
with inferior fittings you must 
Fi TT i NGS be prepared to stand the 





losses. But if you want to be 
sure —if you want to know 
how the job will be before 
you install it—then, stick to 
M.1.F. Malleable lron Fittings. 
They have been used by 
hundreds of contractors for 
years because of their supreme 
quality. 








Your jobber can supply you 
MALLEABLE - IRON - FITTINGS - COMPANY, BRANFORD, CONN. 
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THRUSH 
SYSTEM 


brings you 
profit... and 
saves money 
for your 
customers 
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AIR TIGHT 
PRESSURE TANK 


PRESSURE 
REDUCING 
VALVE 








RELIEF 








THRUSH 





ah AUTOMATIC 
EQUALIZERS 
” DAMPER 
REGULATOR 








COMBINATION 
GAUGE ANDO 
THERMOMETER 

































































DUAL CONTROL UNITS 


Automatic units for controlling pressure 
and maintaining water supply in a tankless 
hot water heating system or for increasing 
the efficiency of a pressure tank job. 


Either the Master or the Standard Dual 
Control Unit will handle small jobs in a 
highly satisfactory manner and the entire 
cost is very small. These are profitable 
items for you. 


H. A. Thrush & Company 
P. ©. Box No. 459 a ee 
Peru, Indiana 


Please send booklet about Thrush System and price list of 
other Thrush specialties and equipment. We are interested. 
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@ The Finest Home Heating Possible 


How do you find business? And the answer is—By 
going after itl But be sure you have an idea before 
you go. 


Here is the Thrush idea which will work for you as it is 
working for hundreds of other progressive heating con- 
tractors. A few dollars spent for Thrush equipment will 
modernize any hot water heating plant and provide auto- 
matic control of temperatures, increased circulation and 
improved heating efficiency. 


In the Thrush line are many different devices by which 
you can accomplish this—with equipment priced to enable 
you to meet any competition, yet give your customer 
better service. 


Thrush System illustrated above, Class AA System, 
offers the finest and most efficient home heating possible to 
devise—yet the entire cost of the added equipment is 
slight. Every home owner is a possible prospect if you use 
Thrush System in soliciting jobs. Write today for more 
details. 


H. A. THRUSH & COMPANY 
PERU, INDIANA 


THRUSH SYSTEM 


OF HOT WATER HEATING 
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About Changing a Hot Water Heating Plant Into a 
Steam Heating Job 


TO THE EDITOR: 


We should like to know if a hot water installation can 
be changed over to steam and, if so, what would be neces- 
sary to be done. Would it be possible to use a drum on 
the top of the boiler for a header ? 

Missouri. G. J. 


TO THE READER: 


It is not impossible to change over a hot water in- 
stallation to a steam job under some conditions, but it 
may prove to be quite difficult under certain other con- 
ditions. Our correspondent gives us no idea of what 
kind of a steam job he desires to install or how the 
present hot water system is piped up, so it is impossible 
to do much more than to consider this question in rela- 
tion to the average condition. In the first place, it is 
natural to suppose that the radiators will work out to be 
considerably too large for steam, as the customary ratio 
of hot water radiator surface is about 160 per cent of 
the corresponding steam surface to deliver the same 
amount of heat. 

For example, if a house were designed for a hot water 
system the radiation would have 60 per cent too much 
surface for steam, but if the house were scantily supplied 
with radiation and the system were changed over to a 
vapor steam system, the results might not be so badly 
out of line as in a case where the house had the required 
amount of radiation, or had a slight excess of radiation, 
and a gravity steam system were contemplated. So if the 
excess surface can be reduced in this manner—or a few 
sections removed from each radiator to bring it down 
to the proper steam size—the other questions can then 
be taken up. 

If the hot water system’ has fairly liberal sized mains 
and radiator branches with top-inlet radiators the changes 
in the piping to go over onto vapor operation would not 
be likely to grow excessive. The first thing that would 
have to be done would be to place a packless graduated 
radiator valve on the supply end of each radiator and a 
thermostatic trap on the return end; if the system is 
an up-feed hot water, such as usually occurs in a small 
residence installation, it is likely that the radiator run- 
outs will all pitch in the right direction for steam. That 
is to say, they will grade down from the radiator to the 
riser on both the supply and the return. The return 
connections will be slightly larger than necessary, owing 


QUESTIONS FROM OUR READERS 
AND ANSWERS BY OUR ENGINEERS ° 


to the hot water pipe sizes usually being larger than the 
steam return sizes required, but the supply sizes should 
be carefully checked with the schedule of pipe sizes 
recommended for the particular vapor system selected 
and—if any cases are found where the supply sizes are 
too small—they should be enlarged to the proper sizes. 
It is not believed, however, that any changes of this 
nature will be necessary in the ordinary job. 

We now come to the supply and return main in the 
basement. In all probability the supply main in the 
basement as well as the return main will slope down 
toward the boiler. ‘This is all right for the return main, 
but the steam main will have to be sloped down as it 
leaves the boiler, and it should be carefully checked for 
size to be sure it is adequate for vapor. At the far 
(low) end it should be dripped into a drip carried down 
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Fig. 1 


below the boiler water line and back to the boiler; no 
trap is required on this drip. The runouts from the 
steam main can be pitched back toward the main and so 
—probably—will not require to have their grade altered 
from what they were with hot water. 

Now we come to the boiler; here is a real difficulty if 
the boiler is the ordinary hot water type without any 
steam space ; there is a cast iron boiler made in England 
which has two outlet flanges on the top and is furnished 
with a steam drum to go on the top of these flanges, 
when it is desired to use the boiler for steam. This is 
known as the White Rose boiler and the drum is made 
about 16 in. in diameter and as long as the boiler. The 
steam outlets are on the top of the drum. We do not 
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“PR PIPE 


for a permanent solution 


‘We decided to install PR PIPE... 
for a permanent solution of the trouble 
that we were having . 


M. W. 


= of it.. 
P R Pipe installed as replacement in a 30-story 


building ... with no interruption to business! 


‘The trouble was “due to pitting and corrosion” 


of the pipe originally put into the building. 


By 1930 “the continual expense of replace- 
ment’’ was so great that it was decided to end the 


trouble, once and for all, by installing PR Pipe. 


+ + + 
PR Pipe is 99.9% pure copper, completely de- 
oxidized and having a gun-barrel inside finish free 
trom flaws. 
ey go 8 


(standard pipe size) pipe. It can be used 


with all standard compression and soldered fittings. 


It comes in two tempers: Soft, for concealed 
replacement work, and services; and Hard, for new 


Both the soft and hard 


tempers can be bent to meet installation needs, the 


work and exposed runs. 


former either by hand or with an inexpensive hand- 
operated bending tool; the latter with the bend- 


ing tool. 


PR Interior Tube... 


tube of lighter wall-thickness than P R Pipe, for in- 


A hard-drawn pure copper 


rior plumbing only. Furnished in 20-ft. straight 


MCINTYRE 
Manager of Building, Union Central Life Bidg. 


. over 12,000 feet of 


It has the effective wall-thickness ot 
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Revere Copper and Brass Inoorporet ed, 
Rome Division, 
Rome, N. Y- 


Gentlemen: i 


Referring to your inquiry as to our experience with = a 
Pipe (Paul Revere Pipe) and Heys Fittings, I will give you a 
from my Chief Engineer, Mr. C. B. Garrison, which is sel densiabavess. 


Union Centrel Life Insurance Company Building at Cincinnati, 
Obie, was *pailt in 1912. pipe was installed for 

both the hot and oold water service. A few years ago, failures began to 
appear in the hot water pipes, due to pitting and oorrosion. In order 

to eliminate the continual expense of replavement, we decided to install 

P. R. Copper Plumbing Pipe with Heys Fittings, as we considered this vould 
be a permanent solution of the trouble that we were having. However,before 
installing the Copper Pipe, we wanted to convince ourselves that the merite 
of the material were equal to those claimed for it by the manufacturers. 

We, therefore, tested 14" P. R. Copper Pipe to 3,000 lbs. TS and 1/2* pipe 
to 6,000 lbs. We pessed steam through the Copper Pipe with Hays Fittings 
attached. This was followed by cold water at 34 deg. F. These tests were 
made numerous times without leaks appearing. Finally 250 lbs. of hot water 
et e temgpereture of 150 F. were put on with perfectly satisfactory results. 





In 1980 we started the replacement of pipe with the above 
mentioned materiel. All plumbing pipes in the building are concealed and 
extend fram the basement to the Mth floor. To show the magnitude of this 
tnatellation - we installed 


6,000 ft. of 14° P. R. Pipe 
= 7000 ft. * , ia 


3. *000 f 
We have in this installation epproximately - 








600 - lé x & Hays Crosses 
2,500 - $° Ellse,Tees & Couplings (19, eddition to numerous 
and 2° fittings) 
We ae he mer had any leaks from the sseumien in the entire in- 
etelletion an4 is our opinion thet this materiel will outlast the life 
of the building iteclf. 


I trust the above will answer your inquiry to your setisfection. 


Ve truly your 


april 29,1932 - Jt fi} 
MK anager of Build 


af. at 


nce enter 








lengths. Used with sweated or soldered fittings. 


It will pay you to find out more about P R Pipe 


Address Revere Copper 


ae 


and PR Interior Tube. 


and Brass Incorporated, 230 Park Ave., 














Dallas Diwision, Chicago, Iii 

















Baltimore Division, Baltimore, Md. 


Taunton-New Bedford Diwision, Taunton, Mass. 


Revere Copper azd Brass 


INCORPORATED 


Michigan Diwisson, Detroit, Mich. Higgins Division, Detroit, Mich. 


Rome Diwision, Rome, N.Y. 
NEW YORK CITY 
ROME, N.Y. 


Executive Orricrs: 


CSENERAL Orrices: 
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...and they 
LIVED 


in rooms 


like this! 





Could you steer your way about in this room? 
You'd probably foul the fish-net... bump over 
the lamp with the flossy paper shade... knock 
a couple of pictures off the mantel... and col- 
lapse exhausted into one of the many chairs. 


Yet this was once a modern home. 


FP xposed radiators also were modern once. 
They wouldn’t have been particularly out-of-place in a 
room so full of furniture. 


But homes are different today. Their simplicity calls 
for concealed heating with convectors. 


Don’t run the risk of having your work classed as old- 
fashioned in a year or two. Start now to install Rome 


Convectors. 
Rome has designed convectors and complete units 
(consisting of convectors and enclosures) to meet every 


modern construction need. Moreover, Rome has stand- 
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Brown Bros 


ardized them not only as to types and sizes, but also as 
to methods of installation. 

You can profit by using Rome Convectors on replace- 
ment and remodeling jobs as well as on new work. 

GREATER HEATING CAPACITY... LESS SPACE 
Besides being modern, remember that Rome Convectors 
are built up to a high standard and not down to a price. 
They can be counted on for life-long service. They have 
maximum effectiveness because of the use of copper with 
its high conductivity. ..the highest of any commercially 
available metal. This results also in compactness...an 
important item in all modern construction. 

ROCOP and ROBRAS Convectors are fully de- 
scribed and illustrated in a recent bulletin. Other data 
included: tables of capacities and weights, dimension 
diagrams, methods of installation, etc. A copy will be 
sent you on request. 

WANTED... Agents of good character and ability to 
represent Rome Radiation Company in territories. still 


open. Inquiries invited. 


Rome Radiation Company 


DIVISION OF 


Revere Copper avd Brass Incorporated 





ROME, N.Y. 


._ i © |= © “_* * = 
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know what kind of a boiler our correspondent has on his 
installation or how it would be likely to work with this 
arrangement. 

Of course, it will be necessary to retrim the boiler 
with a water column, gauge glass, try cocks, safety valve 
and steam regulator of vapor type, and it also would be 
well to install an automatic return trap so that an excess 
of steam pressure from any cause will not back up the 
return and possibly cause the water to leave the boiler. 
Typical connections for such a vapor system are illus- 
trated in Fig. 1. A\lll in all, it will be seen that there is 
considerable expense involved in such a change-over, and 
it seems to us that it is not worth the expense and 
trouble. The same amount of money spent in correct- 
ing any difficulties in the present hot water system would 
seem to offer a much greater prospect of satisfactory 
results. 


A Problem in Venting 


TO THE EDITOR: 


I am sending you a diagram of a sump system shown 
in Fig. 1. 

The change in venting that I show would relieve the 
branch vent on the upper floor from the excess load 
of the low level fixtures and sewage ejector, and would 
give better circulation of air to the fixtures on both the 
upper floors and low level fixtures. 

If the main vent stack’s area is not large enough to 
carry the total area of the branch vents from fixtures of 
low level and upper floor plumbing, I would suggest 
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Fig. 1 


running a separate vent from low level plumbing to roof. 

The main vent stack should be 3 in. if it 1s going to 
take care of the fixtures on upper floor and fixtures con- 
rolled by the sewage ejector. If other fixtures are on 
floors above, the main vent would have to be enlarged 
accordingly. 

The main branch vent on the upper floor that is also 
connected to the main branch from the sump system 
should be 2% in. or 3 in., as it has an excessive load, 
and to give a good circulation of air an ample sized 
branch vent should be installed. 
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If these conditions do not exist, I would prefer an 
individual vent to the roof for the sump system. 

The New York City plumbing code states that the 
sump system is a drainage and venting system, to be 
separated from the rest of the drainage and venting sys- 
tem in the building. 

New York. o. 30 am ot 


TO THE READER: 


The points in this communication are well taken. The 
chief point that is raised, as we interpret the letter, con- 
cerns the size of vent. 

In our discussion of the problem some time ago, the 


Line through 
of 





Fig. 2 


size of vents was not taken up, but it goes without say- 
ing that the size of the main branch vent would need to 
be of sufficient size to make the venting efficient. 

Fig. 1 shows the original layout as published in Do- 
MESTIC ENGINEERING, and Fig. 2 shows the revised 
venting that our correspondent offers. His method is 
excellent, and what he says about size is entirely prac- 
tical. 

, We agree with him that if the area of the main vent 
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stack is not sufficiently large, the vent for the low level 
system should be run separately through the roof. How- 
ever, as the sump system is a part of the original layout, 
as well as the main vent stack, it should be seen to when 
the installation is first made that this vent is large enough 
to carry whatever branch vents may be taken into it. 

We are not in any way opposed to running the vents 
for the low level system separately through the roof. 
We do feel, however, that unless some special advantage 
can be gained thereby, that a great saving in expense 
may often be effected by combining the vent systems of 
the two levels. 

Our correspondent mentions the New York City 
code’s reference to this subject. 

We think it will be of interest to know what regula- 
tions are laid down in this code on this subject. We 
therefore give them in full as follows: 

“When it is necessary to use a sump system and sew- 
age lift to receive the discharge from the waste or soil 
connection to fixtures, same shall be arranged to be ac- 
cessible. If discharged with compressed air it shall be 
connected to the house drain on the sewer side of all 
leader or area drain traps and fixture connections or 
may be connected to house drain on the sewer side of 
house trap. A separate trap and fresh air inlet must be 
provided on the inlet side of sump and a 4-inch pipe line 
continued from drain discharging into sump up to and 
above roof, for purposes of ventilation. Relief pipes 
must be provided on sewage receptacles of sumps. Traps 
of fixtures connected to sump systems must not be 
vented to vent lines which are used to ventilate traps of 
hxtures on gravity system. Sump systems should be 
entirely separate both as to discharge and venting from 
the rest of the plumbing system in the building.” 

In Fig. 3 we show the layout of the New York sump 
system. It will be seen that not only is the venting of the 
two systems kept separate, but each system must: have 
its own house trap and its own separate fresh air inlet. 


The Heat Value of Kerosene, Electricity and 
Manufactured Gas 


TO THE EDITOR: 


Can you tell us how many pints of kerosene oil should 
be used for a portable kerosene room heater operated 
16 hours per day and with a heating capacity of about 
2,000 cubic feet? Also the watts per hour and cubic 
feet of manufactured (city) gas. We also should like 
to know what kind of fuel oil we could burn—other than 
kerosene—in a portable room heater without flue. 

Ontario, Canada. Fr. &. D. 


TO THE READER: 


A room heater rated at 2,000 cubic feet of air space 
should supply something like 4,000 to 5,000 Btu per hour 
based on one sq. ft. of steam radiation being able to 
handle on the average about 100 cu. ft. of space. Kero- 
sene usually averages about 136,000 Btu per gallon or 
approximately 17,000 Btu per pint. Therefore one pint 
of kerosene should supply the floor heater between 3 and 
4 hours, and in a 16 hr. day the consumption would be 
in the neighborhood of ™% gallon, or possibly 34 gallon 
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according to whether the heater has any excess capacity 
over its rating or not. 

The number of watts consumed would be the motor 
horsepower times 746 watts as there are 746 watts to 
an electrical horse power. If the motor is between 1/10th 
and 4% horse power the number of watts would be be- 
tween 75 and 187 watts per hour or 16 times as much 
for 16 hours; dividing this result by 1,000 will give the 
kilowatts per day or between 1.2 and 3.0 Kw. 

We are unable to suggest any type of fuel oil that 
could be burned without a flue connection on the ap- 
paratus as any sort of combustion carried on in a room 
occupied by human beings is very bad since the process 
of combustion uses up the oxygen in the room and re- 
places it with carbon dioxide and the other products of 
combustion. The heaters mentioned, however, are prob- 
ably so small that this does not become a serious objec- 
tion but the use of any of the heavier grades of oil 
would soon make the heater become a nuisance. 

In regard to city gas there is considerable variation in 
the Btu content in different cities ; the average is usually 
between 450 and 480 Btu per cubic foot. On the basis 
of 470 Btu per cubic foot it would require about 36 
cu. ft. to equal in heating effect one pint of kerosene or 
about 289 cu. ft. to a gallon of kerosene. This is the 
best information which we are able to give our cor- 
respondent with the data submitted. 


Where Does the Vent Start? 


TO THE EDITOR: 


[ am enclosing a sketch of part of a plumbing layout 
as I installed it in an old one-story cottage. } 
Because it was an old job and there was no suitable 
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'37,.000,000cubic feet 


INLAND TERMINAL No. 1 


Port of New York Authority 
New York City 


it this great warehouse, with its acres 
of floor space, its multiform goods 
to protect and to handle efficiently, and 
its millions of dollars invested—here 
where durability enters so directly into 
profits, NATIONAL was used for the 
major pipe tonnage. As additional pro- 
tection against corrosion the well- 
known NATIONAL Scale Free Pipe was 
used for the smaller sizes of heating 
and sprinkler lines and NATIONAL Rust 
Resisting Copper-Steel Pipe for rain 
leaders and drains which are constantly 
subject to atmospheric corrosion. 


Not on sentiment or fancy, but on ma- 


-largest commercial building 


ture judgment, backed by technical 4 


findings and practical knowl- 
edge, as to what pipe would 
result in maximum service and 
satisfaction at minimum cost, 
was this selection made. Thus, 
from one source and another, 
confirmation is given of the out- 
standing value of NATIONAL— 


America’s Standard Wrought Pipe 
NATIONAL TUBE COMPANY 


Subsidiary of 
United States Steel Corporation 


Pittsburgh, Pa. 


NATIONAL PIPE 
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place for the vent near the water closet, I figured that 
my method was the best way to run the vent. 

However, the inspector objected, stating that the vent 
was too far from the water closet. He figures that the 
vent starts at B, while I contend that it starts at A. 

Which is right? 

Kansas. ef 


TO THE READER: 


There are generally two sides to a story. We would 
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know more concerning the inspector’s ruling if we 
could hear his testimony. If there was any possible 
way of running the stack more directly through the 
roof, and without offsetting it 5% ft., it should have 
been done that way. If this was impossible, we would 
think the job, as shown in the sketch, was the next best 
plan, and a layout which would give very good results. 

The water closet in this case has a wet vent, and the 
water closet’ vent must be considered as starting at A 


rather than at B. 


Can You Answer These Questions ? 


A Question and 
Its Answer 


The following question was asked in the September issue, 
and the following answer is by a reader: 

How large a street water connection would you install 
for a 50-family apartment house of 4 stories with flush 
valve water closets, if the building is to be placed on 
direct pressure and the street water pressure is 60 Ib.? 


N a 50-family apartment house there probably would 

be plumbing fixtures about as follows: 50 water 
closets, 50 lavatories, 50 baths, 50 kitchen sinks, 50 
laundry trays, 5 slop sinks. 

The size of street connection must be sufficient to 
carry the greatest momentary load that may be thrown 
onto the water supply system and the average use of 
water, or the maximum hourly demand, will have very 
little to do with the matter as will be seen later. 

[f it is assumed that there are three persons average 
to each apartment the total daily consumption of water 
based on 100 gallons per person per day will be 

100 gal. & 150 or 15,000 gal. 
and if, this water is practically all used during a 15 hour 
period—say between 7:00 a. m. and 10:00 p. m.—the 
average use per hour will be 

15,000 gal./15 or 1,000 g.p.h. 
Assuming that the maximum demand is about three 
times the average load this would produce a maximum 
demand of 

1,000 gal. & 3 or 3,000 g.p.h., 
which, of course, can be reduced down to 

3,000 g.p.h./60 or 50 g.p.h. 

But it must be remembered that in reducing the 
maximum hourly demand to a maximum minute or in- 
stantaneous demand (by dividing by 60) it is assumed 
that the demand during the heaviest hour is an equalized 
demand; that is to say, it never goes down below the 
3,000 g.p.h., rate and never goes above the 3,000 g.p.h. 
rate. This, of course, is not true as the maximum 
hourly demand is made up of instantaneous demands 
some of which are below the hour average and others 
of which certainly are above this average. Now the 
watercloset flush valve when operated produces a de- 
mand for water for a very short time at the rate of 
very close to 50 g.p.m. If it is considered within the 
bounds of possibility that, with 50 waterclosets, four of 


them at some time might be flushed simultaneously, then 
the momentary demand for water for these closets alone 
would be 

50 gal. & 4 or 200 g.p.m. 
while it certainly would be very likely that other fixtures 
in the building might be drawing at the same time at 
least to the extent of 50 g.p.m. 

So it will be seen that the size of line to take the 
maximum likely momentary demand must supply about 
200 gal. plus 50 gal. or 250 g.p.m. 
and also must supply this at a limited drop in pressure 
so that the pressure at the fixtures on the top floor will 
be not less than 15 lb. Now the vertical height for four 
stories and basement will be about 40 ft., and this 
vertical head as well as, say, 15 lb., to be maintained at 
the top fixtures must be deducted from the street pres- 
sure as well as a loss of 10 lb., or so, for a water meter 

leaving 

60 Ib. — (15 lb. plus 0.43 lb. & 40 plus 10 Ib.) 

or 
60 lb., —42.2 lb., or 17.8 Ib., 

which may be used up for friction in the line and still 
supply the quantities of water and pressures mentioned. 

If the maximum length of run to the farthest fixture 
involves, for example, 200 ft., of straight pipe and the 
pipe fittings are sufficient to about double this run for 
the equivalent run, then the allowable pressure drop per 
100 ft., of equivalent run will be 


17.8 lb. & 100 
or 4.4 Ib. 





400 
According to the tables for pipe friction this would re- 
quire a 4-in. pipe as a 3-in. pipe would have a loss ol 
11.69 lb., which is entirely too much for the conditions 
assumed. The 4-in. pipe actually has a pressure loss ot 
2.78 lb. and, while this is less than necessary, the size 
could not be reduced to 3 in. 


How Would You Answer 
This Question 


In the case of a range boiler connected to a water back 
in a kitchen stove how would you install a small gas 
heater on the side of the boiler and what connections 
would you use? 


Answers based upon your experience, and suitable, will 
be paid for and published in the January issue. 
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There she is—Mrs. Typical 
Housewife. Just the kind of 
woman you might call on any 
day of the week. She’s made up 
her mind to buy a range burner 

yes. But the questions still 
remain: which make, and how 
much to pay. 


What an opportunity you have 
if you handle Silent Glow. First, 
you can offer the handsome new 
Homemaker model—the only 
fully automatic range burner on 
the market. And if you're not 
selling Silent Glow, you'll be 
surprised how many people will 
gladly pay the price. The result 
is extra profit for you, and extra 
satisfaction for your customer. 


But suppose you do have to drop 
to a lower priced unit. You can 
offer the Model W DeLuxe with 


the new chromium plate and 
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HOW MUCH THIS 
WOMAN IS WILLING 
TO PAY FOR 
A RANGE BURNER 


vitreous enamel base; or at a 
still lower price you always have 
the famous standard Model W, 
approved by Good Housekeep- 

















5 Years Ahead of Its Time 


You've never seen a range burner like the new 
Silent Glow Homemaker. It lights by just 
It banishes filling the oil 
And it is 
Write for 


turning on the oil. 
bottle or carrying oil by hand. 
obtainable in any standard color. 
literature showing how it works. 





ing Institute and 150,000 — 
wives. And if price is still : 
factor, you have the Silent Glow 
Junior, at half the price of 
Model W. All built under 
license of Esgee Patent Assoct- 
ates and showing a liberal profit 
margin. 


If you would like to join the 
group of dealers who are making 
money on Silent Glow, write 
today for particulars. 


SILENT GLOW O81 
BURNER CORP. 
HARTFORD, CONN. 
BOSTON CHICAGO _ ST. 


, . | | | . 
4 
| , 


PAUL 


Manufacturers of the most complete line of 
oil burning equipment in the world 


Member National Electric Light Assn. 
Member American Oil Burner Asan., In 
Member National Fire Prevention Asan 
Member Oil Heating Inatitute. 
Member Distillate Burner Manufacturers 
Asan. 


In Canada: we GLOW OIL BURNER 
ORP.. LTD. 
162 nae... St. West. Montreal. P. © 





































Fig. 1—This air- 
plane view shows 
the Northwestern 
University build- 
ings, the heating and 
oil burner installa- . 
tions in some of 
which are described 
here 


ncreasing Boiler 
Capacity with an 
Oil Burner 


INCE many of the buildings of Northwestern Uni- 

versity at Chicago have individual heating plants, 
the engineering department of the university, for some 
time, has been studying the problem of providing auto- 
matic heat in them. The final decision to adopt oil heat- 
ing was influenced principally by the performance of an 
oil burner in one of the university-owned residences, the 
heating plant of which is shown in Fig. 2. 

This building has an exposed area in walls and roof 
of 6,048 sq. ft. The amount of direct radiation which 
was found installed is 1,096 sq. ft. The boiler on the 
job was found to be under capacity. According to the 
manufacturer’s catalog, it was rated for 2,000 sq. ft. 
ot hot water radiation or 1,000 sq. ft. of net standing 
radiation. Comparing this with the net amount of stand- 
ing radiation actually installed on the job, it will be 
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seen that the boiler was under capacity by 96 sq. It., 
or almost 9 per cent. 

The economical operation of the heating plant required 
the correction of this. Being of the round type, any in- 


crease in size normally would have come through the 


ll- 


—s 


addition of another section with a corresponding 
crease in height. This was impossible as will be seen 
from Fig. 2, because of low headroom conditions. 

The solution decided upon was that of bricking in the 
existing boiler. In this arrangement, the hot flue gases, 
normally discharged from the heatitlg equipment through 
the flue connection of the boiler, were made to pass over 
the outside boiler surfaces, inside of the brickwork. Figs. 
3, 4 and 5 show how this bricking-in was done. ‘This 
made the outside surfaces of the boiler act as heat 
absorbing rather than heat radiating areas, with its result 
ing increase in capacity. Of course baffles were neces 
sary in order to do this and their details are shown in 
the drawings of the brickwork. Note that the chimney 
connection of the original boiler came out the top. The 
arrows in the front view of Fig. 3 and the top view ot 
lig. 4 show the passage of the hot flue gases down the 
side over one-quarter of the outer boiler surface. 

The baffle shown in the side view of Fig. 3 has an 
opening at the bottom to permit these gases to rise and 
heat the rear part of the boiler. The gases then pass 
over the top of a second baffle where they again are 
deflected downward so as to come in contact with the 
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Fig. 2— The original round 
boiler installation was under 
capacity and the head room 
was too limited to permit the 
installation of another sec- 
tion. Accordingly, additional 
heat absorbing surface was 
provided with the brickwork 


shown at the right 


remainder of the outside boiler surface. No- 
tice that the chimney flue connection is at 
the bottom. This last passage is shown by 
arrows with dash lines in the side view of 
Fig. 3. The top view in Fig. 4 shows how 
clean-out doors have been provided. These 
make the outside surfaces of the original 
hoiler accessible. 

The burner was installed on August 10, 
1931. The oil consumption for the entire 
heating season which followed was 2,534 
gallons of Number 1 fuel oil which was 
purchased at the rate of 6 cents per gallon. 
This made the 1931-32 fuel costs amount to 
2,534 multiplied by .06 or $152.04. Since 
there were 1,096 sq. ft. of standing radia- 
tion installed, this fuel cost reduced to 13.8 
cents per sq. ft. of radiation. In other 
words, 2.31 gallons of fuel oil were con- 
sumed during the heating season for each 
square foot of standing hot water radiation. 
\n oil storage capacity of 1,000 gallons 
was provided. On the basis of 2,534 gallons 
of oil being consumed during the heating 
season, storage was provided for 38 per cent 
or more than one-third the season’s require- 
ments, 

Following this installation, oil burners 
were placed in the following additional 
buildings on the campus: A women’s dor- 


mitory having 86,407 sq. ft. of exposed wall and roof 
area, a steam boiler and 1,179 sq. ft. of radiation; the 
music school with 7,400 sq. ft. of exposed wall and 
roof area, a hot water boiler and 2, sq. ft. of radia- 
tion; the art studio with an exposed wall ‘and roof 
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surface of 4,976 sq. ft.; and a women’s infirmary. 
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In reviewing the installation first referred to in this 
article, a number of questions naturally arose as to the 
reasons for some of the features. These are as follows: 

1. What was the number of degree-days for the 
1931-1932 heating season when the oil consumption was 
2,534 gallons? 

Answer: 5,243. 

2. Expressed in terms of degree-days, what was thie 
oil consumption ? 

Answer: 0.484 gallons per degree-day. 

3. What was the original rating of the boiler before 
the brick combustion chamber was built ? 

Answer : 2,000 sq. ft. of hot water, according to manu- 
facturer’s catalog. 1,000 sq. ft. net standing radiation. 

4. By how much did the changes increase the rating 
of the boiler? 


Fig. 3—Here are the details 
of the brickwork. Note the 
baffles and the course of the 
flue gases. The arrows with 
dash lines indicate the final 


passage 
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‘Answer: 20 per cent. 

5. How was this increase figured? 

Answer: The heating surface of the boiler was in- 
creased 60 per cent but the heat content of the gases 
were only % as great as the gases which came in con- 
tact with the inside surface. 

6. Can this increase be reduced to a formula or rule 
which may be applied to all boilers? 

Answer: We believe it could, using the ratio of the 
heating surface to the grate area and increased heating 
surface as factors. 

7. Why wasn’t thé boiler enlarged instead of re- 
modeled ? 

Answer: On account of lack of space and the inter- 
ference of basement piping, an additional section could 


CLEAN OUT 
DOOR 


50TTOM 








2 | 
<< BOTTOM .TOP VIEW- —— 
8"x 8" CLEAN OUT DOORS 


Fig 4— This top view of the brick work details 

should be studied in connection with the side and 

front elevations shown in Fig. 3. Note the various 
cleanouts provided 





not be added to this vertical sectional boiler. Brick- 
ing in the boiler allows the adoption of the revertible 
flue principle. 

8. How long had the original heating installation 
and boiler been installed ? 

Answer: Information not immediately available. 

9. Had the system always been under capacity ? 

Answer: Yes. 

10. Or, was it necessary to increase the capacity of 
the boiler only because oil was used ? 

Answer: No. The capacity was increased in the man 
ner indicated in order to effect economy. 

11. Why would not the addition of another section 
have accomplished the desired purpose? 

Answer: Even if it had been possible to add another 
section such addition would not have increased the heat 
ing surface as much as would the bricking in, nor have 
allowed the revertible flue principle. 

12. Could insulation have been installed, say, in the 


floor of the attic so as to reduce the heat losses and thus 
the load on the boiler? 

Answer: Insulation would undoubtedly have helped 
increase economy. 

13. Was this figured on? 

Answer: No. 

14. If so, by how much would the demand on the 
boiler have been reduced if insulation had been in- 
stalled ? 

Answer: Not figured. 

15. How about weather stripping and storm sash? 
Were these considered in a similar way ? 

Answer: The house has storm windows. 

16. To what extent may it be considered that the 
clearance sizes shown on the drawing between the brick- 
work and the outside of the boiler, are standard for all 
such jobs? 

Answer: The clearance sizes have been proven by long 
experience to be good practice with the particular burner 


DETAIL OF RECESSES 
FOR GAUGES, ETC. 





rig. 5—Here are additional details 
showing some of the brickwork 


which was installed. Our experience is they would not be 
anywhere near enough with intermittent operation. 

17. With a single width of bricks, is there any pos 
sibility of leakage of gases into the basement due to 
the force of the blower; or from the basement due to 
the pull of the chimney? 

Answer: There is practically no possibility if bricks 
are properly laid. In our experience there has been no 
case of leakage. 

18. Is there any damper or other draft control in the 
flue? 

Answer: No. 

19. What kind of cement was used in laying up the 
bricks? Special or common Portland cement? If Port 
land, what was the mix? 

Answer: High temperature cement was used. This 
cement comes as a wet mixture and bricks are dipped in 
cement before laying. 

20. How was the finished job tested? 

The correct size of burner operated at all flame stages 
without back pressure and with perfectly clean flame. 

21. What was the CO, content? 

Answer: COs content was not taken. We have found 
that it is not necessarily indicative of good performance 
with the continuous flame type of burner, which was in 
stalled here, inasmuch as the efficiency is indicated to us 
by stack temperatures. 
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Note the location 

of the two grilles 

in this job for a 
fine home 


Teaching prospects, engineers and architects 


What Air Conditioning Means 


has helped this tirm to sell more than 


two hundred installations in two years 
86 
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Working from a “sky-scraper” 
location in New York, this 
firm contacts all types of 
ee a Se Yl 


HAT the importance of contacting architects and 

engineers in developing a sound air conditioning 
husiness cannot be overemphasized is the opinion of 
Mumford-Hinrichsen, Inc., successful contractor- 
dealers of New York City, who chose a skyscraper 
office in the heart of the construction center two 
years ago when they started their merchandising 
campaign. The fact that thus far this year their 
business has increased 175 per cent over 1931, and 
that they now have more than 200 installations to 
their credit, may be taken as justification for the 
“Big City” location and the adoption of modern sell- 
ing methods. 

Asked where to look for air conditioning prospects, 
llarris S. Bigelow, sales manager of the company, 
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stated that one can scarcely turn a corner in any 
city without encountering at least several. The pros- 
pect-strongholds for Mumford-Hinrichsen, however, 
have been architects’ and engineers’ offices and heat- 
ing contractors. 

It develops that architects are anxious to work 
hand-in-glove with air conditioning men and will 
universally recommend this improvement for prac- 
tically any building that could be benefited thereby. 
This fact proves fortunate for the contractor-dealers 
and they keep in close contact with as many such 
offices as time allows. 


SALESMEN BUSY MAKING CONTACTS 


The two outside salesmen employed by the dis- 
tributors are outdoors daily calling on restaurant and 
theatre owners, church officers, club committees, 
banks, retail stores, wealthy home owners, in fact, all 
who might be logical prospects and are able to 
finance the improvement. 

As an example of how widely the air conditioning 
customers vary attention Is directed to the accom- 
panying illustrations of installations made by the 


This is the basement installation for the job for the home 
shown on the preceding page 
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New York dealers. One building is the private resi- 
dence of a suburban textile owner, having 20 rooms, 
while the other view shows the operating room of a 
city hospital. 

In the latter instance fan-driven air supply was 
objected to by the surgical staff, hence humidifica- 
tion and cooling only were installed behind the grilles 
seen. The plumbing and heating contractor who 
installed the job ran a city water line to the studding 
space behind the tile wall, connected two spray heads 
to discharge downward and put in the four grilles 
seen. 

In action, room air is drawn into the upper open- 
ings, passed downward through the water mist and 
delivered to the room at gentle velocity through the 
lower grilles. This provides air circulation, humidi- 
fication and cooling. In winter the water will be 
warmed by indirect water heater. 

In the residence installation shown the air condi- 
tioning unit is seen in the basement view, while 
another reproduction reveals, particularly, two base- 
board grilles. The one in the foreground receives 
cool floor air, which goes to the fan inlet, while con- 
ditioned air is delivered into the rooms through the 
grille at the back. 

Referring, again, to the basement view, the two 
outer ducts are cold-air pickups from the first-floor 
hall and dining room. ‘The central duct conveys the 
conditioned air to the living room seen in the interior 
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This type of home offers prospects for air conditioning sales, according to the contractor—and he has a job here 
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view already referred to. These views are typical of 
but two of many other installations. It is the atti- 
tude of Sales Manager Bigelow that while plumbing 
and heating contractors can earn good incomes merely 
by making calls on the several classes of buildings 
listed, there are many other sources of leads all of 
which regularly are being followed by Mumford- 
Hinrichsen. 


KEEPING UP A LIST OF PROSPECTS 


For instance, advertising brings inquiries. Then 
there are real estate and new construction reports, 
newspaper obituary columns (to note change of own- 
ership of property), recommendations of satisfied 
users and old customers, building contractors, in- 
dustrial executives, and dozens of others. In thirty 
days or so one builds a good list of likely prospects 
and keeps hammering away at them until they are 
closed or refuse to purchase. 

Another source of business for Mumford-Hinrich- 
sen at this time are plumbing and heating contractors, 
who encounter good prospects, but need some assist- 
ance in closing sales. The co-operating contractor- 
dealers now are adding air conditioning in proposals 
where it seems feasible, and Mumford-Hinrichsen are 
training the plumbing and heating contractors at the 
same time. It is found that by the time three such 
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RESIDENCES 
APARTMENTS 
INDUSTRIES 


WEPT in with the times—it is 

the next big business for all 
America, is this automatic heating 
with coal. 


Get into it with the right stoker. 
Listed below are a few of the 
superiorities which have won dis- 
tribution for the Butler Coal Stoker 
from Atlanta, Georgia, to Minne- 
apolis, Minnesota—from Albany, 
New York, to Ogden, Utch, in less 
than a year. 


Iist—Six long years af develop- 
ment before the Butler organi- 
zation, with a 30 year old rep- 
utation for quality equipment 
and an AAAI financial record 











SEND FOR THIS BOOK 
T O D A Y 0 Beadle Ave., Kansas City, Mo. 


Send copy of Butler Stoker Book “ 
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of long standing, put the Butler 
Stoker into production 


2nd—The advanced design, pat- 


ented system of air distribution, 
adjustable regulation of air 
flow, unique, silent, selective 
transmissian which changes fuel 
feeding speeds without shifting 
a single gear, positive back smoke 
eliminator and dual automatia 
control system make of the But- 
ler a bituminous coal stoker un- 
rivaled in efficiency, unmatched 
in simplicity of design and in 
operation. 


3rd—Flexibility of regulation to 


handle practically all grades of 





bituminous stoker coal and 11 
sizes enable the dealer to sell 
groctes heating efficiency in all 
ields from the small home to 
the commercial power boilers up 
to 260 H. P. 


Lth—Priced from $275.00 up- 


ward, f.0.b. foctory complete 
with controls, ready to install. 


5th—Comprehensive installation, 


service and sales manuals and 
a competent staff of combustion 
engineers give Butler dealer or- 
ganizations the advantage of 
years of experience at the outset. 


Investigate the merchandising plan 


cc «=~ 


EALER 


A BURNING FIRE 
On A Window Sign That Identifies 
The Butler Dealer As Headquarters for 





ACTION 





behind the stoker you choose. 
Butler Coal Stoker advertising is 
placed in the dealer's local news- 
paper, over the dealer's name and 
paid for by the manufacturer. In 
addition to this “point of sale” 
dealer help, Butler supplies effec- 
tive direct mail material and pro- 
vides at small cost, in full colors, 
the action window sign pictured 
above. Its burning fire stops 
every passerby. Salesmen carry 
it along to visualize automatic 
heating with coal. 


Write now. It’s never too late— 
Butler Stokers sell all the yeor 
around. 






















JeUTLER. 
COAL STOKER ~~ 


BUTLER MANUFACTURING COMPANY, 


963 6th Ave.. 8S. E., Minneapolis, Minn. 


Economical Automatic Heating’’. 
SOE ecoeees conoeed _territory is open. 


1 Send district representative when conveniently near. 
CO) Have him call as soon as possible. 
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Another basement picture 
showing the controls for 
the residential job 


hids have been made the average 
plumbing and heating contractor 
has learned enough about the sub- 
ject to submit his own proposals. 

This has proved true, in the cases 
of dealers in White Plains, N. Y.., 
out in Hempstead on Long Island, 
and another in Brooklyn, all of 
whom have sold and installed some 
units and larger systems and def- 
initely are laying the foundation for 
bigger and better business in the 
early future. 

Successful selling of air condi- 
tioning demands careful engineer- 
ing by plumbing and heating con- 
tractors, according to Mr. Bigelow. 
One must examine buildings and 
plans carefully to learn the quantity 
of glass surface, the number of occupants, the kind 
of manufacturing, if any, sources of extra heat, the 
degree of cooling expected, sources of air supply 
(whether clean or dirty) and other factors that influ- 
ence this sort of estimating. 


INSIST ON INSULATION 


A point that has worked out to the distinct advan- 
tage of Mumford-Hinrichsen in selling air condition- 
ing is insistence of wall and roof insulation as pre- 


liminary to conditioning. Prospects are advised that 


insulation helps the year ‘round, saves original and 
operation cost of conditioning and makes for snug, 
The residence here shown, for 


comfortable homes. 
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instance, was insulated with two-inch rock wool be- 
fore the air conditioning system was installed. 

Asked what special problems are encountered in 
making sales, Mr. Bigelow asserted that the hardest 
task is making clear erroneous impressions already 
in the minds of people. “To some air conditioning 
means humidifying,” declared the sales manager. “To 
others it means only cooling, while to others it means 
air circulation. 

‘My hardest job,” he continued, “is to teach pros- 
pects that air conditioning means air circulation, 
heating, humidifying, temperature reduction in sum- 
mer, filtering or otherwise cleaning the air supply 
and that unless all these factors are included no sys- 
tem can truly be called air conditioning. 

“To the foregoing I add ionizing apparatus to give 
the air supply freshness and vitality 
whenever this seems appropriate. | 
find that ionization usually can be 
sold when expense is not an im- 
portant consideration and owners 
want the best obtainable system re- 
gardless of cost. It is surprising 
how many of our air conditioning 
systems are being equipped with 
ionization and most owners become 
so enthusiastic that they recommend 
it to their friends. Any plumbing 
and heating contractor-dealer can 
sell air conditioning if he will take 
the time to study the subject and 1s 
not backward in making necessary 
personal contacts with prospects.” 


Special problems hold no 
fears for this contractor. 


What surgeons wanted in 


this operating room, he 
gave them 
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CONTRACTOR WRITES 
about the No. 37... 


‘*We received the circular covering your No. 37 Automatic Boiler 
Water Level Control. We immediately went out and sold three of 
these ina few hours. We think we can sell many more”. . . etc. 


8 Bos letter was signed by C. A. Huffman of Huffman & 
Petty, contractors at Newport News, Va. It is typical of 
more than a hundred similar statements and experiences of 
heating contractors everywhere. 


It is difficult for us to hold down our enthusiasm when we 
talk about the No. 37. However, we are simply sticking to the 
unvarnished facts when we say that more heating contractors 
have installed No. 37 Feeders in the last three months than 
were ever before sold in an equal period, even during boom 


years. 


We don’t know what your local possibilities for McDonnell 
sales are, but we do know that the quick hook-up feature, 
illustrated opposite, enables you to sell this quality feeder at a 
lower installed price than any other feeder, no matter how 
cheaply constructed. 


This means that many prospects who once said **no”’ will now 
say ‘‘yes.’’ Check over the typical prospects—schools, 
churches, fire stations, court houses, theatres, store and 
office buildings, bakeries, greenhouses, apartments, hotels, 
clubs, homes, etc. Remember that there is a McDonnell 
Feeder, or Feeder and Switch Combination, for every size and 
make of low pressure boiler with any type of firing and that 
they all embody principles which have been tested in service 
and proved dependable. 


This year’s opportunity for feeder business is here. Wehave 
complete dealer helps —envelope stuffers, circular letters, 
and posters—that are furnished free to the 
contractors who want to take advantage of 
today’s market for feeder sales. 


McDONNELL & MILLER 
400 North Michigan Avenue 
CHICAGO ~ - ILLINOIS 
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-— 


Remove water-glass and install male union in 
upper gauge-cock tapping 





insert brass nipple in lower tapping and swing 
feeder to tighten nipple (nipple is furnished) 


—_ 





Move goose neck untfl upper union meets 
Then install gauge class on feeder as shown 





Connect city water and direct feed pipe to 
return piping In bottom of boiler 
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NEW — Business Building BARBER 
GAS CONVERSION BURNERS 


IMPROVED — WITH UNEQUALLED PRICE APPEAL — THAT 
CREATE SATISFIED GAS HEATING CUSTOMERS — 
j DEPENDABLE, EFFICIENT, ECONOMICAL 
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TEN IMPORTANT 
REASONS 


Free From Noise 

Will Not Back-fire 

Scientifically Built 

Requires No Servicing 

No Air Mixer Adjustment 

Will Not Deposit Carbon 

Quickly and Easily Installed 

Develops 1900° Flame Tem- 
perature 


NO. X-10-B. BARBER AUTOMATIC BURNER 
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NOTE THESE 
FEATURES 


(‘\) No. 4010 Minneapolis 
Plain Thermostat. 

(B) 25 feet of Insulated three 
cable wire for connecting 
thermostat. 

(C) No. B-2210 Minneapolis 
Motor Valve. 

(D) Barber Gas Pressure Regu- 
ator. 

(E) 4%" A. G. A. Lever Han- 
dle Valve with Union. 


(F) Butterfly Draft Door with 
Special Lift Assembly. 


(G) Individual Pilot. Com- 
pletely Assembled. 


For Furnaces and Boilers up 
to 22 inches 
Designed for the 5, 6 and 7 


Room Homes 
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There is NOW a demand for NEW Manual and/Automatic Gas Burners—for FIVE, SIX and SEVEN 


room homes—that can be sold and installed at moderate prices. 


Barber Engineers have developed an IMPROVED line to meet this demand—in FIVE models—trom 
the Manual Control type to the completely Automatic—in a LIST PRICE range from $27.50 to $82.50. 


No. X-10 Barber Burners are priced amazingly low, and can be installed in less time than any Con- 
version Burner on the market. They are designed for the entire Winter heating requirements. 


At prices in keeping with DEPRESSION times, they provide a 
means of supplying Gas Heat, Comfort and Convenience—in the 
present Furnace or Boller—without removing grates. They actually pre- 
vent gas bill complaints caused by fluctuating gas pressures, whether of 
the Manual Control or Automatic types. 


Progressive Heating Contractors can create a profitable business 
upon these Burners, if they will connect up in their show rooms, for 


Demonstration with Gas, a No. X-10-M or a No. X-10-B Burner 


—so that their customers may be shown their actual merits. 


Check up these new Barber Burners and convince yourself that they 
contain the properly engineered features to produce efficient and 


economicel GAS HEAT—at small cost. 


Our attractive discounts, together with our Sales Helps, will be sent 
immediately upon request. Write us without delay. 





THE BARBER GAS BURNER CO’APANY 
3702-04 Superior Avenue Cleveland, Ohio 
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Here is an apartment house stoker installation. Note in this case that the job is equipped with an automatic coal conveyor 


Stoker dealer has built an effective selling organi- 


zation by selecting experienced heating men and 


then giving them independence in their work 


SALES organization that is attracting national at- 

tention is the one developed by George Stokes, 
plumbing and heating contractor of Mahanoy City, Pa. 
Mr. Stokes and his associates have done an outstanding 
job of stoker merchandising, having sold two hundred 
stokers in several years, and showing continual increases 
in sales volume from month to month. 

Mr, Stokes is one of the few contractors who was 
undismayed when the usual routine business of his shop 
vanished. He is not the type of man who will sit and 
wait for better conditions. He realizes that if things 
are to happen someone must make the effort, and he has 


little sympathy for fellow contractors who sit and moan 
about the terrible state of business, but who make no 
attempt to improve themselves. 

“Dealers competent to furnish automatic heating in 
stallations are facing the greatest opportunity of all 
time,’ he asserted. “All about them are opportunities 
for work and profit, if only they will open their eyes 
and see things as they are. The trouble with many o! 
us 1s that we have learned to run a shop, but we have 
not learned to merchandise. We must not only be will 
ing to work, but the work must be directed to meet pres 
ent conditions. 
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TWO NEW SOURCES 


NEW 


ERSKINE 

| ALL-COPPER 
INDIRECT 

WATER HEATER 



















































EASY TO SELL 


ALL COPPER—copper shell as well as 
copper coil. This feature of the Erskine 
All Copper Indirect Water Heater results 
in cleaner water, freedom from rust and 
sediment in the shell, elimination of shut- 
downs for cleaning the shell around the 
coil. It assures a dependable supply of 
hot water at an extremely low cost. 


If there’s an oil burner on the job, the 
Erskine All Copper Indirect Water Heater 
can be made to work all year round. 
Just shut off the house heating system 
from the boiler. Then the burner, con- 
trolled by an aquastat, comes into action 
only often enough to keep the water at 
the right temperature. 


The Erskine All Copper Indirect Water 
Heater is unusually flexible. For example, 
the union connecting the heater with 
boiler and water system can be turned in 
any direction, requiring fewer joints and 
connections. 


All of these features combine to make this 
a most profitable item for you to sell and 
install. Available in a wide range of sizes o> 
to fit practically all requirements. Write Sriils a 
for our complete story. | ae 








ERSKINE COPPER RADIATORS 


Erskine Copper Radiators are constructed on the principle of forcing two separate bodies of copper 
together. This process assures a radiator of high condensation efficiency, of exceptional durability, of light 
weight, and one that requires but little space. Complete units are subjected to efficiency and breakdown 
tests of the severest character and the results of these tests have been most gratifying. May be had in 
many sizes, in metal front, free standing cabinet, or plaster front types. Write for data sheets. 
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NEW 
ERSKINE 
THERMOIST 
HUMIDIFYING 
RADIATOR 














PERSKINE 





RADIATOR 


CREATES NEW WORK 


In order to get work these days, it is nec- 
essary to create it, by selling devices 
which require installation, and upon 
which you can make a profit. 





Above: Arrows show how air current enters, passes . 6< —" Tae 
through and leaves the cabinet type humidifier. The Erskine “Thermoist’”” Humidifying 


Radiator is designed for this purpose. It 


Below: Thermoist Unit with cabinet removed, will sell. It needs to be installed. It will 
showing operating mechanism including radiator 
return, float valve and overflow pipe. 


create work for you and your men. 


Humidity is easy to sell, today. Dry air 
is harmful and uncomfortable. You will 
find it easy to convince your customers of 
the need for humidity and of the added 
comfort they can derive from it. 





















_ FLOAT VALVE ON To install, merely remove an existing 

WATER CONNECTION radiator and replace it with a ‘“‘Ther- 
moist’’ of the necessary capacity, connect 
to steam lines and make water connec 
tions with copper tubing. Moisture sup 


WERFLOW PIPE 


ply is automatic, yet there are no moving 
parts. 


Available in many sizes in cabinet, under- 
floor or concealed-in-the-wall types. Write 
now for full particulars on how you can 
create new work and new profits by selling 
the ‘‘Thermoist.”’ 





1 EAST 42nd STREET NEW YORK, N. 7. 
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W. TAKE PRIDE at this par- 
ticular time, when so many mer- 
chandising experiments are being tried 
out, in reaffirming a basic policy to 
which Spencer Heater Company has 
firmly adhered through all of the thirty- 
seven years since its establishment. 

We believe that the logical and legit- 
imate channel for selling high grade 
heating equipment is through the repre- 


sentative heating contrac- 


° ‘The Representative ieattig Contractor — | 
Is the Indispensable Outlet for — 
ee Quality Heating Equipment 
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Therefore any permanent and lasting 
success in this industry is best achieved 
by supplying the public with a high 
grade product which can be obtained 
only from leading heating contractors. 
Evidence of the soundness of this policy 
is to be found in the history of the 
Spencer Heater Company. 

Each year our sales have increased. 
Even in the face of present general con- 


ditions and those in the 





tor. He is the man who is Local Stocks industry, Spencer has sold 
equipped by experience | Carried by Spencer more boilers. We credit 
and training to analyze the Distributors a large degree of our con- 


heating needs of the people 
in his community and to 
supply the products that 
meet these needs. He is the 
man best fitted by his skill 


and training to furnish 





dependable installation. 


Spencer castiron boilers are 
carried in stock, for imme- 
diate delivery, by Spencer 
distributors. Heating con- 
tractors will find this serv- 
ice especially advantageous 
for fall and winter replace- 
ment jobs, on which quick 
installation is so desirable. 


tinuous success to the loyal 
co-operation we have re- 
ceived from representative 
heating contractors, in 
educating the people to 
the many advantages of 





Spencer Automatic Heat. 





SPENCER HEATER COMPANY, Williamsport, Pa. 


Division of Cord Corporation 


The Spencer 








Foundry Company, 


oPENCE 


Magazine Feed 


BOILERS 


Jor steam, vapor or hot water 


Led., Toronto, Ontario, Canada 
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“Instead of sitting in the shop waiting for new con- 
struction to begin, for someone to place a service call, 
we must follow the modern trend and go out to inter- 
view our customers. In the line of automatic heating 
equipment there are so many modern things that every 
home owner needs. It is up to us to carry our message 
to these people. If we do that we will not need to worry 
about better business for many years to come.” 

Mr. Stokes’ sales organization is a model that many 
other contractors might use as a plan to develop efficient 
salesmen to merchandise stokers. Instead of advertising 
for salesmen, employing men who think they might be 
able to “get by” as stoker salesmen for a time, or taking 
on the usual floater type and trying to educate them to 
the point where they are able to talk automatic stokers 
to prospective customers, he has followed a different 
plan. His success is sufficient proof that he has blazed 
a better trail for others to follow. 


EXPERIENCED HEATING MEN SELECTED 


“It isn’t logical,” said Mr. Stokes, “to merchandise 
stokers through men who have never had any experience 
with heating problems. There are more than a suff- 
cient number of experienced men available, men who 
have been engaged in heating work and who can talk 
with some authority to the prospective customer. These 
men have every qualification for stoker selling. They 
have a knowledge of heating probfems that we could not 
hope to convey to the ordinary salesman. 

“My territory has been divided into certain districts, 


This is the kind of a residential job that produces others. 


Air Conaiilo oning Dealer 
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which includes a number of towns within a radius of 
about thirty miles. When I need a sales representa- 
tive in one of these districts I prepare a list of men who 
live in this section, and who have been or are engaged in 
the heating business. After I have decided upon the 
man whom I believe to be most suitable for stoker sell- 
ing, I will make an appointment with him and show 
just what each of my representatives is doing and what 
he can expect to do. 

“He will be told that it is a straight selling propost- 
tion, that he must sell stokers on a commission hasis, and 
that he has nothing to do with installation or service 
calls unless requested to assist in this work. 

“We co-operate with these representatives in many 
wavs. If they wish to do some advertising we will pay 
half of the cost. If they want demonstration outfits 
exhibited at fairs and conventions, we will place such 
demonstrators and pay the entire cost of exhibiting. All 
we ask is that the salesman will work, that he will not 
neglect the opportunities to develop prospects. 

“After once we have selected a salesman we are con- 
fident that we have the right type of man, and we do 
not hesitate to back up our judgment by giving him the 
assistance he should have to become successful. There 
are many ways in which we are able to aid these men, 
benefiting them as well as ourselves. These salesmen 
may be members of local civic organizations, such as the 
Rotary and Kiwanis. If they are, then they have an 
opportunity to secure someone to address the club meet- 
ing on the subject of stokers. Whenever such an op- 


(Continued on Page 104) 


After the installation had run for a season, it was found that 
80 per cent of previous fuel costs had been saved 
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E human beings, through 
our senses of touch and 
distinguish between 
things which are hot and cold 


but we are unable, always, to 


feeling, 


detect close differences. In 
fact, these senses of ours 
often prove deceptive. Sup- 
pose we take three bowls 


filled with water. Let the tem- 
perature of the water in the 
first bowl be 70 degrees 
Fahrenheit, in the second 
bowl 60 degrees and in the 
third 50 degrees. Place the 
right hand in the water of the 
first bowl (70 deg.) and the 
left in that contained in the 
third bowl (50 deg.). After a 
few minutes remove both 
hands and plunge them im- 
mediately in the water of the 


second bow] of 60 deg. water. 
The mght hand will feel 
warm and the left will have 





What is a comfortable tem- 
perature? What determines 
our feeling of comfort’? Will 
the ordinary thermometer give 
us a true reading of comfort 
conditions? Why it does not 
is told in this, the first of two 
articles on 





omfort 
emperatures in: 


ir Conditioning 


By 
MALCOLM TOMLINSON 
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Centigrade fahrenhert 


Comparison of we well Known 
VACSTIOMIOL EL SCAMS 











Fig. 1—How the two systems of temperature 
scales compare. One degree F. is equal to five- 
ninths of a degree O. 
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a sensation of coldness. 


In order that we may detect 
close differences in heat and 
also that we may be able to 
duplicate our observations, a 
fixed and standard method of 
measurement must be avail- 
able. Temperature, measured 
in degrees, is the method in 
general use. Through its aid 
reliable information as_ to 
hotness or coldness may be 
secured. 

A degree of temperature 
can be determined by any 
scale, or set of divisions, en- 
yraved on the stem of the 
ordinary thermometer. | wo 
scales are in general use. One 
is called Fahrenheit and the 
other Centigrade. The first 
scale indicates freezing (or the 
melting point of ice) at 3 
degrees and the boiling tem- 
perature of water at 212 de- 
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Completely encased in a new, steel, green 
enameled jacket . . . metal trim and fixtures 
in glistening chromium finish . . . the new Ideal eee 
de luxe Oil Burning Boiler is more than heat- © 
ing equipment—it is colorful, attractive base- | 
ment furniture. 


All doors and openings are enclosed or clev- 
erly concealed—yet within instant reach. An | 
access panel in front, removable by quick- 
acting latches, permits easy access to the 
interior. Only the vision port and necessary 


controls are visible. IDEAL, De f LLXe. 
The new de luxe model embodies all the fea- OIL BURNING BOILER 





tures of the Ideal Oil Burning Boiler No. 12, 
plus the added greater outward beauty and 
improved insulation. Thus the first cast-iron 
boiler designed exclusively for burning oil 
becomes even more attractive. Write for 
complete information. 


AMERICAN R¥ 


40 WEST 4(¢ 
Divisionof AMERICAN RADIA 
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Iv s hard for a Hunery citizen 


HE boy whose stomach is empty cannot be 

expected to do good work at school. Babies 
undernourished through another winter may be 
handicapped by frail bodies through life. The hun- 
gry father of a hungry family is hardly the man to 
seek employment with persistence, or to do well on 
the job when he gets it. 


Before you can save a man’s soul it is often neces- 
sary to feed his body. You have no right to expect 
the civic virtues of patience, courage and honesty 
from starving, freezing men and women. If they 
preserve a just attitude towards the laws of the city 
in which they live, it is a miracle. 


This winter, as never before, it is the duty of all 
who are well-clad, well-housed, and well-fed to help 
the less fortunate. The fact that you gave last year. 
and the year before, does not lessen your responsi- 
bility. The fact that you cannot afford a large con- 
tribution must not deter you. The upturn of busi- 
ness with a gradual improvement of economic con- 
ditions does not remove the crisis of this moment. 
Emergency appropriations by the federal govern- 
ment amount to $300,000,000, but they meet only 
half the increased national needs for human relief. 


The rest is up to you! 


November, 1932 


How will your dollars be used? First of all, they 
will feed the hungry, and relieve the absolute want 
of the unemployed. 


They will be used, also, to take care of the sick 
and aged. They will help to maintain hospitals, 
orphanages and schools. They will make possible 
clinics and visiting nurses. 


The dollars you give are invested in the forces of 
civilization right in your community! 


WELFARE AND RELIEF MOBILIZATION, 1932 
The Welfare and relief Mobilization for 1932 is a cooperative 


national program to reinforce local fund-raising for human 
welfare and relief needs. No national fund is being raised; 
cach community is making provisions for its own people; each 
community will have full control of the money it obtains. 

Give through your established welfare and relief organiza- 
tions, through your community chest, or through your local 


emergency relief committee. 


A IN 


44418 ts Cin... 


Newton D. Baker, Chairman, National Citizens’ Committee 


This winter, as never before, support your local Community Campaign 
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' grees. The second indicates freezing at zero and boiling 
at 100 degrees. As 180 degrees Fahrenheit is equal to 
100 degrees Centigrade, a single degree Fahrenheit is 
equal to five-ninths of a degree Centigrade. These dif- 
ferences are visualized in Fig. 1. As the Fahrenheit 


+ + + +h + + 4+ + oo +f e bee e+e bee ee 
+++ + + 
+ +44 4 


44 CI 


Hear 


+> -+ o-+ + 





2 





#0 / 


Fig. 2—These lines show the heat (in B. t. u.) in dry 

air, in water and in saturated air, to indicate that the 

total heat in the air is not indicated by the dry bulb 
thermometer 


thermometer is in most general use, it is this instrument 
with which we are most concerned. 


DRY BULB TEMPERATURES 


When the bulb of a thermometer is bare it is said 
to indicate the dry bulb temperature known, for 
brevity, as the dry bulb. This dry bulb temperature 
is not what it seems to be for, when used to indicate 
the heat in air, it actually only gives the heat in the 
dry air. As the heat in the water vapor is not in- 
cluded in the dry bulb temperature reading, a ther- 
mometer does not indicate the total heat in the air. 

This, we will see, is a very important fact in air 
conditioning and has a vital bearing on human com- 
fort measurements. If the temperature of the dry 
bulb remains constant, an increase in the relative 
humidity can only be due to an increase in the 
amount of water vapor in the air. Since water vapor, 
like water, holds a definite amount of heat which 
changes with the temperature, any increase in the 
quantity of water vapor brings a corresponding in- 
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The contractor who is to do a good job in the 

air conditioning field must understand how 

air and the water vapor it contains in varying 

quantities, affect us. Here are [some of the 
fundamentals 





crease in the total heat of the air. It is this heat, 
at high humidities, which gives people discomfort 
at temperatures which are very comfortable when 
the relative humidity is normal. The dry bulb tem- 
perature is not, therefore, a measure of comfort, since 
one can be comfortable or uncomfortable at the same 
temperature, as will be seen from Fig. 2. 

Dry bulb readings, taken near warm objects such 
as radiators, are somewhat higher than the tempera- 
tures of the dry air. This is due to radiant heat re- 
ceived from the warm object. Radiant heat travels, 
like light waves, in straight lines through the air 
without in any way influencing the temperature of 
the dry air. Care in the location of thermometers 
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Fig. 3—This diagram shows the reading on 

the wet bulb thermometer when the dry bulb 

shows 70 deg. F., and there is a 50 per cent 
relative humidity 


is therefore necessary when air temperatures are 
taken in rooms having heat radiating objects. 


WET BULB READINGS 


A thermometer which has a bulb covered with a 
clean white cloth wick, tubular in shape, which fits 
snug and is in contact with a vessel containing water, 
indicates what is known as the wet bulb temperature. 
Unless the air is saturated, the wet bulb temperature 
will be lower than the dry bulb. Furthermore, the 
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The Webster Boiler 

Protector with Low 

Water Cut-Out, 

“ Installed with Water. 
Feed Operating Level 

: 1” Above Bottom of 
Gauge Glass. 





The Market 
Is Large 


The markee for 
Webster Boiler Pro 
tectors is at every 
contractor's door. 
They can be sold in 
new as well as exis: 
ing installations; in 
Webster Vv acuum 
and Type * ‘R” Sve 
tems; and in other 
vacuum, vapor, one- 
pipe and miscel'a 
neous installations 
Sell one every time 
you repair a cracked 
or broken boiler. 
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TRIPLE-PROTECTION 
for Low Pressure 
Heating Boilers 


The Webster Boiler Protector was de- 
signed expressly to protect low pressure 
heating boilers against damage result- 
ing from accidental low water. Protec- 
tion, not merely automatic water-feed- 
ing, is its primary purpose. 


Only in the Webster Boiler Protector 
do you get these triple-protection 
features: (1) Danger-line location (in- 
frequent operation, freedom from 
flooding); (2) Powerful hydraulic opera- 
tion; and (3) Instantly developed 
maximum Capacity. 


Now, for oil, gas and stoker-fired in- 
stallations. the W ebster Boiler Protec- 
tor may be obtained with integral 
low-water cut-out switch. 


Do not be satisfied with less protection 
for your boiler. Equip now with a 
Webster Boiler Protector and guard it 
at the danger line with the most effec- 
tive safety device available ... Write 
today for complete description and 
installation details. 


WARREN WEBSTER & CO., Camden, N. J. 
Pioneers of the Vacuum System of Steam Heating 
Branches in 6 principal U Darling Bros., Led., 

Montreal, 


S. Cities 


Canada 
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| temperature difference between dry bulb and wet 
| bulb will be greatest when the air motion past the 
| wick is high and when the air is bone dry. Fig. 3 
| shows the difference. 

The first of these relations shows that true wet 
bulb temperatures can only be had by either revolv- 
ing the wet bulb thermometer very fast or by draw- 
ing air past the thermometer at high speed. The 
second relation provides a means by which the rela- 
tive humidity can be measured, or determined, 
through the temperature difference called the wet 
bulb depression. 

Wet bulb temperature is the result of the evapora- 
tion of water from the wet surface of the thermometer 
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Fig. 4—The effect of temperature on relative humidity is 

shown here. Note that at saturation, or 100 per cent rela- 

tive humidity, the wet and dry bulb temperatures are the 
same 


bulb. The rate at which this evaporation proceeds 
depends on the relative humidity of the air and is 
thus proportional not only to the wet bulb depres- 
sion, but also to the relative humidity. The faster 
the evaporation the greater the cooling effect on the 
thermometer, the larger the wet bulb depression and 
_ the lower the relative humidity. 
| The wet bulb is thus the temperature of evapora- 
tion. 

[It is also the saturation temperature for which 
the total heat in air is exactly equal to the total heat 
units in the air mixture which it measures, as ind- 
cated by the 100 per cent relative humidity line in 
lig. 4. 

For example, the wet bulb temperature for a 90 
degree dry bulb and 50 per cent relative humidity ' 
desired. The heat in dry air at 90 degrees is 21./4 
heat units per pound of dry air. The heat in water 
vapor at saturation for 90 degrees is 32.40 heat units, 
so that for 50 per cent relative humidity the heat 
units would be 16.20. Then the total heat of this air 


is 21.74 plus 16.20 or 37.94 heat units per pound of 
dry air. 
of heat units is 75.14 degrees, 
temperature sought. | 

The wet bulb depression is usually measured with 
a wet and a dry bulb thermometer mounted so that the 
two thermometers can be revolved by hand. 


The saturation temperature for this number 
which is the wet bulb 
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HE new Minneapolis-Honeywell 

Air Conditioning Furnacestat is the 
most universal and flexible control of 
this type on the market. It accurately 
governs the room temperature by 
coordinating the motion of air and 
the source of heat or cold to meet 
any required operating schedule. 

In addition to this general function, 
this newest Minneapolis-Honeywell 
product acts as a limit control to main- 
tain correct furnace temperatures, and 
as a safety device to prevent over- 
heating. It also acts as a summer cool- 
ing switch to regulate air motion, 
with or without washing, but without 


operating the heat source. 


Its full range of duties, adaptability 


to every type of air conditioning system 





using control of temperature and air 


BRANCH and DISTRIBUTING OFFICES: Akron - Allentown - Baltimore - Bloomfield - Boston - Buffalo - 
Dayton - Denver - Detroit - Duluth - Grand Rapids - Hartford - Indianapolis - Jackson - Kansas City - 
New York City - Niagara Falls - Peoria - Philadelphia - Pittsburgh - Portlard, Me. - Portland, Ore 


Milwaukee - Minneapolis - Montrea! 
¢ 
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THE NEW 
AIR CONDITIONING 
FURNACESTAT 


motion, coupled with its all around 
performance and the reputation en- 
joyed by Minneapolis-Honeywell 
products make the new Air Condi- 
tioning Furnacestat the only real con- 
trol for today's requirements. Minne- 
apolis-Honeywell Regulator Company. 
Executive Offices, 2701 Fourth Ave- 
nue South, Minneapolis, Minnesota. 


Factories: Minneapolis, also Elkhart 


and Wabash, Indiana. 
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MINNEAPOLIS-HONEYWELL 


AIR CONDITIONING CONTROL 


for Today's Requirements 


A TYPICAL 
OPERATING SCHEDULE 


Thermostat calls for heat. 


When temperature in furnace casing is high 
enough (setting of instrument predetermines 
what temperature is necessary for individual 
job), fan starts. When thermostat is satistied, 
fan and heat source are shut down. 


If furnace casing is too cool for air from it to 
be circulated, drafts open or the gas or oil 
burner or stoker is turned on. When furnace 
casing temperature is raised to fan control 
setting, fan starts. Fan continues to run 
until thermostat is satisfied. If meanwhile fur- 
nace casing heat rises to setting of the satety 
limit control, source of heat shuts down until 
casing temperature drops. When thermostat 
is satistied, both fan and heat shut down. 


To protect against extreme over-heating 
of furnace, fan starts when temperature ex- 
ceeds high limit control setting by approxi- 
mately 5O° even though thermostat is 
satisfied, thus drawing off excess heat which 
would damage furnace. 


For Summer use it is only necessary to 
move the outside indicator to summer setting. 
This cuts out source-of-heat controls and 
causes fan to circulate air when room tem- 
perature rises above thermostat setting 


7 > > 


This is only one of several series, of operating 
functions of which the new Air Conditioning 
Furnacestat is capable. It can be adapted to 
any required series or sequences of control. 


Butte - Chicago - Cincinnati - Cleveland 


Los Angeles - Lowel! - Madison 


Providence - St. Louis - SaltLake City - San Francisco - Springheld - Syracuse Toledo - Toronto - Washinaton - Wichita - Worcester - Youngstown 
CANADA: Minneapolis-Honeywell Regulator Co., Ltd., loronto and Montreal. EXPORT: New York City. CABLE ADDRESS: “‘Laboramus’’ 


MINNEAPOLIS-HONEYWELL 


Control Systems 
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mM! Te SHORT-CUT 


OU know of a number of heating systems that 

need remodeling. The tough problem is to 
convince the owner that it should be done. The 
Duo-Stat solves that problem. It gives you some- 
thing definite to talk about—a definite saving that 
you can guarantee. 
















































(Jnlike most controls, the Duo-Stat is adaptable to 
all kinds of heating systems. Any good heating sys- 
lem—one-pipe or two-pipe—plus Duo-Stat Con- 
trol gives modulated heat and a resulting steam 
saving that justifies the whole job. By “‘good”’ sys- 
tem we mean a system in which there are no water 
pockets and in which there is the proper means for 
getting the air out. Your work in putting the sys- 
tem into first class condition can be figured in with 
the Duo-Stat Control. You simply sel! the owner 
the economy of a good system properly controlled. 
That's the story he will listen to—the story of 
modulated heat and dollars saved. 


Hundreds of installations prove that the Duo-Stat, 
with its easily installed single instrument, gives a 
uniformity of heating and a perfection of modula- 
tion that can not be equalled by elaborate systems 
costing many times more. The ex- 
clusive Raymond principle of con- 
trolling heat by balancing radia- 
tor temperature against outdoor 
temperature is today the sensa- 
tion of the heat-control field. 


Ask for new bulletin containing 
convincing records and installa- 
tion data. 


F. I. RAYMOND CO. 


629 W. Washington Blvd. 
Chicago : Illinois 





RAYMOND DUO-STAT 
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His Salesmen Are “On Their Own” 


(Continued from Page 97) 


portunity arises, we furnish a speaker for the occasion. 
“As an illustration of how we arrange these affairs, 
we had a stoker expert address a meeting in a nearby 
city. At the same time we placed one of our stokers 
on exhibition in the lobby of the hotel where the meet- 
ing was being held, so that it could be seen by all the 
members. In addition, we mailed several hundred an- 
nouncements a few days before the meeting, telling pros- 
pective customers about the exhibit and asking them to 
come and see it. The exhibit created so much interest 
that we allowed it to remain for more than a week.” 


EAOH SALESMAN “ON HIS OWN” 


The set-up of this saies oryanization is such that Mr. 
Stokes does not have to bother with the supervision of 
salesmen and other imimor details. He keeps busy assist- 
ing his men in closing sales, surveying heating systems. 
In other words, he is always available to give expert 
advice to any one of his men. 

Every representative in this organization is “‘on his 
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This is a residential installation, with the domestic hot 
water supply hooked in 


own.” He keeps his own prospect lists, appointment rec- 
ords, and other details about his work. He is not driven 
to do this or that. There is just one measure by which 
he is judged, and that is the results he achieves. If he 
is a man who must be prodded along he simply doesn’t 
belong in the organization. Turnover of salesmen is no 
problem here, for the replacement of salesmen is a rare 
occurrence, 

Mr. Stokes makes a survey of every heating system 
before a stoker is installed, and he also checks the oper- 
ation of the equipment after installation. 

‘When a heating system is being surveyed,” advised 
Mr. Stokes, “we question the home owner regarding 
temperature conditions in each room during severely cold 
weather. If the answers and our survey indicate tha! 
there is insufficient radiation or some other fault, w 
suggest that this be corrected, but we do not insist upo! 
such changes before the stoker is installed. 
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“Instead, we explain to the customer that the stoker 
is not guaranteed to overcome a defective heating sys- 
tem. So far we have not had any complaints because 
the efficiency of the automatic stoker was in all cases 
sufficient to overcome such faults.” 


The salesmen employed by Mr. Stokes are given an 
exclusive territory; that is, the salesman in a certain 
town, who is usually a man engaged in the heating busi- 
ness, is given protection in the territory assigned to him, 
and all leads in that territory are turned over to him. 
Such a salesman works on a straight commission basis, 
being paid 15 per cent on all sales made in that territory. 
The salesman who controls a territory has the privilege 
of employing salesmen to work for him, paying such 
salesmen a commission of ten per cent out of his own 15 
per cent. The territorial salesman must assume respon- 
sibility for the work of these sub-salesmen. 


KEEPING SALESMEN EFFICIENT 
Mr. Stokes does, however, come in contact with these 


sub-salesmen occasionally. This happens when the sales- 
man has a difficult prospect and needs expert assistance 





A battery of three stokers are in use in this church job 


in closing a sale. But where Mr. Stokes must assist a 
salesman in closing a sale, the commission of ten per 
cent is divided equally between the salesman and Stokes. 
Under this plan he feels that salesmen will develop more 
initiative and become better salesmen than when they are 
calling for assistance whenever a problem arises. 

Jeyond this commission of 15 per cent paid to each 
district salesman, Mr. Stokes has no further selling ex- 
pense with the exception of some direct-mail that 1s 
used to assist salesmen, and also the exhibits and demon- 
strations which are staged in the various districts from 
time to time, also half of the newspaper advertising 
done by each district salesman. The total of this ad- 
vertising expense is not more than three per cent. 

The sales made in each district by these salesmen vary 
according to the territory and ability of the salesman. 
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Quality oil burner tanks for all types of installations— 
domestic, factory or bulk storage. Hydro-pneumatic 
tanks can be furnished in any size to your specifications. 


Write today for our New Closed Tank Bulletin. 


PITTSBURGH -DES MOINES STEEL COMPANY 


3478 Neville island, Pittsburgh, Pe.—Room 961, 270 Broadway, New York City 
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You can profit 
by what Teeple has done 


SELL TEEPLE 
SPECIALIZED 













WRITE FOR 
LITERATURE 
AND PRICES 


L. R. TEEPLE CO. 
PORTLAND, OREGON 
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New Developments 
in Products for Dealers 


Stoker and Boiler This section is set aside exclu- 
Combination | . sively to give information on the 

The stoker and boiler combination which is shown latest in automatic heat and air 

| here has been placed on the market to fill a need of a conditioning products. Our 

| complete unit where capacities and efficiencies are numerous readers who are deal- 


a definitely determined. The combination consists simply 
of the adaptation of a steel tubular boiler built in two 


ers in this field, or who soon 
may be, will find sales helps 
here among these selected items 





An Improved Oil 


Burner Is Announced 


The illustration at the lower left shows an oil burner 
which has been announced as being an improvement 
over previous models. It was placed on the market just 
recently for heating smaller type homes. It has been de- 
signed to contain the following features: all parts are 
casily accessible; all moving parts are mounted on one 
shaft; the motor and transformer cause no radio inter 
ference; the flame burns in suspension away from the 
burner nozzle and the metering pump adjustment has 
heen made more accurate and simple. The manufacturer 
is the Williams Oil-O-Matic Heating Corporation, 
Bloomington, Illinois. 





sections to a stoker of the side-dump type. The boiler is 
of fire tube and water tube construction. Although the 
stoker is manufactured by Riley Stoker Corp., the com- 
plete combination is sold as one unit under the re- 
sponsibility of Spencer Heater Company, who makes the 
boiler. The Spencer Heater Company is located at 
Williamsport, Pa. 





Cooling Unit Uses 
Brine Spray 


The unit which is illustrated above has just been placed 


on the market. It has been designed to be non-frosting, 
with higher efficiencies, lower temperatures and highe: 


1O6 
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relative humidities at these lower temperatures than the 
equipment which it has been designed to replace. 
The idea in back of it is that by conditioning air at low 
temperatures, it can provide relative humidities suff- 
ciently high to prevent products such as fresh fruits or 
meats from drying in storage. The equipment illustrated 
is of the three fan type. Units consisting of one, two, 
meats from drying in storage. Niagara Blower Com: 
pany, of 6 E. 45th St., New York City, makes it. 


An Oil Burner 
for Homes 

The oil burner which is shown in the accompanying 
illustration has been designed to be installed in the ash 
pit doors of heating boilers. The motor has_ been 
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mounted with springs and rubber and is set in the stream 
of intake air to minimize noise. The burner is described 
as consisting of eight parts. The Uni-Fire Co., located in 
the Stephenson Bldg., Detroit, Mich., manufactures it. 


Device for Controlling 
Humidity 


The instrument shown here has been developed for 
close control of humidity and 


may be applied to humidifica- 
tion or dehumidification equip- 
ment. It is set at the relative 
humidity which it is desired to 
maintain by an _ adjusting 
screw. An especially prepared 
hygroscopic ribbon element ex- 
pands or contracts as_ the 
moisture content of the air 
brought in contact with it 
changes; this element is un- 
affected by the dry-bulb tem- 
perature. ‘The small amount 
of expansion or contraction 1s 
multiplied by a lever mechan- 
ism used to operate a sealed 
mercury tube switch. The 
manufacturer is Lewis Air 
Conditioners, Inc., 829 Sec- 
ond Avenue, South, Minne 
apolis, Minn. 














VACU-DRAFT overcomes 
all DRAFT PROBLEMS 


SYS tems 


—— 


in home heating 
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Tue problems of correct draft and complete combustion 
in heating plants afford many heating contractors endless 
hours of service to heating plants, that might all be 
instantly eliminated by the installation of the VACU- 
DRAFT. 


VACU-DRAFT creates a draft in the natural way, pepping 
up the heating action of the furnace, and causing complete 
combustion. Without complete 
combustion, the home-owner is 
not getting the full benefit of his 
heating plant. The fire will not 
take hold and accomplish its heat- 
ing duties. 





VACU-DRAFT eliminates this 
condition, and in addition, after 
the draft has been agitated so that 
the heating plant is functioning in 
the correct manner, the fan will 
automatically stop running, con- 
serving heat. 


Write for the full story of the 
VACU-DRAFT. There are great 
future business possibilities for 
the heating contractor who can 
put faulty furnaces into shape, 
and that is just what the VACU- 
DRAFT will do. 


“| SHOWS VACU-DRAFT IN- 

STALLED WITH A STEAM 

HEATING SYSTEM « « 
DEALERS AND DISTRIBUTORS 


Dealers all over the country are enjoying the profits 
which naturally follow the display of VACU-DRAFT. 
Write at once for full information and territory open. 


VACU-DRAFT CORP., MUNCIE, INDIANA 


Manufectured by 
MUNCIE GEAR COMPANY 


New York Office: 1350 BROADWAY 
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Weather vanes. Straw votes. Accept- 
ance records. Each in its way shows 
how the wind blows. 





























Experience with the Leland cradle 
mounted motor for oil burner, stoker 
and refrigerator drive points the way 
for builders of such appliances. Its 
acceptance in these fields of applica- 
tion is its best endorsement. 


A feature of the Leland cradle mounted 
motor worthy of particular emphasis is 
the type of mounting employed. To 
illustrate:—It is common knowledge 
that motors for oil burners, stokers, air 
conditioners and refrigerators must be 
QUIET. Consequently, all inherent 
noises and sources of noise must be 
isolated within the motor itself. Trans- 
mitted vibration must be eliminated. 
How well that has been accomplished 
in the Leland cradle mounted design 
is well known. 

That which is not so well known is the fact that 
Leland engineers finished the job—went farther— 
designed a mounting that would “stay put”’ 
regardless of weight, belt pull, load thrust and 


other tendencies to dislocate the motor shaft with 
respect to the motor base and the driven load. 


Can you rest content with any motor other than 
the best for your requirement? 


A. C. Repulsion-Induction 
D. C. Compound-W ound 
A. C. Polyphase 
Capacitor Motors 

Specials when required 


‘The LELAND ELECTRIC CO 


DAYTON OHIO U°S-A 


CANADIAN ADDRESS CABLE ADDRESS 
TORONTO LELECT 
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Unite to Oppose Free Service Offer on Oil Burners 


Directors of the American Oil Burner Association 
are supporting oil burner and fuel oil dealers in Wash- 
ington, D. C., in opposing certain practices of the Stand- 
ard Oil Co. of New Jersey in connection with the offer 
of a premium to oil burner owners in exchange for long 
term fuel contracts. Supporting the Washington dealers 
in their fight against a practice which, dealers claim, will 
force some of them out of business, along with in- 
dependent fuel distributors, are the leading manufac- 
turers of oil burners in the United States. 

Arthur W. Clark, managing secretary of the dealer 
division of the American Oil Burner Association, stated: 
‘We are much concerned over the effect that this free 
service offer may have toward misleading the public. The 
oil burner industry also frowns on the plan of any one 
service organization attempting to render satisfactory 
service on all makes of oil burners. The directors of the 
Association call attention to the fact that their oil burner 
dealers actually sell automatic heat and are, therefore, 
much concerned in all of the things that the users oi 
the burners have to deal with that have any direct bear- 
ing on satisfactory automatic heat.” 

Mr. Clark, who has laid out a program to rally some 
10,000 oil burner dealers in the United States and Canada 
to fight the “free service” practice in their respective ter- 
ritories, is of the opinion that in this move in Washing- 
ton Standard Oil Co. signalized the beginning of an 
effort to obtain the greater part of the domestic fuel oil 
business throughout the territories of the Standard On 


Co. of New Jersey. 


OIL BURNER MARKET GROWS 


‘With some one million families now employing auto- 
matic oil heating in their home,” Mr. Clark said, ‘‘the 
fuel oil business is bulking large as a great new outlet 
for the products of the major oil companies. The 
domestic fuel oil market now runs close to two billion 
gallons a year. And this is only the start. With the 
oil burner industry only ten years old and some of the 
major home-appliance manufacturers entering the field, 
‘the oil burner looms as a secondary market to the auto- 
mobile for petroleum. While the oil burner industry 
wants all of the companies to win their fair share of this 
promising business, it does not intend to stand by and 
permit itself to be dismembered in a battle between 
giants.” 

Thomas A. Walsh, spokeman for Washington dealers 
and representing the Oil Burning Council of the Mer- 
chants and Manufacturers Association, has been active 11 
organizing Washington dealers against the “free service’ 
practice. 

The following nationally known manufacturers are 
co-operating with the dealers: Anchor Post Fence Co., 
Baltimore; Automatic Burner Corp., Chicago; Century 
Engineering Corp., Cedar Rapids, lowa; Chalmers 01! 
Burner Co., Minneapolis, Minn.; Cleveland Steel Prod- 
ucts Corp., Cleveland ; Crystal Oil Burner Corp., Irving: 
ton, N. J.; Electrol Inc., New York City; Enterprise 
Oil Burner Co., San Francisco; Franklin Oil Heating. 
Inc., Columbus, Ohio; International Burners Corp. (Di 
vision of Silent Glow Oil Burner Corp.), Hartford, 


. a “ ‘ cs 
Conn.; Kleen Heet, Inc., Chicago; Malleable Iron 1st 































November, 1932 


DOMESTIC ENGINEERING 
Vv Automatic Heat 


Air Conditioning Dealer 
Section 109 


Let us introduce to you 


AIR CONDITIONING 
FOR COMFORT 


This Brand New Book Gives Sales Points—Complete Engineering Data 
—and a reliable Background for Your Knowledge of Air Conditioning 


Ar CONDITIONING FOR COMFORT is brand new— 
the first complete book to give the ‘‘whys, hows 
and what withs”’ of engineering for conditioned air. It is 
written in concise, clear language that ably answers the 
flood of questions being asked about this big subject. 


Its 256 pages are alive with the tables, diagrams and 
essential data which an engineer or contractor must have 
to properly estimate or design a job, be it skyscraper or 
cottage. They set forth the practical formulas for 
computing all the components of the various heating, 
cooling and de-humidifying systems. 


Samuel R. Lewis, who wrote the book, is a pioneer in the 
development of the design of plants cooling for comfort, 
is past president of the American Society of Heating and 





CONTENTS OF AIR CONDITIONING FOR COMFORT 


Chapter 1.—Explanation of Terminology. 
Chapter 2.—Instruments of Service in Air Conditioning. 
Chapter 3.—Relation of the Human Body to Air Conditioning. 


Chapter 4.—The Influence of the Type of Heating System Upon Air 
nditioning. 


Chapter 5.—Heat Transmission Through Building Materials. 

Chapter 6.—Calculatieons for Air Conditioning Requirements. 

Chapter 7.—Sunshine, Evaporation, Air Leakage and Lighting. 
Chapter 8.—Air Distribution Within Rooms of Cooling Systems. 
Chapter 9.—Controlling the Temperature in Air Conditioning Systems. 
Chapter 10.—Water Circulation in Heating and Cooling Systems. 
Chapter 11.—Air Ducts in Heating and Cooling Systems. 








Chapter 12.--Computations for an Actual Design. 





ANSWERS SCORES OF SUCH QUESTIONS AS THESE: 


~-What are the strong points of the different cooling compounds? 
(See page 26) 

—~What are the different humidifying devices available?——dehumidfy- 
ing devices? (See page 8) 

~-What is relation of the human body to temperature — 
moisture —- motion — chemicals — radiation — con- 
vection —evaporation-—-sensible and latent heat? 
(See page 42) 

~What cooling system will work best with the 
various heating installations? (See page 60) 

How do you calculate air conditioning require- 
ments? (See chapter 6) 

What is the reasonable temperature and 
humidity for satisfactory artificial 
cooling of living quarters? (See 
table 2) 


DOMESTIC 
ENGINEERING 


Plumbing 6- Heating Contracting end Merchandising 
1900 PRAIRIE AVENUE CHICAGO 








Ventilating Engineers, and is a consulting engineer with 
an impressive record of large and small heating and cool- 
ing installations to his credit. Out of these achievements 
have come the exhaustive knowledge and qualifying 
experience which makes Mr. Lewis such an admirable 
choice to write this authoritative book on AIR CON- 
DITIONING FOR COMFORT. 


You have the opportunity at last of completely informing 
yourself on the merits of the various air conditioning 
systems. Send us $2.00 and AIR CONDITIONING FOR 
COMFORT will be mailed you promptly—with this addi- 
tional promise—that if you do not want to keep it, you 
may return it within ten days and we will refund your 
money. 


36 Tables, 94 Figures, Charts and Diagrams in this 
New Book, of Which the Following Are Examples: 


Figure 4—Capillary type of humidifier. 

Figure 11—Diagram of silica gel cycle for removing moisture from air 
Figure 16—Psychometric chart with comfort zone. 

Figure 21—Utilization of city water for house cooling. 

Figure 25—Coefficiénts of heat transmission through building materials. 
Figure 42—Heat transmitted by evaporation. 

Figure 54—Layout of a humidity and temperature control system. 
Figure 62—Layout of a simple parallel return heating-cooling plant 
Table | —Mixtures of air and saturated water vapor. 

Table 36 Conversion Tables. 













PRICE 
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CLOTH BOUND 
256 Pages Size—-514" x 814" 
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METAPHRAM 
Type A2 
for small low pressure 


plents — gas, oil or 


coal fired. 





nanhAaanaanhana 
ME TAPHRAM 





METAPHRAM Gradual Control 


covers the entire range of domestic 
hot water and low pressure boilers and 
tank heaters, either gas, oil or coal fired. 


Descriptive Bulletins on Request 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE 








The PITTSBURGH 
GAS FIRED UNIT 


Your market is unlimited—in- 
dustry needs and will react 
profitably to the Pittsburgh— 
just go to those with commercial 
heating problems. Here is a unit 
heater that works efficiently, be- 
ing completely automatic; works 
economically, needing no servic- 
ing; clean, compact and it pre- 
sents you with absolutely no 
installation problem. They are 
especially adapted to ventilat- 
ing. cooling and drying. 





AUTOMATIC 
GAS-STEAM 


RADIATORS 


The market today is more alive and 
open to gas-fired radiators than ever 
before, because here is an economical 
answer to heating problems. Can be 
operated as @ separate unit, or in 
connection with the regular heating 
plant. Simplicity of installation and 
operation, together with operation 
economy making them extremely 
salable. Write for full details 





Approved by the Testing Laboratory of the American Gas Association 


AUTOMATIC GAS-STEAM RADIATOR Co. 


BRUSHTON & THOMAS STS. PITTSBURGH 





SS AS OTT. 





CHICAGO 
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tings Co., Branford, Conn.; May Oil Burner Corp., 
Baltimore; McIlvaine Burner Corp., Evanston, III; 
Motor Wheel Corp., Lansing, Mich.; National Airoil 
Burner Co., Philadelphia; Nu-Way Corp., Rock Island, 
Ill.; Oil-American Burner Corp., Roselle Park, N. J.; 
Petroleum Heat & Power Co., Stamford, Conn.; Ray 
Oil Burner Co., San Francisco; Scott-Newcomb, Inc.. 
St. Louis; Silent Glow Oil Burner Corp., Hartford, 
Conn.; Simplex Oil Heating Corp., New York City; 
Super Oil Heator Sales Co., Hartford, Conn.; Sword 
& Kimber Co., Philadelphia; Timken Silent Automatic 
Corp., Detroit; York Oil Burner Co., Inc., York, Pa. 





Air Conditioning and Related Products Exhibited 
at Philadelphia Electric and Radio Show 


Perhaps no feature at the Philadelphia Electric anil 
Radio Show, held last month in the Convention Hall 
at Philadelphia, Pa., attracted more attention than the 
Spanish type bungalow, which gave the many visitors a 
clear idea of the value of air-conditioning for comfort 
in the modern home. This bungalow consisted of three 
rooms: 1—A living room in an average home on a typical 
day in August with all its humidity, high temperature 
and discomfort. 2.—A living room on a day in Febru- 
ary with stuffiness and half-burnt air. 3—A living room 
that has been air-conditioned with balmy, spring-like 
weather that lasts from one end of the year to the other. 
Snow on the roof of the winter end of the bungalow 
and a patio with a fountain at the summer end added 
a touch of realism to the arrangement. ‘‘The House of 
Eternal Spring” was the name given to the air-con- 
ditioned room, which showed how air-conditioning may 
he applied in any home today. This house was spon- 
sored by the Philadelphia Electric Co. and had an air 
conditioning unit which was manufactured by the Gen- 
eral Motors Co. 

Other exhibitors of air-conditioning and related prod- 
ucts were: The J. R. Ackerman Corp. of Philadelphia; 
Automatic Electric Water Heater Co. of Pottstown, 
Pa.; Philadelphia Electric & Mfg. Co., Philadelphia; 
Black & Decker Mfg. Co., Towson, Md.; Conover Co., 
Chicago; Hexel Radiator Co., Milwaukee, Wis., and 
‘Roberts & Mander Stove Co., Philadelphia. 


Predicts Great Increase in Oil Heating During 
Next Decade 


Commenting on the growth of the oil burner industry 
in the space of 12 years which has brought it from rela- 
tive obscurity to the proportions of “big business,” Mor- 
gan J. Hammers, president of the American Oil Burner 
Association, says: “The industry has long since passed 
the pioneering and experimental stage both market-wise 
and engineering-wise. It is now entering the era of 
mass-marketing. More than three-quarters of a million 
burners are now installed in American homes and the 
annual turnover in merchandising volume in oil and 
equipment is running upwards of $400,000,000, as the 
association approaches its 10th annual convention and 
exposition, marking a decade of tremendous advance- 
ment and general public acceptance, it is a conservative 
estimate to say that the next decade will see fully 20 per 
cent of American homes to enjoy automatic oil heating 
as against a present 4 per cent.” 
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-especially for wideawake dealers 
selling the all-season line 
of MW Oil-Burning 
Utilities 


Dealers everywhere are successfully selling MW Automatic 
Water Heaters, because it is so easy to prove that the units 
save money to domestic and commercial users, by furnishing 
more hot water for very much less money. 


Everybody uses hot water. Every family, countless shops, 
stores, barber shops, beauty parlors, laundries, schools and 
other places are concerned with the comfort and dependability 
with which hot water is produced — they’re keenly inter- 
ested in what it costs. 


Hot water provided by old-fashioned means runs into money. 
: A water-heating dollar spent for electricity yields 171 gallons 
; of hot water. Bottled gas furnishes 274 gallons, manufactured 
gas 484 gallons. The same dollar spent for No. 1 fuel oil used 
in the Model 66 MW Automatic Water Heater delivers 1500 
gallons of piping hot water. 


MW dealers sell hot-water economy rather than just 
heating apparatus. They do a profitable business all 
year round because hot- 
water prospects are every- 
where also prospects for 
the famous MW “Auto- 
matic Weather Control 
Unit”, heating premises in 
Winter, cooling them in 
Summer— MW Automat- 
ic Steam and Hot-Water 
Boiler Units-—— Domestic 
and Commercial Ranges, 
Radiant and Circulating 
Cabinet Heaters, by all 
odds the fastest-selling 
units of their types. 


TheMW protective dealer 
franchise is a business- 
stimulating proposition 
gauged to present-day 
economy standards. Write 
for details today, using the 


i. 
coupon. | 
| 
| 
I 
| 
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Air Conditioning Dealer 


THERE’S MONEY IN HOT WATER! 





PRODUCTS THAT SELL, SPRING, 
SUMMER, FALL AND WINTER 


MW AUTOMATIC 
WATER HEATER 


Domestic and commercial 
sizes. or houses, apart- 
ments, office buildings, 
schools, shops, factories. 
Single and battery installa- 
tions. Hot water at lowest 
cost. Listed as Standard 
by Underwriters’ Labora- 
tories. 


Mw “AUTOMATIC 
WEATHER CONTROL 
UNIT” 


Round and square types. 
Warms in winter, cools in 
summer—automatically. 
Low cost and economical 
upkeep. Most popular air- 
conditioning units on the 
market. Listed as Stendard 
by Underwriters’ Labora- 
tories. 


MW OIL-BURNING 
COOKING RANGE 
Two types—for homes, 


restaurants, lunch roorns, 
stands, clubs, ho 


etc. ick, clean, 
uniform, oil-generated, 
controlled heat—the bet- 


ter, more economical way 
of cooking, frying, roast- 
ing, baking. 















MW RADIANT OR 
CIRCULATING 
CABINET HEATER 


Offering new heating ad- 
vantages and economies in 
homes, real estate offices, 
schools, stores, shops, gas 
stations, waiting rooms, 
roadside stands, offices, 
garages, tourist cabins, rail- 
way stations, churches and 
other locations. 





SOMA Tic 
UNIT 





Heating with steam or hot 
water. Revolutionary 

and tube construc- 
tion assures most complete 
heat utilization ever 
achieved. Small and large 
capacities. Listed as Stand- 
ard by Underwriters’ Lab- 
oratories. 
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MOTOR WHEEL CORPORATION, DEPT. Bii1 


HEATER DIVISION, LANSING, MICH. 


Please send me full information regarding 


Name 


Address 


City 


the MW line of Oil-Burning Utilities, and 
explaining its sales and profit opportunities. 


State 
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TO TALK MOTORS 














icesiaiees ELECTRIC offers a complete 
line of dependable fractional - horsepower 
motors headed by the famous Type KC and 
the equally dependable Type KH. Definitely 
engineered to meet the performance charac- 
teristics of modern oil burners — backed by 
nation-wide service — these drives offer un- 


deniable advantages to every manufacturer. 





It’s time to talk motors. Investigate also 
General Electric transformers, cable, etc., for 
the modern oil burner. General Electric 


; any, Schenectady, N. Y. Sales 
ae ae sepemnn ay - ’ i ales and THE TYPE KC single- 
engineering service in principal cities. phase motor with capaci- 
tor-transformer unit. Also 

available with separate 


capacitor unit 





THE TYPE KH resistance split- 
phase motor. . . an unusually 
efficient drive with great reserve 
strength 
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SUPPLY NEWS 














FOR MANUFACTURERS, 
WHOLESALERS, SALESMEN 


More Plants Reopen as Orders Increase 


NINE HUNDRED MEN RESUME WORK 
IN RADIATOR PLANT 

The American Radiator Co. reopened its plant at 
Bayonne, N. J., in the middle of October when 900 men 
returned to work. This plant is said to be the largest 
cast iron radiator plant in the country. It was closed 
last spring, and since then but fifty men have been em- 
ployed in the shipping department. 


ADD MANY MEN AND INCREASE PRODUCTION 


The Dole Valve Co., 1913-1933 Carroll avenue, Chi- 
cago, Ill., has recently added a large number of workers 
to its payroll and greatly increased its production sched- 
ule owing to sales stimulation caused by its new valve. 


ELIZABETH AND ZANESVILLE PLANTS 
RE-OPENED IN OCTOBER 

The Burnham Boiler Corporation, Irvington, N. Y.. 
manufacturer of heating boilers and radiators, opened 
its Elizabeth, N. J., plant and its Zanesville, Ohio, plant 
during October. At the Zanesville plant 150 men were 
recalled. The company’s plant at Lancaster, Pa., has 
been operating on a full time schedule for some time. 


HAS INCREASED ITS PRODUCTION SCHEDULE 


Borden Company of Warren, Ohio, manufacturer of 
pipe-threading and cutting tools has increased its pro- 
duction schedule. 


THATCHER CO. HAS INCREASED PRODUCTION 


The Thatcher Company, 39-41 St. Francis street, 
Newark, N. J., has increased production at its plant at 
Garwood, N. J., for boilers and radiators, having added 
to its working forces and increased the day’s run. The 
company is now working its plants at Newark and Gar- 
wood six days a week. 


— ——— 





Hoffman Heater Co. Bought by New Company 


Hoffman Heater Co. of Louisville, Ky., has been pur- 
chased by the Hoffman Gas & Electric Heater Co., which 
was recently organized to manufacture electric heaters 
as well as the gas-fired heaters which the old company 
has been producing since 1903, The new company will 
take over all assets and the entire business of the old 
company, including twenty-five branches in the principal 
cities of the country. Walker H. Bowman, Jr., presi- 


dent of the National Forge Co. of Louisville, is presi- 
dent of the Hoffman Gas & Electric Heater Co., and the 
directors, in addition to Mr. Bowman, are: R. I. Ingalls, 
Birmingham, Ala.; W. F. Clark, Philadelphia, inventor 
ot the electric heater, which the company will manu 
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facture; F. B. Ayres and Robert I. Vaughan, both ot 
Louisville. Mr. Clark will move to Louisville from 
Philadelphia and will assist Mr. Bowman in the man- 
agement of the company with offices at 1701-15 Dixie 
Highway. 


Du-Kane Supply Co. Now Its Name 


Duquesne Supply Co. of Pittsburgh, Pa., dealers in 
plumbers’ specialties, has been succeeded by Du-Kane 
Supply Co., and has moved the business trom the old 
location at Market street and First avenue to 146 Anita 
avenue. 


Mueller Brass Co. Sells Canadian Patent Rights 


Mueller Brass Co. of Port Huron, Mich., has recently 
sold the patent rights to manufacture the threadless 
Streamline fittings in Canada to the Canada Wire & 
Cable Co., Ltd., at Leaside, Ontario, Canada. ‘These 
fittings will be manufactured in Canada for the plumb 
ing and heating trades, electric refrigeration, paper mills 
and other industrial applications. H. Horsfall and W. 
H. Marsh, president and vice president, respectively, of 
the Canada Wire & Cable Co., expect to be in production 
on these fittings within the next six or eight weeks. 





Sturtevant-Cooling’and ‘Air Conditioning Co. Now 
Its Name 


The Cooling and Air Conditioning Corp., founded 
by and, until recently, partly owned by the B. F. Sturte 
vant Company, 1s now a completely owned Sturtevant 
subsidiary, to be incorporated under the laws of Massa 
chusetts. The name of the corporation will be changed 
to Sturtevant-Cooling and Air Conditioning Company, 
with its headquarters at Hyde Park, Boston, Mass. Its 
principal officers are E. B. Freeman, president; B. 5S 
Foss, treasurer, and H. R. Sewell, vice president and 
general manager, who has been with the Sturtevant 
Company for seventeen years, the past seven of which 
as manager of the air conditioning division. 


Hold Formal Opening of New Business Home 


Southern States Supply Company ot Columbia, 
S. C., one of the oldest plumbing and heating suppl) 
houses in South Carolina, recently moved its business 
to new quarters at 1322 Sumter street in Columbia. 

As soon as the company had arranged attractive 
sales and display rooms, invitations to attend a three- 
day formal opening were issued to its many friends 
among master plumbers, architects, contractors and 


, 
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home owners. During the opening a large number 
of visitors, both from Columbia and from surround- 
ing towns, called at the sales and display rooms, with 
the result that a surprising number of prospects was 
listed. 

Many telegrams of congratulations and good 
wishes were also received during the opening, and 
many representatives of manufacturers and whole- 
salers called to pay their respects, among them rep- 
resentatives of Standard Sanitary Mfg. Co., Frost Co., 
Charlotte Pipe & Foundry Co., Scovill Mfg. Co., and 
Kagle-Picher Lead Co. 

The new large showroom is well planned and fur- 
nished with flood lights during the evenings. The 
displays consist of the latest patterns of plumbing 
fixtures, heating boilers and radiators, domestic water 
systems and gas appliances. The new plumbing 
fixtures in colors brought forth much favorable com- 
ment from the visitors. 

b. M. Lemmond, who is president of the Southern 
States Supply Co., has been connected with the 
plumbing and heating supply trade twenty-five years, 
a large part of which he has spent with the company 
he now heads, and in this time he has built up an 
efficient organization and has opened a branch house 
in Florence, S. C., managed by H. L. Fulmer. 





A. H. Schroth Resigns 


Announcement has just been made of the resignation 
of A. H. Schroth, vice president and general sales man- 
ager of Richmond Radiator Company, New York City, 
a position which he has held for fifteen years. While 
Mr. Schroth will continue until the end of the year with 
the above-mentioned company as vice president and di- 
rector, his plans for the future will not be announced 
until his return from an extended vacation. 





Cleveland Stoker Co. Changes Hands 


The Reliance Electric & Engineering Co. of Cleveland, 
Ohio, has purchased the business of the Cleveland Stoker 
Co. at 6545 Carnegie avenue in Cleveland. 


Walter J. Kohler on Rehabilitation 


That a renewed general movement for the repair and 
modernizing of homes will help in the rehabilitation of 
prosperity is the opinion expressed by Walter J. Kohler, 
president of the Kohler Company, of Kohler, Wis., who 
spoke before a meeting of Wisconsin’s industrial and 
financial leaders at Milwaukee, Wis., recently. The 
gathering was in furtherance of a nationwide program 
for industrial rehabilitation which grew out of President 
Hoover’s conference of business men last August. 





Mr. Kohler declared that “the tide of depression has 
turned” and urged Wisconsin industries to plan their 
operations anew, with the definite purpose of working 
at least one day more each week during the winter 
months in an earnest effort to “hasten the recovery which 
is coming.” 

“The rehabilitation movement should not be confined, 
however, to industrial establishments, for a substantial 
increase in employment can be brought about by a re- 
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newed general movement for the repair and modernizing 
of homes,” he declared. 

“The home owner is the best type of credit risk, and 
with the help of the home loan banks and the Recon- 
struction Finance Corporation should be able to im- 
prove home properties. 

“The tremendous effect of a general movement of this 
kind in providing direct and indirect employment can be 
gauged by the facts that there are 14,000,000 home own- 
ing families in the United States and that in Wisconsin 
61 per cent of all the families own their dwellings, the 
largest percentage in any state.” 





Will Manufacture Copper Radiators 


The Belleau & Malo Company has been organized by 
Frank Malo and Joseph Belleau to manufacture copper 
radiators for domestic heating purposes, and has started 
business at 1367 South Broadway, East Providence, R. I. 





Will Manufacture Oil Burners 


The Geln-Wood-Main Burner Corporation of Hart- 
ford, Conn., has been incorporated with a capital of 
$50,000, to manufacture oil burners. The incorporators 
are David Weinberg, Vincent D. Zito and Esther Lan- 
derman. 





Buys American Water Heater Co. 


L. R. Mendelson, president of the Hotstream Heater 
Co., Cleveland, O., announces the purchase of the Amer- 
ican Water Heater Co. of St. Louis. This acquisition 
helps to round out the lines of the Hotstream Heater Co. 
by providing a complete line of instantaneous automatic 
heaters and accessories. For the time being, operation at 
the factory in St. Louis will be continued. 





Reports 58 Per Cent Increase in Sales 


During the first eight months of 1932, according to 
figures made public by M. F. Cotes, director of sales of 
the heater division of Motor Wheel Corporation, Lan- 
sing, Mich., sales of its oil burning utilities showed a 
58 per cent increase over sales for a like period in 1931. 





Exhibit of the American Gas Products Corp., division of 
American Radiator Co., New York City, at the Second 
International Heating and Ventilating Exposition 
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Organize New Brass Association 


The National Brass Association, a voluntary associa- 
tion of manufacturers of plumbers finished staple brass 
and built-in fixtures, has been organized. At the associa- 
tion’s offices, 176 W. Adams street, Chicago, F. S. Jef- 
feries, the secretary of the new association, said: 


“Our industry like many others has numerous prob- 
lems which are specifically related to production and sell- 
ing. The manufacturers in our association recognize 
that as individuals they can not cope with the unbridled 
and demoralizing trade practices prevailing, and that 
only through honest cooperation (as an association) can 
they hope to bring order out of chaos. 

“This Association has as one of its principal objec- 
tives, the creation of more livable conditions for those 
employed in the industry. This can only be accomplished 
through selling materials at a profit. 

“Our moral objective is to engender a better spirit of 
fellowship and confidence, to the end, that stability may 
replace predatory price cutting, and discrimination, 

“We honestly feel that buyer, seller, and consumer, 
are utterly dependent upon each other, and will be ad- 
versely affected by any influence that undermines the 
stability of either, as a group. We also believe, that the 
interests of all are best conserved when each link in the 
chain of distribution operates at a profit; and that it 
pays handsomely to be considerate of our competitors, 
our customers, our employes, and the general public. 

“Tt is an accepted fact that manufacturing costs, as a 
whole, are virtually at an irreducible minimum. 

“Hard money is not elastic, consequently the selling 
of the finished product at below cost prices brings rui- 
nation to the manufacturer with instability and inventory 
loss to the wholesaler and- retailer. 

“It is a fallacious policy for buyers to drive prices 
down below cost by “baiting” the seller; this boomerang 
has wrecked many wholesalers and retailers. 

“Misrepresentation, inferences, innuendos, and _false- 
hoods, have an unsettling influence on prices and event- 
ually depreciate inventory values of buyer and seller. 

“Depressed prices, shrinkage in inventory values, loose 
credits, pilfering of unearned discounts, the returned 
goods evil, etc., all have contributed toward demoraliza- 
tion, with resultant loss to both buyer and seller. 

“With ‘unit’ volume about one-sixth of the 1925 peak, 
and ‘dollar’ volume at least thirty per cent below the 
unit volume, it is obvious there is only one ‘out’ for 
either buyer or seller, and that is—advanced unit prices. 

“Prosperity, for you and for me, will come only when 
goods are sold at prices that return a profit to the seller. 

“Hammering prices down by any and every conceiv- 
able method is unquestionably prolonging recovery, and 
if continued, will result in many more bankruptcies and 
receiverships. 

“Unconfirmed rumors, distorted facts, distrust, suspi- 
cion, and David Harum tactics, have caused, in the par- 
lance of the street, ‘chiseling.’ 

““Cut prices’ will not bring success. Some firms so 
indulging, may survive longer than others but in the end 
they go into or are thrown into bankruptcy. This indis- 
putable thesis is borne out through the recent failure of 
several of our larger chain store ‘price cutters,’ with 
more to follow. These chains, unfortunately, were 
volume conscious instead of profit conscious. 

“Our association bespeaks the cooperation of the 
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BARNES .% JONES 


127 BROOKSIDE AVENUE, JAMAICA PLAIN, BOSTON 











Send without obligation your book describing Barnes 
& Jones Vapor and Vacuum Systems of Heating. 
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~ Boost Christmas Sales 


Don’t delay!—put your best foot forward. 
There are thousands of homes needing these 
snappy new kitchen and lavatory fittings. 
Xmas is the right time to approach them, 


Hays Brass Goods are the dependable prod- 


| 
| 
| 
| 
| 
| 


——— 


ucts to sell them. 


Dress up your 
| store canvass 
your neighbor- 
hood display 
the attractive 
Hays Gift Pack- 
age. In short, 











don’t wait for 


Hays Brass Goods are attractively 
packed for Xmas trade 


this business 
make it. 


Hays prices are lower than ever and Hays 


quality never changes—it’s the best. 


Consult Your Wholesaler today 





ERIE, PENNA. 


HAYS MFG. CO. - 





Write for Catalog \ : 
Sec. ! 








MANUFACTURER COPPER 
TO } | BRASS 
WHOLESALER H A ~ AND 
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PRODUCTS 


MASTER PLUMBER 
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wholesaling and retailing fields in its program of recon 
struction, designed to aid all branches of the industry in 
returning to a profitable basis of merchandising.” 





Stanley C. Hope New President of Gilbert & 
Barker Mfg. Co. 


On November 1 the following changes became ef 
fective in the executive personnel of the Gilbert & Barker 
Mfg. Company, manufacturers of domestic and industrial 
oil burners, with home offices and plant in Springfield, 
Mass., and foreign plants in Toronto, Canada and Syd- 
ney, Australia. Stanley C. Hope, vice president and gen- 
eral manager since January, 1929, was elected president 
and general manager by the board of directors, succeed- 
ing Charles C. Ramsdell, president for the last three 
years, who retired after 40 years’ association with the 
Company. P. H. Bills, treasurer, was elected vice presi- 
dent and treasurer, and J. G. O’Connor, export manager 
was appointed executive assistant to the president. 





Perfex Corp. Appoints Additional Representatives 


The Perfex Corporation of Milwaukee, Wis., manu- 
facturer of unit heaters, concealed radiators and school 
heating and ventilating units, has appointed new district 
representatives as follows: W. P. Whittington Co.. 
Indianapolis, Ind.; Geo. L. Meleney, Washington, D. 
C.; J. Walter Burke, 46 Buckingham road, Wollaston, 
Mass., and Harry R. Burton, 91 Foster street, Wor- 
cester, Mass. This year’s September sales of this con- 
cern showed an increase of 300 per cent over September 
of last year. 





Names Tacoma Agent 
Kieley & Mueller, Inc., of New York City has ap 
pointed F. G. Hartley Co., Perkins Building, Tacoma. 
Wash., agent for its line of pressure control devices 
and allied specialties in the Pacific Northwest. 


Reports Large Increase in Sales of Water Softeners 


The Permutit Company of 440 Fourth avenue, New 
York City, reports that its sales of domestic water 
softeners in September was the largest of any month 
during the last two years. O. P. Harris, manager of 
sales, ascribes this growth in sales to a new line of 
models combined with a comprehensive merchandising 
plan. 
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Ames Pump Co., Inc., Appoints Representatives 


Ames Pump Co., Inc., of New York, N. Y., has re- 
cently appointed the following as its representatives: The 
G. H. Alwine Co., Omaha, Neb.; C. A. Will, 3850 
Cornelius avenue, Indianapolis, Ind.; William Heagerty. 
315 Davidson avenue, Buffalo, N. Y.; Fuel Econom) 
Engineering Co., New York bldg., St. Paul, Minn.; No- 
land Company, Inc., Ist & K streets, N. E., Washington, 
D. C.; Noland Company, Inc., 122 S. 8th street, Rich- 
mond, Va.; Noland Company, Inc., 216 Liberty street, 
Winston-Salem, N. C.; Noland Company, Inc., Morgan 
avenue, Spartanburg, S. C.; Noland Company, Inc., Mor 
gan avenue, Spartanburg, S. C.; Noland Company, Inc., 
270 Garnett street, Atlanta, Ga.; Noland Company, Inc., 
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115 Market street, Chattanooga, Tenn.; William G. 
Craig, 1215 So. College street, Tulsa, Okla. 





Appoint Sales Representatives in Many Parts 
of the Country 
Kelly Brass Works, 226 West Ontario street, Chicago, 


[ll., manufacturers of air valves, has just announced the 
appointments of the following sales representatives: 
Charles F. Stumpf, 417 West Ohio street, Chicago: 
[astern States Sales Co., 114 East 32nd street, New 
York; C. W. Wheeler, Grant building, Pittsburgh, Pa.; 
H. H. Wright, 615 City Bank building, Kansas City, 
Mo.; F. S. Thompson, 300 Stealey avenue, Clarksburg, 
W. Va.; James J. Johnson, Rockefeller building, Cleve- 
land, O.; E. S. Thompson, 2401 Chestnut street, Phila- 
delphia, Pa.; L. J. Lembke, Missoula, Mont.; Ligon B. 
Ard, 1015 East 8th street, Los Angeles, Calif.; S. Z. 
Cole Company, Canal Bank building, New Orleans, La. ; 
W. H. Epperson, 538 Howard street, San Francisco, 
Calif.; H. N. Willard, Volunteer building, Chattanooga, 
Tenn.; George L. Beers, 6912 Central avenue, Tampa, 
Fla.; E. C. Fallein, U. S. National Bank building, 
Denver, Colo.; C. E. Wing, 832 Temple Bar building, 
Cincinnati, O.; R. E., Dekraker Company, Murry build- 
ing, Grand Rapids, Mich.; William McNamara, Ply- 
mouth building, Minneapolis, Minn.; A. W. Freeman, 
1815 Queens Road, Charlotte, N. C.; D. C. Murphy Co., 
Inc., 207 Old Colony Building, Des Moines, Ia.; D. C. 
Murphy Co., Inc., 305 Security Bldg., Davenport, I[a., 
and Hugo C. Schwan, 2457 Woodward avenue, Detroit, 
Mich. These representatives will call on the wholesale 
dealers in their territories. 





Trane Holds Series of Sales Meetings 


Executives of the Trane Co., La Crosse, Wis.., 
have just completed a series of sectional sales meet- 
ings throughout the country. The last one was held 
in New York in October and was attended by 26 
metropolitan area salesmen. 

The purpose of these meetings was to acquaint the 
salesmen with the company’s combination heating, 
ventilating, and temperature control system machine 
for schoolrooms; and also to outline the activities of 
the sales organization for participation in the tem- 
perature control valve and unit heater autumn sales 
campaigns. 


ee 





General Electric Co. Becomes Member of 
American Oil Burner Association 


Having definitely entered the manufacturing branch 
of the oil heating field, the General Electric Co. of 
Schenectady, N. Y., has applied for and been accepted 
into membership of the American Oil Burner Associa- 
tion at a meeting of the association’s directorate held in 
St. Louis, Mo., on October 11. By meeting all the re- 
quirements of the association, the General Electric Com- 
pany automatically becomes a member of the Oil Heat- 
ing Institute and is entitled to display its emblem. 





The Acme Shower Curtain Co., of Chicago, has 
moved its business from 1039 North Crawford Avenue 
to 910 West Jackson Boulevard. 
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No. 25 
250 10 350 g.p.h. 
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WESTCO JUNIOR 
Turbine-type 
WATER SYSTEM 
100% Automatic 


and Self-priming 





Low Priced? 


~qerer 


YES—and extra value too! 


That’s why Westco 1932 sales 
Jumped 200% 


It’s EASY to be the leading water 
system dealer in your community 
when you handle the Westco line 
Money-back guarantee—outstand- 
ing mechanical features—low prices 
—extra value are reasons why people 
are buying Westcos. 


No short discounts exclusive 


dealer franchise—freedom from ex- 
pensive service calls are reasons why 
dealers make money selling the 
Westco line. 


New Patented Feature 

Patented Removable Liners are 
the latest Westco operating and sell 
ing feature. These Liners allow the 
capacity to be increased or decreased 
without disturbing the installation. 
They also protect the pump casings 
from any possible wear and insure 
lifetime service for the casings. 


This is a powerful selling aid be- 
cause these Removable Liners can 
easily be replaced if they should be 





subjected to severe wear due to for 
eign matter entering the pump 
chamber. Thus by simply replacing 
the Liners the pump can be made as 
good as new. This job costs but little 
and can be done quickly on the 
premises 
Other Features 

All Westcos have Automatic Alr 
Volume Controls; are Self-priming 
and quiet in operation. They are 
absolutely free from “water hammer” 
and pounding in the pipes. Success 
ful operation guaranteed on suction 
lifts as high as 28 feet. Lubrication 
necessary only once a year, Attract 
ively finished in green and black 

Sizes Available 

Westcos are built in a complete 
range of sizes with capacities from 
250 to 3000 gallons per hour. Elec- 
tric motor or gasoline engine driven. 


Do It Now! 
Remember Westco franchises are 
EXCLUSIVE Act 
now! Sign the coupon 
below and mail today 
for FREE colorful 
Catalog and new, low 
Price List 





Westco Pump Cor 
poration, Davenport 
lowa Branches New 
York, Philadelphia 
Chicago and San Fran- 
eIisco Jobbera iw f} 


Disassembled view showing Westco’s patented = Principal Cities 


Removable Liners, Impeller and Casings 
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WESTCO JURBINE PUMPS 


WESTCO PUMP CORPORATION 
Davenport, lowa, Dept. D-11 


Gentlemen: 
Westco Water System Catalog and Price 


COUPON BRINGS CATALOG 


Without obligalion please send me 
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Changes in Sales Forces of National Tube Co. 

Several changes in the district sales forces of the 
National Tube Co. of Pittsburgh, Pa., have recently 
taken place, according to announcements just received, 
as follows: 

Edward Worcester, Jr., manager of sales at St. Louis, 
has been transferred to Atlanta as sales manager, in 
which position he succeeds Henry P. Nelson, who has 
retired. 

F. O, Young, manager of sales at Denver, moves to 
St. Louis to succeed Mr. Worcester. 

W. S. Bitting, assistant sales manager at Philadelphia, 





Business 


J. S. Trite, vice president and general manager of 
the Westinghouse Electric & Manufacturing Co. of East 
Pittsburgh, Pa., was elected president of the National 
Klectrical Manufacturers’ Association at its recent an- 
nual meeting. Mr. Tritle succeeds John H. Trumbull, 
former governor of Connecticut. 


W.S. Surpcey, president of the York Ice Machinery 
Corp., York, Pa., was elected president of the Refriger- 
ating Machinery Association at the society’s 19th annual 
meeting held in the Book-Cadillac Hotel, Detroit, Mich., 
October 20-22. Mr. Shipley becomes the association’s 
fourteenth president. The organization was started in 
1914. 

Jonn B. ALLINGTON, 
who for fifteen years was 
in charge of the gas heat- 
ing and industrial gas de- 
partment of the Rochester 
Gas & Electric Corpora- 
tion, is in charge of the 
new gas equipment divi- 
sion of the Petroleum 
Heat & Power Co., Stam- 
ford, Conn. Mr. Alling- 
ton is now developing a 
complete line of automatic 
gas heating and gas and 
oil-fired air conditioning 
equipment. 

Harry OLSEN, | sales 
manager, the Nye Tool & 
Machine Works, Chicago, is now making his headquar- 
ters in New York City. William Clement, representing 
the same company, is now calling on the trade in Chicago 
and Iowa; Louis E. Gilbert in California; and John A. 
Cotter in the southern*states. 

R. J. EsMAwn has been appointed refrigeration super- 
visor of the Middle Atlantic division of the Westing- 
house Electric & Manufacturing Co. of East Pittsburgh, 
Pa., to succeed B. F. Moopy at Philadelphia, who has 
been transferred to Boston to be refrigeration super- 
visor in the New England district. Mr. Eshman will 





John B. Allington 


make his headquarters at Philadelphia, and Mr. Moody 
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has been appointed manager of sales for that district. 

J. H. Morrison, sales agent at Salt Lake City, moves 
to Denver as manager of sales. 

Earle E. Smith, field engineer at Fort Worth, Texas, 
succeeds Mr. McKee as sales agent at Tulsa. 

L. J. Gelshenen, sales agent at Boston, has been made 
manager of sales of the Boston district. 

William J. McKee, sales manager at Tulsa, Okla., 
succeeded C. F. Roland as assistant manager of sales in 
New York City, effective September 1, 1932; and under 
date of October 1, 1932, he succeeded Clifton Wharton, 
Jr., as manager of sales in New York City, on the retire- 
ment of Mr. Wharton. 


Personals 


will have his headquarters at the Wetmore-Savage Elec- 
tric Supply Co. in Boston, Mass. 

C. A. PEearson, whose 
likeness is shown here- 
with, has recently been 
appointed national super- 
visor of commercial sales 
for the York Ice Ma- 
chinery Corporation, with 
headquarters at the home 
office in York, Pa. Mr. 
Pearson’s experience in 
the refrigeration field 
dates back to 1919 when 
he was connected with the 
Isko Company of Chi- 
cago. A few years later 
he became sales engineer, 
then assistant sales man- 
ager and later sales man- 
ager for the General Re- 
frigeration Company of Beloit, Wis. In 1927 he was 


C. A. Pierson 


‘made eastern sales manager and manager of this com- 


pany’s New York office. 

J. J. Donovan, manager of the air conditioning depart- 
ment of the General Electric Company, with headquar- 
ters at 120 Broadway, New York City, was elected a 
director of the American Oil Burner Association at the 
regular quarterly meeting of the Board of Directors, 
which was held last month. 

M. G. HENnperson, formerly Chicago district manager 
of A. M. Byers Co., is now associated with the Youngs- 
town Sheet and Tube Co. of Youngstown, Ohio, in its 
Chicago office in the Conway Building, Chicago. 

Cuarves F,. Stumpr, 417 West Ohio street, Chicago, 
has been appointed representative in Illinois and Indiana 
for the Frank Wiedeman Co., Milwaukee, Wis., manu- 
facturer of pipe nipples. 

Frep C. ArcHer has been appointed manager of the 
Philadelphia district for the Lincoln Electric Company 
of Cleveland, Ohio. He will make his headquarters at 
the company’s Philadelphia office at 401 North Broad 
street. Before joining the Lincoln Electric Co.’s stalf, 
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Mr. Archer was president of the Fred C. Archer Co., 
which he organized in 1925, and before going into busi- 
ness for himself, he was employed by Kelly-Springfield 
Co, and the White Motor Co. 


W. A. TAyYLor, assistant manager of the Chicago office 
of A. M. Byers Co., Pittsburgh, Pa., has been appointed 
division manager in charge of the Chicago office of the 
company, according to announcement just issued by 
tf. W. Rinearson, vice president in charge of sales. Mr. 
Taylor succeeds M. G. Henderson, who recently re- 
signed. 

R. H. Gates has just 
been appointed a member 
of the staff of production 
engineers for the heating 
and air conditioning divi- 
sion of the Edwards Man- 
ufacturing Co. of Cincin- 
nati, Ohio. Mr. Gates has 
had a well rounded expe- 
rience, including precision 
work for the United 
States Bureau of Stand- 
ards, Washington, D. C., 
and development work for 
the Carrier Engineering 
Corporation and Carrier 
Research Corporation of 
Newark, N. J. 

J. M. Kane has just been appointed southern repre- 
sentative for J. B. Wise, Inc., of Watertown, N. Y. 
He will make his headquarters at 3017 Ryan Place 
drive, Fort Worth, Tex. 

Epwarp J. CoLLey has been appointed sales repre- 
sentative for the Dick Bros. Co. of Reading, Pa., to 


cover New Jersey territory. Mr. Colley will make his 
headquarters at 31 23rd Street, West New York, N. J. 


Wm. E. TEKLENBURG, formerly connected with the 
Stanwood Corporation, Covington, Ky., has been ap- 
pointed district representative for the Continental Stove 
Corporation of Ironton, Ohio, on its line of unit heaters 
and conversion burners in the southwestern Ohio and 
northern Kentucky territory. He will make his head- 
quarters in the Electric Building, Cincinnati, Ohio. 

J. E. McFate, formerly connected with Jones & 
Laughlin Steel Corporation, has been appointed a sales 
representative for Republic Steel Corporation of Youngs- 
town, Ohio, in the New England territory. Mr. Mc- 
Fate will make his headquarters in Boston, Mass. 

J. D. CurLpers, representative in the Southwest and 
Rocky Mountain territories for Clayton Mark & Co. of 
Chicago, has recently moved his headquarters to 6138 
McGee street, Kansas City, Mo. 


MartTIN Erickson has just been appointed sales repre- 
sentative for the Standard Seat & Tank Co. of Camden, 
N. J., to cover Ohio and Michigan, Erie, Pa., and Buf- 
talo and Rochester, N. Y. He will make his headquarters 
at 1940 East Sixth street, Cleveland, Ohio. 


EK. L. Kimsve, for eight and a half years connected 
with the Master Plumbers Association of New Orleans, 
La., as assistant secretary, is now affiliated with James 
H. Aitken & Son, Inc., one of the oldest plumbing and 
heating contracting firms in New Orleans. 


R. H. Gates 
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Duriron overhead installation in plant of the A &J Kitchen 
Tool Co. Pipes wrapped to prevent atmospheric condensation. 


DANGER OverHEAD! 


... BUT IT’S SAFE 
WITH DURIRON 


With human lives and valuable finished stock beneath 
pipes carrying dangerous acid wastes .. . that’s the practical 
test which Duriron Acid-Proof Drain-Pipe meets daily. 


All about you are places where Duriron should be used. 
Make up a list of buildings having laboratories, kitchens, 
emergency lighting plants, plating rooms, or acid wastes of 
any kind. Then call on the building superintendents. 


Many profitable Duriron installations have been sold in 
this way. Labor costs are just the same as with extra heavy 
cast iron soil pipe . . . and the profit to you is four times 
as much. There's satisfaction to you and your customer in 


these jobs. 
THE DURIRON COMPANY, INC. 
410 N. Findlay St. * Dayton, Ohio 





PACIL 
pRAINPIPE 
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K .994A4 lever and handle, 
K-9940 float valve, 
K -9942 flush valve. 
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...a profitable unit in Kohler’s 
COMPLETE fitting for low tanks 


Ever think of a broken toilet handle as a means 
toward additional business? 
Kohler has—and does this about it: Sells 
separately or together, each of the three units in 
the new Merit water control — a complete fitting 
for low tanks consisting of (1) float valve (2) 
flush valve (3) trip lever with metal handle. 
A replaced handle is the opening wedge for 


larger sales, once the customer's confidence is 
ie hh) ° , 
won. This all-metal Kohler handle has smart, 
graceful lines, and is plated with easily cleaned, 
lustrous chromium. Sturdy in construction, it can 
be used with vitreous china and enameled tanks. 
It’s only a step from selling the trip lever handle 
to selling the float valve — an even more impor- 
tant replacement item. Chief talking points: 

(1) Spiral silencer in hush tube prevents usual noisy 
downward rush of water. Water discharges freely, 
rapidly, noiselessly. 

(2) One simple screw adjustment silences water while 
tank is being refilled. 

(3) All working parts can be taken out by removing 
one thumb-screw. 


This is a business-builder worth investigating. 
Kohler Co. Founded 1873. Kohler, Wis. Branches 
in principal cities. ...The Kohler name is on each 
fixture and fitting. 


KOHLER or KOHLER 


PLUMBING FIXTURES AND FITTINGS 
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Copper and Brass Research Association Holds 
Twelfth Annual Meeting 


‘There has been a distinct improvement in the copper 
and brass industry for some weeks and reasonable 
ground for expectation that this improvement will con 
tinue subject to seasonal conditions,” said F. S. Chase, 
president of the Chase Brass & Copper Company of 
Waterbury, Conn., and vice-president of the Copper & 
Brass Research Association which held its twelfth an- 
nual meeting Thursday, October 13, at its offices, 25 
sroadway, New York City. Mr. Chase presided at 
the meeting which was attended by executives of the 
principal copper producing companies and brass fabri- 
cators which constitute the association’s membership. 

‘While this may be due to some extent to a buying 
movement to cover on account of the slight advance in 
the prices of copper and spelter, which are still materially 
below the average cost of production in this country,” 
Mr. Chase continued, “nevertheless the character of the 
orders from the customers indicates that there 1s a gen- 
eral demand for their products. These cover such a 
wide field that it is apparent buying is based on a gen- 
eral improvement in business, which should call for 
taking on more men and helping the unemployment situa 
tion.” 
















































OFFICERS ELECTED 


The officers elected to serve during the ensuing year 
were: 

R. L. Agassiz, chairman of the board of the Calumet 
& Hecla Consolidated Copper Company, Boston, pres! 
dent. 

F. S, Chase, president of the Chase Brass & Copper 
Company, Waterbury, Conn.; Louis S. Gates, president 
of Phelps Dodge Corporation, New York; H. Donn 
Keresey, president of the Anaconda Wire & Cable Com 
pany, New York; and C. D. Dallas, president of Revere 
Copper and Brass, Inc., New York, vice presidents. 

C. T. Ulrich, treasurer of the Kennecott Copper Cor 
poration, was elected treasurer; H. Foster Bain, man- 
aging director; William A. Willis, manager, and Bertram 
8. Caddle, secretary. 

The following were elected members of the board of 
directors, the first eight comprising the executive com 
mittee : 

R. L. Agassiz, chairman, Calumet & Hecla Consol: 
dated Copper Co. 

Louis S. Cates, president, Phelps Dodge Coporation 

H. Donn Keresey, president, Anaconda Wire & Cable 
Company. 

C. T. Ulrich, secretary and treasurer, Kennecott Cop 
per Corporation. 

Charles Hayden, vice president, Nevada Consolidated 
Copper Co., and Utah Copper Company. 

John A. Coe, president, The American Brass Com 
pany. 

I’. S. Chase, president, Chase Brass & Copper Com 
pany. 

ae 
Ine. 

J. W. Allen, treasurer, Greene Cananea Copper (01 
pany, and Inspiration Consolidated Copper Compan 





Dallas, president, Revere Copper and Brass, 














November, 1932 





DOMESTIC ENGINEERING 121 


Charles F. Ayer, president, Magma Copper Company. 
Francis J. Bassett, vice president, Revere Copper and 


Brass, Inc. 


Julian B. Beaty, Nichols Copper Company. 
H. C. Bellinger, vice president, Chile Exploration 


(Company. 


Erle V. Daveler, treasurer, Utah Copper Company 


and Nevada Consolidated Copper Company. 


Corporation. 
pany. 


, Copper Company. 


, 


Cleveland E. Dodge, vice president, Phelps Dodge 
EK. O. Goss, president, Scovill Manufacturing Com- 


Sam A. Lewisohn, vice president and treasurer, Miami 


William Loeb, vice president, American Smelting & 


Kefining Company. 


pany. 





I. T. Stannard, vice president, Braden Copper Com- 


Robert E. Tally, United Verde Copper Company. 
W. R. Webster, chairman, Bridgeport Brass Company. 


B. N. Zimmer, vice president, The American Metal 


Company. Ltd. 


Stability and importance of 
the modernizing market are 
shown in this chart prepared 
by the Kohler Co. The upper 
line shows month by month, 
the residential building con- 
tracts reported for the pre- 
ceding twelve months. This 
total is now one-eighth of its 
1928 peak. The lower line 
shows expenditures for mod- 
ernizing which was 17 per 
cent of new construction in 
August 1928; 21 per cent in 
1920; 35 per cent in 1930; 
19 per cent in 1931 and 120 
per cent in August 1982. 
New work, in the _ period 
shown, dropped 86 per cent 
but modernization work, only 
2 per cent, 








Central Supply — 


(Continued from Page 5?) 


TALK OVER INDUSTRY'S PROBLEMS 


The program had been prepared to arouse discussion 
of distribution policies as a means of helping the mem- 
bers better to utilize their strength and correct their 
weaknesses. Following through along the lines he inaug- 
urated six years ago Secretary McCollum had worked to 
secure a fair appraisal of the contractors’ accomplish- 
ments and how to work more effectually with the alert 
dealers; of the wholesalers’ importance and how his in- 
herent necessity could be made more apparent and more 
useful. 

As an industry problem, the discussion was left to the 
members, no outside speakers being secured. O. A. 
Kroos, secretary-treasurer of the Kohler Co., Kohler, 
Wisc., was the first speaker. He said that his company 
had made no change in its “established policy of selling 
its plumbing products to independent wholesalers who, 
in turn, confine their sales to licensed plumbers.” This 
policy of more than a quarter of a century is regarded 
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BORN OF THE DEPRESSION 








A Better Seat 


at a Lower Price 


In spite of present conditions, all around us is evidence that 
the great majority of the buying public has money to take 
advantage of outstanding values. It is also obvious that 
much of the “‘waiting’’ is for greater values than are now 
available. Consequently, today’s business is going largely to 
the contractor, jobber or manufacturer who is able to offer a 
better product at a lower price. 


Here is an opportunity 
for you to give this 
greater value and get a 
worth-while volume of 
profitable business. 
Here is a seat with ex- 
clusive features and a 
price] you can talk 
about—features and 
price that will make it 
easy to sell. And it has 
the quality that will 
keep it sold. 





The sheet covering of the Bonalite Seat is seamless; it 
results from an exclusive and patented process that simul- 
taneously forms the sheet and applies it to the core. Seams 
are likely to open up and collect dirt, germs, and admit 
moisture, but Bonalite Seats have eliminated this objection 
by eliminating the seams. Your comparison should also 
carefully note the thickness of the sheet covering. 


Bonalite sheet-covered seats are made in white, black, and a 
variety of attractive colors. The core is unusually strong 
and moisture proof; it is a patented construction that will 
not warp, split, expand or contract. The heavy brass hinge 
is chromium plated and highly polished. Fvery Bonalite 
Seat is guaranteed. 


Your jobber can tell you all about Bonalite Seats—get in 
touch with him today. If he has not yet secured complete 
information, write directly to us and mention his name. 


AMERICAN RUBBER PRODUCTS CO. 
8561 Butler Ave. * Detroit, Mich. 


BONALITE 





“The only Seamless 
sheet covered seat’ 


SEATS 
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as the most advantageous to the company, to the whole- 
salers and contractors, and to the consumer, its advan- 
tages outweighing any disadvantages. 


TELLS OF NEW SALES POLICY 


In comment on his company’s recent announcement, 
Mr. Kroos said, “In an effort to secure a larger part 
of the modernizing market and regain a substantial part 
of that business which is going through other channels of 
distribution, we recently established new price lists on 
our products, suggesting the use of these lists as con- 
sumer selling prices and recommending that the trade 
show these prices on the fixtures in their showrooms. 

“This action was not taken with any thought in mind 
of disrupting or making any change in the channels of 
distribution through which we have marketed our prod- 
ucts for many years. 

“On the contrary, it was done in the belief that these 
lists, if properly presented to the public, would result in 
impressing them with the opportunity of purchasing su- 
perior articles at competitive prices and result in in- 
creased sales for us as well as our distributors and their 
plumbing customers. In other words, we felt it would 
redound to the benefit of all factors involved in our pres- 
ent system of distribution and strengthen the confidence 
of the public in our channels of marketing. 

“To us it seems clear that if we are to successfully 
meet this changed economic condition and retain our 
present system of distribution, we must all—manufac- 
turer, jobber and plumber—be content with smaller per- 
centage of earnings than in the past.” 

Mr. Kroos also told informatively of the growing im- 
portance of the modernizing market, exhibiting the chart 
shown on page 121 as an indication of the growing value 
of this relatively stable field. 


PUBLISHES LOWERED PRICES 


John J. Hall, vice president of the Standard Sanitary 
Mfg. Co., asked the members to consider what they 
would do during the next ten years, provided 1931 were 
considered as a normal year for the coming decade. He 
felt that decisions must be taken with that prospect in 
mind. He said that his company is for the jobber and 
its past, present and future is bound up with the jobber. 
It had recently started to publicize list prices on the 
basis of going prices and to show that its products are 
available to the public at prices reasonably near to what 
others are asking. Such a policy carries no other thought 
than the established formula of manufacturer to jobber 
to contractor. 

He said that as new ways spring up, this industry must 
meet them. While no one knows positively the correct 
answer, he said his company has started to find that an- 
swer. The industry has expensive show rooms and high 
prices. These prices, he felt, were not representative of 
the market so his company started this policy but provid- 
ing margins sufficient for the other branches of the in- 
dustry. Mr. Hall spoke of the good job done by the 
master plumber in his advocacy of sanitation. 

He felt that we must stop talking and do something 
to meet new competitive methods. The start was made 
on the basis of putting no one out of business, he stated, 
and his company favors jobber distribution 100 per cent. 









































. Mr. Hall expressed the belief that for years, this in- 
dustry has been satisfied with its own green grass, not 
realizing how other industries had been strengthening 
their effectiveness in going after the consumer’s dollar. 
Lack of understanding has prevailed and the question of 
what advertised prices should be on advertised goods had 
not even been answered. He feels the industry sat back 
and allowed outsiders to get the market. He closed his 
talk with the warning that direct-to-you competition was 
here to stay as a system which works well in bad times 
would work well in good times. 


PRESENT SET-UP HAS ADVANTAGES 


H. W. Seymour, vice president of Crane Co., com- 
mented that he was confident marketing of plumbing 
and heating products along established lines has not gone 
to the dogs. George E. Hoffman, manager of plumbing 
sales of the same company, told of his company’s stand 
for the policy of distribution through wholesalers and 
contractors, reading instructions from the main office to 
the branches at various periods in recent years outlining 
that viewpoint. One such letter, sent out in September, 
1932, reaffirmed the same policy and told branches that 
the company does not, and has no intention to, sell direct. 
It urged that fixtures be marked at fair prices, feeling 
that some prices shown are too high and thus work to the 
disadvantage of the retailers. 

Mr. Hoffman said that there are strategic advantages 
to our present set-up of wholesalers and retailers which 
other industries would like and which we should use. In 
facing conditions, the industry may have to make un- 
pleasant decisions, he felt, as these conditions must be 
accepted, prejudices forgotten and prosperity returned. 

Other interesting talks were made by various manu- 
facturers. Lack of space compels us to continue over to 
our next issue, the abstracts of these talks as well as the 
report of other happenings at the Central Supply Asso- 
ciation meeting. 


New England Wholesalers — 


(Continued from Page 60) 


quires that he in turn must use moral suasion with his 
competitors, whom he knows are purchasing of outside 
interests, to show the error of their position. 

“Continued diversion of the purchases of plumbers 
results in building and making stronger the concerns 
which grant no protection to the plumber and whose 
sales’ policy they condemn. 

‘The master plumber, who is purchasing of interests 
which grant no protection, and the journeyman, who is 
the potential master plumber of the future, must be 
shown that by their actions they are tearing down every 
opportunity of profit for the future. 

“The wholesaler must recognize that when the plumb- 
ber’s credit is destroyed, and he still continues in busi- 
ness under financial handicaps, his cash business must 
be solicited, rather than following the old custom of dis- 
continuing all business relations. 

‘Members should consult with their bank, relative to 
the plan for using trade acceptances, which can be re- 
discounted through the federal reserve bank, and deter- 
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Opportunities for Profit 


Weis Shower Cabinets are meaning extra 
profits for enterprising plumbers. The follow- 
ing examples taken from our mail in the last 
few days record actual sales made in late 


October: 


---a dentist in New York installed a shower 
cabinet in his office so that he might take 
showers after his day’s work; 


---a hotel in Indiana is adding showers to a 
number of rooms in a remodeling program de- 
signed to secure more business; 


---in New Hampshire, Weis shower cabinets 
are going into a school building; 


---in Michigan a lake club is installing eleven 
Weis cabinets; 


---two cabinets are going into a residence in 
up-state New York; another is being installed 
in a residence in Connecticut; 


--a Catholic rectory in Ohio will have a 
Weis installation. 


It can be done. Opportunity is on every 
side. Let us tell you more about it. 


HENRY 


€ IS 1876 


MANUFACTURING CO., INC. 
SHOWER CABINET DIVISION 
1101 Oak Street 


ELKHART, INDIANA 


Established 
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The kind that prevent delays and 
speed production . . . air furnace 
malleable fittings . . . dense and 
close- grained cast-iron fittings, 
each cleanly threaded and care- 
fully inspected. A complete line. 
Write for full details » » » » 













JARECKI 


MANUFACTURING COMPANY 






ERIE, PA., U.S.A. 











The booth of the Hotstream Heater Co. of Cleveland. 
Ohio, at the exhibition of the National Association of 
Master Piumbers in New York 


mine the feasibility of using same in this industry. Large 
financiers claim this will increase credit, increase demand 
and tend to balance volume production and volume con 
sumption.” 

The report of the special committee to study the cause 
and effect of consumer list prices on plumbing fixtures 
was of outstanding interest to the members! Every phase 
of marketing conditions was covered in the report and 
the effect it would have on the wholesaler and _ the 
plumber. 

The principal guest speaker was Harry M. Reed, 
president of the Standard Sanitary Mfg. Co. who took 
for his subject “The Outlook for the Next Twelve 
Months.” John J. Hall, vice president of the Standard 
Sanitary Mfg. Co. furnished some interesting informa- 
tion relative to production and percentages of sales on 
various items of their manufacture, showing what items 
are considered competitive, and items for which there is 
a limited demand. 

P. W. Donoghue, past president of the National As 
sociation of Master Plumbers, received a hearty welcome 
and addressed the members on “The Master Plumbers’ 
Viewpoint.” 

After listening to the reports mentioned above, serious 
consideration was given to the new conditions created by 
publishing consumer list prices. 

After a lengthy debate, participated in by members 
from every section, it was unanimously voted to adopt 
the following resolution, which is the same resolution as 
adopted at an informal gathering of representative whole- 
salers of plumbing and heating supplies, from many sec- 
tions of the United States, assembled in Chicago, Sept 
13, 1932. 

RESOLVED; that we favor a sales policy on the part 
of the manufacturers, which permits of the publishing 
and display of public list prices on all plumbing and 
heating material. 

Further, that we believe in the distribution of plumb- 
ing supplies from manufacturer to wholesaler whose 
sales policy is not prejudicial to the interest of the plumb- 
ing contractor. 

Further, that we favor the arrangement of public list 
prices, subject to a varying discount based upon turn- 
over of materials, quality, type and hazards of handling. 

Fred W. Allison for the wholesaler, and Russell Bon- 
tecou for the manufacturer, discussed ‘‘Present Problems 
before the Manufacturer and Wholesaler in the Sale and 
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{distribution of Fittings.”” M. D. Rose, assistant general 
manager of sales, American Radiator Co., addressed the 
members on “Can the Wholesaler Regain or Protect His 
Position in the Sale of Boilers and Radiators ?” 

New memberships have been created by the election 
of the Eastern Plumbing Supply Co., Hartford, Conn. 
and the Puritan Sanitary Supply Co., Cambridge, Mass. 

The above are under the classifications of plumbing 
supplies ; heating supplies; pipe, fittings and valves. The 
following is under the classifications of heating supplies ; 
pipe, fittings and valves; Middlesex Machine Co., Lowell, 
Mass. 

At the opening session, presided over by T. H. Daw- 
son Jr., vice president, tribute was paid to the memory 
of Herbert D. Nickerson, who in the words of Mr. Daw- 
son “was always in the forefront of activities, which 
would tend to elevate and strengthen the industry. The 
industry had sustained a great loss, and the members 
had lost a true friend.” 

The board of directors reported that the vacancies 
caused by the death of Mr. Nickerson had been filled by 
the following appointments: Board of directors and mem- 
bership committee, George L. Tillinghast; trade relations 
committee ; plumbing supplies, S. E. Kindelan. 


Readers’ Letters — 


(Continued from Page 50) 


value will be paid for. It takes no complicated system 
to work this plan out, just some good common sense and 
thought. 


MUST PAY FOR SALES ABILITY 


John Dewey says, “We don’t think until we strike 
something ;” surely the plumbing industry has struck 
something already ; and it is about to hit something much 
harder (in the new sales policy). There is need for 
some constructive thinking to work out a better and more 
economical plan of distribution. It must be studied out 
as an industry and immediately. While we are sitting 
around like a bunch of mourners, the mail order and 
direct-to-you concerns have taken nearly forty per cent 
of the business, and that percentage will grow until some- 
thing constructive is done. 

It seems that the minds of the people are more or 
less muddled at the present time on political, business, 
and social matters. However, that condition will change, 
and these problems will be solved, as soon as we get the 
the right leadership. I think Domestic ENGINEERING 
should be commended for its initiative in bringing this 
problem to the front for settlement. It is an important 
question, not only to the plumbing industry, but to the 
public at large—to the plumbing industry, because it will 
put the business on a profitable basis and to the public, 
because it will furnish better installations which will be 
cheaper over a period of time and safer as far as health 
is concerned than to have water supply and sewage dis- 
posal installations controlled by untrained and unscru- 
pulous dealers. 

| am wishing you success and hope you will be able 
to touch receptive minds. 

Sioux Falls, S. Dak. (Signed) Clifford F. Smith. 


j 
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THIS LINE STANDS UP UNDER A 


Life of Use and Abuse! 











W hether the requirement be 
a Tank Ball or a Tank Float, 
the Reichert Line meets that 
requirement in a manner that 
assures satisfaction to the 
user, consequently boosting 








The TOLEDO Solderless 











your profit and your reputa- 
tion. The Leader. the out- 
standing value in Tank Balls, 
comes to you at a price that 
actually makes it a super- 
value Tank Ball. And when 
the Tank Float needed is to 
meet really tough treatment, 
remember it's the Toledo 
Solderless Float that stands 


up under the most severe THE REICHERT FLOAT 
service strain with never a & MFG COMPANY 
complaint. 2238 Smead Ave.. Toledo, Ohio 
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THE Reichert LINE 


ERFEX 


YOU PAY NO MORE 


for this unduplicated combination of features: 














Copper and bronze core from inlet to outlet. No corrosion; no 
unequal expansion; no leaking. 


Core is suspended within unit, giving complete freedom for 
expansion and contraction. 


Core can be quickly removed without disturbing cabinet, 
motor, wiring or even the setting of the louvres. 


Entire unit is suspended from ceiling, eliminating load and 
strains on piping. 


Three point motor support. 


ON rb WY NWN 


Liberally rated motor and quality construction throughout 


7 Individually tested and guaranteed. 


Greater experience and greater facilities make this plus value 
possible. Write for engineering and installation data. 


PERFEX CORPORATION 
Milwaukee (Heating Division) Wisconsin 
Heat Radiation Specialists for Over Twenty Years 


Also Manufacturers of: Concealed convection heaters of advanced design and 
construction. Process cores for all types of pre-heating and process work 


UNIHEAT 
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Advocate National Standards for Ventilation 
of Buildings 

The organization of a committee of engineers, archi- 
tects, physicians, builders, health officials and others, 
under the auspices of the American Standards Associa- 
tion, to establish authoritative national standards for the 
ventilation of buildings, has been requested by the Amer- 
ican Society of Heating and Ventilating Engineers. The 
Society’s request is the result of a growing conviction 
among architects and engineers that the municipal ven- 
tilation codes now in force throughout the United States 
are based solely on tradition and are without scientific 
foundation. In this connection the American Institute 
of Architects recently adopted a resolution demanding 
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the overhauling of all existing municipal ventilation 
codes. 

As a starting point for the proposed work, the Amer. 
ican Society of Heating and Ventilating Engineers sub 
mitted the recommendations of its standards commit- 
tee, based on a comprehensive research program on the 
effects of ventilation on health and comfort still in 
progress at the Society’s research laboratory in Pitts- 
burgh. If these recommendations are adopted, one im- 
portant result will be a lowering of fuel bills through a 
reduction in the amount of outside air required by pres- 
ent codes to a minimum of 10 cubic feet per occupant 
per minute. The recommendations cover temperature, 
humidity, air quality, movement, distribution, and quan- 
tity. 


With the Trade Golfers 


October Meet of N. E. Metal: Products Golfers 


The New England Metal Products Golf Association 
held one of its most successful tournaments at the Man- 
chester Country Club, Manchester, N. H., on Thursday, 
October 6. William Hayes, treasurer of the Manchester 
Country Club, was host of the day, and he made the out- 
ing such a pleasant one that it will not soon be forgotten. 
A large party went up Wednesday night and stayed at 
the club. 

The course was in beautiful condition, and 18 holes 
of golf were played both in the morning and in the 
afternoon. 

Twenty-six prizes were awarded, including two guest 
prizes. 

The winners of the most important prizes were: 

R. F. McKeown, 85-15—70, first prize. 

William Hayes, 80-9—71, second prize. 

Wm. H. Taylor, 92-18—/4, third prize. 

Wm. R. Weis, 105-30—75, fourth prize. 

Fifty members and guests were in attendance, and 
both an excellent luncheon and dinner were served. 

The invitation of George Elhott of the Walworth 
Company to hold the next tournament at the Belmont 
Country Club was accepted. This tournament will prob- 
ably be held early in November. 





Connecticut Plumbing and Heating Trade Golfers 
Finish Season 

The Connecticut Plumbing and Heating Trades Golf 
Association held its last tournament of the season at 
Mill River Country Club, Stratford, Conn., on Wednes- 
day, October 26. Although the weather looked dubious 
in the morning, no rain fell and the afternoon was per- 
fect. 

A fine informal dinner was enjoyed at the club in 
the evening, at which time officers for the next season 
were elected. 

The prize winners in the various classes were as fol- 
lows: 


Class A—Handicap © to 20 
Low gross—D. Malloy, 79.—One dozen golf balls. 
Second low gross—F. J. Daley, 82.—Sugar and cream set. 
Third low gross—R. E. Lund, 86.—Golf bag. 
Low net—. 8S. Tarr, 88—18—70.—Car heater. 





Second low net—F. E. Doyle, 88—16—72.—8 cups. 
Third low net—H. D. Williams, 88—16—72.—Mirror clock. 


Class B—Handicap 21 to 30 
Low gross—J. J. Cotter, 86.—Percolator. 
Second low gross—George Dugdale, 92.—Electric clock. 
Third low gross—L. O. R. Clark, 95.—Electric clock. 
Low net—C. Pauley, 95—27—68.—Golf club. 
Second low net—M. Scofield, 98—-28—70.—Electric clock. 
Third low net—Thomas Byrnes, 101—29—72.—Electric clock. 
Fourth low net—J. W. Lockhart, 101—-29—72.—Humidor. 


Class C—Handicap 31 to 40 
Low gross-——-P. C. Smith, Jr., 99.—Cocktail shaker. 
Second low gross—-J. F. Rowe, 110.—Thermos bottle. 
Third low gross—J. J. McCarthy, 114.—Golf balls. 
Low net—-H. E. Coe, 114—23—81.—Percolator. 

Guest Prizes 

Low gross—W. P. Windus, 77.—Humidor. 
Second low gross—J. Czykowski, 79.—Mirror clock. 





California Club Host to Plumbing and Heating Club 


~ With a generous turnout and two tied scores to whet 
the competitive appetite, the October tournament of the 
Plumbing and Heating Club of San Francisco, held on 
the 20th at the beautiful, 72-par course of the profes- 
sionally-rated California Golf Club, situated down the 
peninsula twenty miles from the Golden Gate, went down 
in local trade circles as an outstanding event. President 
F, F. Elliott and Herman Lawson were the member- 
hosts. 

Frank J. Klimm shot a net 74 to claim Class A honors, 
while C. P. Hensley and R. J. Fuite crossed things up in 
the B Division when they both came through with a mean 
76, until Fuite won both the toss and the argument. 
Shooting against a range of 70 to 77, both Ben Blair 
and Frank Nickerson hit the magic number square on 
the nose in the blind bogey competition. Nickerson won 
the toss. With a high gross of 116, possession of the 
iron trophy passed to Wm. Lane. 

A delicious steak dinner was served at 6:30. Among 
the brief, informal talks following the dinner was that 
of Herman Lawson who urged that a concerted effort 
should be made to bring out, either as members or guests, 
a greater proportion of master plumbers—‘and if they 
don’t all play golf, we should have them with us at 
dinner and to spend the evening.” L. Z. Brown, Los 
Angeles master plumber, was one of the guests. Frank 
Nickerson of the Bethlehem Steel Corp. was welcomed 
as a new member. 
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The golf scores were as follows: 
G. H. N. G. H. N. ° y : 

Carrigan ........ 94 12 82 Oliphant ...... 105 Guest 105 1881 — Fifty-one Years of Service—1932 
Rainwater ...... 94 19 75 ee 99 23 76 
(RE savin c's 97 18 79 EMWOOR «.....2. 99 17 82 
OR 68 8 ee c OR 97 16 82 ae is a 95 18 77 
WE ee oc aes 85 9 76 | ae 101 15 86 
Nickerson ...... 98 Guest 98 SD iar hn a's ot ce 95 17 78 hk 4% V kK N 
Ck ns Sek os 99 15 $84 a ee 98Guest 98 
PC sce keh aee aa ae PEs ck eee 112Guest 112 
I a a a 101 15 86 RS agg, 6 etecate 116 35 81 
[bid kw eceeee 94Guest 94 NE ies ie alle iw 111 22 89 QUAI | | * WY CoODK 
PRE on eb oe >; a EE diab iver. ab Wik 106Guest 106 
Hensley ......... 99 23 176 





| No. Be WORK NMA NSHIP 


The same exacting care that is used in KOVEN Speci- 
fications and in selecting materials, is further typified 


in the skillful workmanship used in KOVEN Products. 





a. KOVEN workmen are all veterans, 
thoroughly schooled in the KOVEN 
shops, where only quality products are 
produced. 


b. These workmen are in turn strictly 
supervised by competent foremen. 


c. Each article produced is inspected and 
carefully tested before leaving the 
plant. 


a. 


Close attention to details such as chang- 
ing punches every day to insure ac- 
curate and clean rivet holes, is one of 
the many reasons why KOVEN Qua- 
lity Products are the standard of 
comparison. 





Top row, left to right: E: C. Saul, F. M. Gabbert and 
Frank Nickerson.—Bottom row: J. J. McLeod, Harry 
Hoopes, Wm. F. Lane and F. E. Lewis.—From photos 
taken at the Plumbing and Heating Club’s October 
tournament at California Golf Club 








Southwest Golf Association Closes Season 
The sixth successful season of the Southwest Trade Buy KOVEN Range Boilers, Tanks, 


Golf Association of Greater Kansas City was brought etc. The KOVEN label is your 


to a close with a tournament at the Meadow Lake Golf , 
and Country Club in Kansas City, Mo., early in October. guarantee of Quality Products. 


Twenty-four played golf, and twenty-one remained 
for dinner, which was also attended by Chas. A. Smith, 
architect for the Kansas City school board, as a guest of 
the association. 

Officers for the next year were elected as follows: 
President, Wm. J. Liggett, vice president, Charles E. 














KOVEN Products: 





Harris; handicapper, Bernard Snook; secretary and trea- 
surer, Walter Wiedeman; board of governors: John 
Karges, A. O. Nobiling and Frank Scoles. 

The prize winners of this the final meet follow: 

Class A.—1. Charles E. Harris; 2. Harry Wright; 3. 
Carl Smith; 4. W. Piepenbring. 

Class B.—1. Robert Dawson; 2. George Jorgensen; 
3. John Karges; 4. Bernard Snook. 

John Karges won the prize for putts—26, while Edw. 
Harbardt received the blind bogey prize. 

The three lowest scores for the year were made by: 
1. Fred Proctor; 2. Frank Scoles; 3. W. J. Liggett. 

Most birdies for the year: Chas, E. Harris—7. 








Range Boilers 
Storage Tanks 
Koven-Paracoil 
anke 
Septic Tanks 
Fuel Oil Tanks 





Expansion Tanks 

Pneumatic 
Tanks 

Barber Boilers 

Scullery Sinks 


| = @. KOVEN & BRO.. Ine. 
154 Ogden Avenue 
JERSEY CITY, N. J. 






















































THE MULTI-FLOW’S 


COPPER COIL 
ABSORBS HEAT FASTER 


; 150° HOT WATER 24 HOURS PER DAY 


produced FASTER with copper coil which absorbs 

' most heat from fuel. Bronze fittings; ideal for use 

with brass pipe hot water lines. Burns coal, needs 

scant attention in average 

home. Cost of operation 

low. Triangular grates. Fire- 

brick combustion chamber. 

Red vitreous enamel jacket. 

Heater and installation 

allow good profit. Write for 

information or see your 
jobber. 


MULTI-FLOW 
TANK HEATER 
Manufactured by 
THE NATIONAL PIPE 
BENDING CO. 


Est. 1885 











174 River Street 
New Haven, Conn. 





Cut " Storage Heaters, Instantaneous 
aque atic Capea Heaters, Feed Water Heaters 
Outfit Controls Fire Coils, Bends 
2to 3d ithout fuel _ . 
"tf panes alte. om FREE FLO Heating Element 
BOSTON NEW YORK PHILADELPHIA 





ADJUSTABLE ROOF FLANGE 


OW is the time 
to put in astock 
of Redlon Adjustable 










Lower edge 

of lead Roof Flanges so that 
caulking you can fill the 

Softiead ring that 4 
reae for preeere emergency orders 
: rtrty, bt iSet that always come 
soil pipe. coe sae with heavy rains. 
perioet justment is No cutting, fitting, 
fom « mee caulking or lead 
















pouring with which 
to bother, yet you 
always get a perfect 
Rivet (het fit and tight joint 
aitnan with a Redlon 
to fit the Flange. Made cf 
Maced ‘on heavy sheet copper 
and also of galva- 

nized iron. State 
size of pipe and 


TERRITORIES 
whether roof is flat 


AVAILABLE 


for to 25° or 25° to 45°. 
MANUFACTURERS’ 
REPRESENTATIVES 
O. M. REDLON 
Corner Front and Ferry Sts. BATH, MAINE 
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association and member of North Shore, reviewed the 
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Western Trade Golf Association Closes Successful 
Season 


The Western Trade Golf Association of Chicago 
played its final 1932 tournament at North Shore Golf 
Club on October 7. North Shore is a championship 
course and well rewarded the forty-seven members and 
guests who came out to close up the season. 

Finals in the championship and consolation matches 
were played and established W. H. Lotts as the 1932 
champion of the association. Runner-up position was 
won by F. H. Paschen in the three-way match between 
him, Lotts and W. P. McFarland. In the consolation 
round the finalist was Clayton F. Paschen and Charles 
Thumm the runner-up. 

J. H. Milliken, vice president of the association, won 
the honors of the day itself by shooting a gross 82 to 
win the association cup and first in classes A and B. 
J. W. Stevenson was right behind him to place second 








From left to right: F. G. Clement, R. E. Moore, F. H. 
Paschen, L. O. Williams and Carl W. Johnson, treasurer 
of W. T. G. A.—From photographs taken at the sea- 


son’s final tournament of Western Trade Golf Assn. 


in the same division. In class C Charles E. Barrows 
and Elmer W. Rietz, both North Shore members, found 
their own course to their liking and divided first and 
second prizes with a tie score. In class D L. O. Wil- 
liams was first and W. P. McFarland second. 

F. G. Clement won the special prize for low score 
on four blind holes. Charles Thumm garnered the blind 
bogey. The guest prize went to E. E. Peter. 

In the evening M. G. Henderson, president of the 


fact that attendance throughout the season at the West 
ern Trade meets had exceeded that of former years. 





Players G. H. N. Players ao. = 
F. G. Clement... 87 5 82 C. E. Barrows.... 99 23 76 
7S §¢ - er 84 5 79 W. M. Brayton...105 19 6 
J. H. Milliken.... 82 8 74 G. H. Dickerson.. 99 18 81 
J. W. Stevenson.. 84 10 74 t. M. Getschow..100 22 78 
i ee es ae aee 97 14 83 J. C. Matchett...107 18 89 
s = £4 97 17 80 H. W. Mollison...101 19 82 
T. A. Callaghan..104 17 7 ja ee. ee 108 18 990 
M. G. Henderson.101 17 84 i Ses BK cs uee 99 23 76 
J. Hoffrichter.... 94 14 80 2 ll eee 103 18 85 
— lll. 92 17 75 R. M. Stackhouse. 98 20 78 
i Me a vibeweve 98 17 81 F. C. Staples....103 20 83 
6: Ge en ck cs i! a CG Vee ccc OO 39 OF 
7 ee — are 90 16 74 O. H. Theleen.... 98 18 80 
J. H. Neediler.... 94 15 79 L. Narowetz ....111 24 87 
F. H. Paschen... 93 13 80 C. W. Johnson...118 25 93 
C. F. Paschen.... 95 15 80 W. P. MecFarland.116 28 88 
J. W. Stanfiel.. 96 17 79 L. O. Williams...114 29 %5 
T. E. Beasley.... 92 13 79 Be We Bee ecctecs No card 

GUESTS 
Ws ee esc ceece 111 BE. E. MeBride... 94 
J. W. Palmer... .109 S. Anderson .... 95 
eS 87 J. E. McClure....No card 
A. B. Claney..... 93 M. P. Driscoll. ...112 
E. E. Peter...... 84 H, C, Yelton..... 107 
= ee 
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NEWS OF PLUMBING AND 
HEATING CONTRACTORS 


Territories Assigned to Directors 


National President Edward B. Kleine announces the 
assignment of territories to members of the Board of 
Directors and officers of the National Association of 
Master Plumbers as follows: | 

Maine, Vermont, New Hampshire, Massachusetts, 
and Rhode Island—Past President P. W. Donoghue. 

Connecticut and New Jersey—George H. Werner. 

New York and Pennsylvania—Past President George 
H. Drake. 

Delaware, Maryland, West Virginia, Virginia, and the 
District of Columbia—Vice President Robert J. Bar- 
rett. 

North Carolina, South Carolina, Georgia, and Florida 

-Wilbur R. Dosher. 

Alabama, Tennessee, Mississippi, and Louisiana— 
Joseph W. Pate. 

Kentucky and Michigan—National Secretary Edward 
l‘rank., 

Ohio—President Edward B. Kleine. 

Indiana, [llinois, and Missouri—John J. Calnan. 

Wisconsin, Minnesota, North Dakota, and Iowa— 
George F. Reeke. ; 

New Mexico and Texas—Richard G. Thomas. 

South Dakota, Nebraska, Wyoming, and Kansas 
Harry L. Stevens. 

Oklahoma, Colorado, and Arkansas—National Treas- 
urer H. O. Green. 

Washington, Idaho, Oregon, and Montana 
Thompson. 





Roy E. 


California, Arizona, Utah, and Nevada—Charles M. 























Swinnerton of Los Angeles, California. 

“The relationship between a member of the Board of 
Directors and the members of our National Association 
in the territory assigned to a director is one of mutual 
understanding and helpfulness,” says National President 
Kleine in commenting on the assignment of territories. 

“The responsibility of a National Director by no 
means begins or ceases when he attends the state con- 
ventions in those states over which he has jurisdiction. 
The National Director is constantly in touch with the 
problems and thoughts of the members in the states 
assigned to him. 

‘All members, and particularly officers of the local 
and state associations, should correspond freely with the 
National Director who has been appointed to look after 
their interests. All problems involving a national policy 
should be discussed with the National Board member 
concerned with the affairs of the state involved.” 


Nat. S. Finney Appointed Assistant to 
President E. B. Kleine of N. A. M. P. 


Edward B. Kleine, president of the National Asso- 
ciation of Master Plumbers, announces the appoint- 
ment of Nathaniel S. Finney of the Plumbing and 
Heating Industries Bureau as assistant to the president. 
In this capacity he will aid the Convention and Exposi 
tion Committee with the 5lst annual convention and 
exposition of the National Association of Master 
Plumbers which will be held in New Orleans on June 
19, 20, 21, and 22. 


Mr. Finney is well-known in the plumbing and heat 





Top row, left to right: Fred Abbott, Goodland; D. G. Zimmer, Hays; Ellis Billings, Arkansas City; H. P. Dunway, 
Wichita; Finley Hull and C. E. Bennett, both of Pittsburg; C. G. Loomis, Karl Davis and R. E. Sharpe, all of Salina 
Supply Co., Salina; and D. Webb Tewell of Harry Cooper Supply Co., Pittsburg. Bottom row: George Sutherin, 
Topeka and J. M. Simmons, Wichita, both past presidents of Kansas Master Plumbers Association; J. S. Merriman, his 
wife, son and daughter, of Oakley; Cliff Addison, Ridge Tool Co.; Robert Shelton, Kohler Co.; William Ball, Kan- 
sas City, Kans., past state president; and E. B. Hauser, manager, Chandler Pump & Supply Co., Kansas City, Mo., 
branch. Photos taken at the annual convention of the Kansas Master Plumbers Association, held recently at McPherson 
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ing industries as the former editor of the Plumbing and 
Heating Industries Bureau Bulletin and the author of 
the Bureau’s two textbooks for the use of classes in con- 
sumer selling methods. 


The “Survey of the Distribution of Plumbing Equip- 
ment in Cincinnati,” which was made by the Bureau for 
‘the National Association of Master Plumbers, was di- 
rected by Mr. Finney. This report of 40,000 words gave 
to the plumbing industry its first authoritative data on 
distribution problems. 

In November, 1931, Mr. Finney was given a leave of 
absence by the Bureau to the National Association of 
Master Plumbers. He was assigned by President P. W. 
Donoghue to assist with the work of the Golden Anni- 
versary convention and exposition of the National Asso- 
ciation of Master Plumbers in New York. 

Mr. Finney, working under the direction of Matthew 
J. Kennedy, chairman of the Convention and Exposition 
Committee, made an outstanding record in New York. 
More than one hundred manufacturers participated in 
the exhibit which was attended by 60,000 people of 
whom 32,500 left prospect cards signed with their names 
and addresses. 

The New York convention was the center of a con- 
centrated modernization campaign carried on by groups 
of plumbing and heating contractors in 32 communities 
throughout the 100-mile metropolitan area of which New 
York City is the hub. 

“The methods which proved so successful in the case 
of the New York convention will be applied in New 
Orleans,’ says President Kleine. “The exposition will 
be a great consumer show of all that is new and up-to- 
date in plumbing and heating equipment. We expect to 
tell the story of modern plumbing and heating not only 
to New Orleans but to the entire south. 

“Mr. Finney is already at work on a survey of the 
Southern market which will lay the basis for our efforts.” 





Phillips, Getschow Co. in Its New Building 


Phillips, Getschow Co., engineers and contractors in 
the heating, ventilating, power, industrial piping and 
refrigeration fields, in Chi- 
cago, on November I moved 
from 421 North State 
street into its own building 
at 32 West Austin avenue, 
northeast corner of Dear- 
born street. This building 
consists of three stories 
and basement, 30x100 ft. 
The entire second floor will 
be used for offices, and the 
balance will be used for 
stock, tools and equipment. 
The rear door on the first 
floor is arranged so that 
trucks and automobiles can 
drive in to load and unload. 
This is the third time this 
company has moved during 
its forty years in business, 
and it has been located 
within a few blocks of its new place during these many 
years. 





George M. Getschow, past 

president of the Heating 

and Piping Contractors’ 
National Association 
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President J. J. Lawler Has Appointed His 


Committees 

J. J. Lawler of Springfield, Mo., president of the 
Missouri State Association of Master Plumbers, has just 
announced his appointment of committees as follows: 

District MANAGEMENT CoMMITTEE: W. L. Clucas. 
St. Louis, Mo., chairman; J. S. Levine, Kansas City, 
Mo.; H. B. Schulte, Joplin, Mo.; J. D. Manley, Spring- 
field, Mo.; R. F. Williams, Dexter, Mo.; G. H. Rabius, 
Lexington, Mo.; C. L. Kennedy, St. Joseph, Mo.; N. J. 
Schuler, Sullivan, Mo.; John Schulze, St. Charles, Mo. ; 
Albert Murphy, Flat River, Mo. 

LEGISLATIVE CoMMITTEE: Fred J. Timmerman, St. 
Louis, Mo., chairman; Fred O. Hamm, Joplin, Mo.; 
P. Gabelmann, Webster Groves, Mo.; Wm. Ball, Kan- 
sas City, Mo.; A. F. Seiler, Gallatin, Mo.; Theodore 
Nundick, St. Charles, Mo.; Oscar E. Hegstrom, Maple- 
wood, Mo.; C. L. Kennedy, St. Joseph, Mo.; R. H. 
Drussa, Springfield, Mo.; J. J. Cunningham, Kansas 
City, Mo.; Carl Bulow, Poplar Bluff, Mo.; N. J. Schuler, 
Sullivan, Mo.; Edward Polack, Cape Girardeau, Mo.; 
Roger E. Jarvis, St. Louis, Mo. 

EDUCATIONAL COMMITTEE: Edward Monteath, St. 
Louis, Mo., chairman; Geo. Foley, Kansas City, Mo. ; 
D. H. Reynolds, University City, Mo.; Wm. Daly, Kirk- 
wood, Mo.; O. Sutter, Overland, Mo. 

Boarp oF Directors: J. J. Lawler, Springfield, Mo., 
president ; F. J. Murphy, St. Louis, Mo., first vice presi- 
dent; E. F. Spaeth, Kansas City, Mo., second vice presi- 
dent; J. F. Corrigan, St. Louis, Mo., treasurer; C. D. 
Dunlap, 305 E. Walnut st., Springfield, Mo., secretary ; 
C. R. Smith, Kansas City, Mo.; F. O. Hamm, Joplin, 
Mo.; Paul J. Schultz, Jefferson City, Mo.; H. J. Mor- 
rison, Poplar Bluff, Mo., chairman. 


Philadelphia Master Plumbers’ October Meeting 


At their October meeting, members of the Phila- 
delphia Master Plumbers Association listened to and 
participated in discussions on merchandising, gas com- 
pany co-operation and sales policies. President Maney 
J. Feeney, who has been ill recently, was again in charge 
of the meeting. 

_ George Hicks reported on his success in encouraging 
the members to attend the national convention in New 
Orleans next year. Following a report by the treasurer, 
George Moeller, a rising vote of confidence was given to 
the officers. 

Secretary Pflug-Felder read the editorial from pages 
35 and 36 of the September issue of Domestic En 
GINEERING discussing “Our Most Vital Problem,” feel 
ing it was important that the members be familiar with 
the views expressed in that editorial. 

Harry L. Stilwell, chairman of the educational com- 
mittee, presented F. B. Holden of the American Stove 
Co. who gave an interesting talk on his company’s prod 
ucts and also demonstrated their features. He was fol- 
lowed by F. A. LaBaw of Standard Tank & Seat Co., 
Camden, N. J., who also demonstrated his company’s 
products. 








Louis StTo_i_BerGc, master plumber at Milwaukee 
Wis., has been re-elected to the presidency of the Wis 
consin Elks’ Bowling Association, at its annual executive 
meeting at Appleton, Wis. Mr. Stollberg has served as 
president of the organization for sixteen years. 
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President E. B. Kleine and Secretary Edward Frank 


Make Successful Tour in the South 

When National President E. B. Kleine and Natl. 
Secretary Edward Frank were about to leave Cincin- 
nati, Ohio, for New Orleans, La., recently for the meet- 
ing of the board of directors of the National Associa- 
tion of Master Plumbers, they were joined in Cincin- 
nati by Past National President George H. Drake of 
Buffalo, N. Y., who is a member of this year’s board, 
and at Birmingham, Ala., National Director Jos. Pate 
of that city joined the party. 

While in New Orleans, the national family were 
royally entertained by the local association members and 
others. At one luncheon, the officials of the local public 
utilities company were also guests and they spoke in 
glowing terms of the fine co-operation between the mem- 
bers of the industry and the Utilities Company. 

The national officers and directors also attended a 
meeting of the local master plumbers association and 
found things working harmoniously and were informed 
that the local membership drive had already brought 
quite a few new members into the fold. 

After leaving New Orleans President Kleine and 
Secretary Frank went to Memphis, Tenn., where they 
were honored guests at a Dutch lunch and a meeting of 
the master plumbers of the city. Chairman McGowan 
introduced the national officers, both of whom responded 
with speeches and Tennessee State President Limberg, 
local President Tutt and local and State Secretary 
Peebles also gave talks. 

At the close of this meeting, twelve master plumbers 
joined the local association. 

The national officers then traveled to Little Rock, Ark., 
where they were joined by National Treasurer H. O. 
Green, and all three attended a meeting of the local asso- 
ciation which was presided over by State President 
Arthur Pfeifer. 

National Treasurer Green was to stop off in Fort 
Smith, Ark., on his way home from Little Rock, to speak 
at a meeting of the members and master plumbers of 
the western end of the state. 

President Kleine was gratified at the fine publicity 
given the national officers on their visits, in the nhews- 
papers of New Orleans, Memphis and Little Rock. 





Albany, N. ¥., Master Plumbers Hold 
Successful Outing 


Members of the Master Plumbers’ Association of 
Albany, N. Y., their families and a number of guests 
recently enjoyed a most successful outing and clambake 
at Lake View Lodge in the Berkshire mountains on the 
east shore of Nassau Lake in Rensselaer county, N. Y. 

The program consisted of games and races, including 
a tug of war. Much to the surprise of the spectators, 
Captain Wm. F. Cassidy’s team lost the tug of war, in 
spite of its great reputation. 

Among the guests attending the outing were George 
H. Mollenkopf, William G. Cockburn, Mr. Cook and 
Mr. and Mrs. Charles A. Leffler, all of Rensselaer, N. 
Y.; C. F. Herrod of the Wolverine Brass Works, and 
J. F. Toot who was formerly connected with the same 
concern, 

The committee of arrangement, which made the out- 
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COPPER 
FOR 
SATISFAC- 
TION 


—AND THIS 
TRADE MARK 
FOR ENDURING 
SERVICE... 








BOILERS 


TRADE MAR REGISTERED 








... Improvements that tell 
..eFeatures that sell!! 


abound in the new, improved 


G & C DOMESTIC 


RIVETED TOP & BOTTOM 


COPPER RANGE BOILER 





For new installations . . . for re- 
lacements .. . here is a a | 
~w that tops all others for strengt 
—for cleanliness . . . for safety! 


Sediment easily removed by drain at 
low point of bottom of tank. Solid 
copper rivets top and bottom, heav- 
ily nel ent with solder. Guaranteed 
against collapse. Write for descrip- 
tive circular today. 





SPECIFY G&C BOILERS—OTHERS DO 


There is @ type for every installetion—for hotels, apartments, clubs, 
residences, public buildings, etc. 


GERSTEIN & COOPER 


1-3 West Third St. * South Boston, Mass. 


Gerstein & Cooper Co., Baltimore, Md., G. Mason Price, Montreal, P. O., 
E. N. Cokefeir, inc., New York, N. Y., Throop Water Heater Co., Pittsburgh, 
Pae., Strong, Carlisle & Hammond Co., Cleveland, Ohio 
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ing such an enjoyable affair, consisted of the following 
gentlemen: Martin Farrell, chairman; James H. Doody, 
secretary ; Frank Weber, Charles Brodbeck and Wm. F. 
Cassidy. 





Open Consumer Selling Classes in Denver and 
Rochester 

The new Colorado Springs, Colo., Association of San 
itary and Heating Engineers, under the leadership oi 
kK. E. Bumstead, is now holding a consumer selling 
school with a registration of 54 one night a week. Mas 
ter plumbers, wholesalers and journeymen participate. 

Two representatives of each of the three groups par 
ticipating in this school serve on a directing board. Mr. 
Bumstead and H. E. Benbow represent the master 
plumbers ; H. Sander and Frank Lee, represent the jour- 
neyman plumbers; William Koerner of Crane Co., Den- 
ver, and Mr. McCain of Peerless Colorado Co., Denver, 
represent the supply companies. 

The consumer selling school is using the Plumbing 
and Heating Industries Bureau’s Instructor’s Manual 
and Student’s Handbook as the basis of the course. Con- 
vinced that the plumbing industry has something more 
to offer to the consumer than price, the three groups are 
concentrating on how to sell the fine qualities of plumb- 
ing to the public. 

In Rochester, N. Y., a class in consumer selling 
methods has been organized under the auspices of the 
Associated Master Plumbers. Edwin L. Muiller, execu- 
tive secretary, announces an enrollment of 19 with the 
possibility of increasing the size of the class by six addi 
tional members. 

The instructor for the Rochester class is Ralph Bar- 
stow, sales and advertising counselor, former general 
sales manager for the Greenfield Tap & Die Corp., and 
a member of the faculty of the University of Rochester. 











San Francisco P. and H. Club Planning Big 
Christmas Party 


With an eye to the coming holiday season, officers oi 
the Plumbing and Heating Club of San Francisco and 
the Bay Cities are laying plans for the 1932 Christmas 
. rs varty which will equal if not eclipse any similar celebra- 

safer, any harder to kill than Trimo ion te the omaeal the club. The pod has been set at 
ow unquestionably the most power- December 15, but the location has not yet been decided. 
ful pipe wrench made. President F. F. Elliott has named the following men, in 


If you mean business be prepared to addition to himself and Secretary Sales, to act as the 
. | committee on arrangements: W. H. Rainwater, Elmer 


ma mse th OTT cake ; ny = Ross, J. J. McLeod, Stuart Greenberg, Ross M. Clark, 
vantages that g £ yee J. V. Greer and Robert Allmon. 


HEY don’t come any stronger, any 





New Sanitary and/Heating Club‘ Elects Officers 

ALL PIPE eee 
Dia Tat Herman Straub, o Curtis-Straub Co., heating en 

STEEL Ww gineers, Dubuque, Iowa, has been made president of the 


Northeastern Iowa Sanitary and Heating Club, organized 
two months ago and now comprising 50 members with a 


Greatly mcr eased goal of 300 set. His election occurred at a session held 


in strength recently in Davenport, Iowa. The other officers elected 
are Roy Kerker, Davenport, vice president; J. W. Lun 
Made for nearly half a century by don, Dubuque, secretary; Kenneth M. Jones, Iowa City, 


Trimont Mfg. Co., Roxbury (Boston), Mass. treasurer. The next meeting is to held on call of th 
1 —_ secretary. 
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_¢ Buffalo and Tri-County’ Plumbing and Heating 
Contractors Hold Important Joint Meeting 


One of the largest and most important meetings of 
master plumbers associations in Western New York and 
Eastern Pennsylvania took place in Buffalo, October 12, 
in the auditorium of the Buffalo Catering Co., when the 
Master Plumbers Association of Buffalo and the newly 
formed Tri-County Plumbing and Heating Contractors 
Association held a joint meeting. Present also were 10 
members of the Erie, Pa., Master Plumbers’ Association 
as well as a delegation from the Rochester, N. Y., Master 
Plumbers’ Association. In all, the affair was attended by 
over 150 plumbers, 65 of whom were from out-of-town. 
The Tri-County Plumbing and Heating Contractors 
Association, while one of the newest organizations in 
the state—having been formed only a few months ago 
—is one of the most active. Its membership now num- 
bers 40 and is growing fast. Interest in the work of the 
association 1s evidenced by the fact that the members 
travel from 50 to 100 miles to attend the monthly meet- 
ings. The association is headed by President J. J. Shor- 
tell, of Olean, and the secretary is C. W. Stackhouse, of 
the same city. At the meeting there were members from 
Jamestown, Olean, Salamanca, Bradford, Cuba, Bolivar, 
Port Allegany, Wellsville, Dunkirk, Friendship, Fredonia 
and Belmont. The Buffalo association invited representa- 
tive master plumbers from Lockport, Niagara Falls, 
Batavia, East Aurora, Amherst and other neighboring 
towns, 

Following a good dinner, the meeting was called to 
order by W. Frank Clucas, president of the Master 
Plumbers’ Association of Buffalo, who welcomed the 
visitors and expressed his appreciation that so many 
from distant points found it possible to attend. He said 
this was the first meeting of the Tri-County organiza- 
tion in Buffalo and that the master plumbers of Buffalo 
were glad to be the hosts. 


THE AIMS OF THE NEW ASSOCIATION 


The meeting was then turned over to President Shor- 
tell of the Tri-County association, who thanked the Buf- 
falo master plumbers for their hospitality, after which 
he explained why the organization was formed. He said 
that a need was felt for an association which would 
provide for the interchange of ideas for the promotion 





Left to right: William F. Black, state treasurer, C. E. 
DeHaas, R. R. Brooks, R. L. Dennis, zone governor, Wil- 
liam Ball and Jack Craddock, all of Enid, Okla., and 
hosts to the annual convention of the Oklahoma State 
Association of Master Plumbers, held recently in that 
city 
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Lever Operated 
Relief Valves 


Mean More Safety 


They may be periodically tested reassuring 
their efficiency. The following Moore Valves 
are equipped with lever handle if desired. 


Pressure Relief 
Pp 7 . 1+ > - . 

ressure- lemperature 
Pressure-Temperature-Vacuum 
Pressure-Vacuum 


MoorE—features 
Simplicity in design, accuracy in 
operation, quality at reasonable prices. 


J.W. MOORE VALVE CORP. 
EVERETT, MASS. 


| >. 


UNIFORM METAL 


Fretz-Moon Pipe cuts easily and quickly either by saw or 
pipe cutter. It threads easily, too. The exclusive process of 
manufacture prevents hard or “burnt’”’ spots in the metal that 
might cause cutting and threading troubles, and insures a 
highly uniform product. This is but one of the reasons why 
Fretz-Moon Pipe saves installation time and labor—why so 
many users of pipe prefer it. 





FRETZ-MOON TUBE COMPANY,"INC. « BUTLER, PENNA. 
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Consumer 





LOWEST 
PRICED 


SHALLOW WELL SYSTEM 


on the Market TODAY 


I Lene. Mr. Dealer, is what you have been waiting for 
—a shallow well reciprocating type water system, at such 
an amazingly low price, as will enable you to meet all 
competition. [There isn't any other unit which is priced to 
the consumer at such a low price. And, don’t forget—the 
unit is made and guaranteed forquality and performance 
by the Red Jacket Manufacturing Company, makers of 
pumps and water systems for 57 years. 


250 Gallons per Hour. This outfit delivers 250 gals. per 
hour from well or cistern up to 22 ft. in depth. Plenty of 
water for kitchen, bathroom, laundry, stock troughs, ete. 


A Big Special Feature of this pumping unit is the Water 
Lubricated Bearings which require no oil. This means 
no piston rod stufling-box leakage: no oil polluted water 
in pumping system; no water polluted oil in crankcase. % 
H. P. Motor, 110 single phase motor. Pressure Switch; 
Relief Valve; Galvanized Tank, &-gal. size; “\V” Belt 


Drive. Everything complete. 





This system is priced to sell under present conditions 
with a margin of profit you will appreciate. 
e Write for discounts and complete information. 
RED JACKET MANUFACTURING COMPANY 


DAVENPORT, IOWA 


DORWARD- 
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of the plumbing and heating industry and that this asso- 
ciation already had accomplished much to better condi- 
tions in its area. One of the most important phases of 
its work, he said, was the establishment of a clearing 
house for the sale of used, unused and obsolete ma- 
terial. This clearing house is operated purely by the 
members without the aid of a paid secretary. The mem- 
bers write their lists of material they wish to dispose of 
to the secretary and also give him a list of their own 
wants. By means of circular letters to all the members, 
the opportunity is afforded the members of disposing of 
material they do not want for material they do want, all 
without the use of money. All articles of equipment are 
listed at their market value. 

F, C. Patterson, of Bradford, Pa., chairman of the 
clearing house committee, further explained the work- 
ing out of the clearing house and its services in enabling 
the members to dispose of their excess material. 


HONOR MEMORY OF W. E. SHADDOCK 


President Clucas reminded the meeting of the recent 
death of W. E. Shaddock, one of the most active mem- 
bers of the association and an outstanding character in 
the trade, and requested all to stand in silent tribute 
to his memory. Suitable resolutions on the life and work 
of Mr. Shaddock are being drawn up by a committee 
consisting of William Ludlow and William Deckert. 


Mr. Clucas, who also is secretary of the New York 
State Association of Master Plumbers, distributed to all 
present a circular letter just issued by the state associa- 
tion dealing with recent announcements on sales policy. 
The letter sketches the whole development and is being 
distributed all over the state in order to secure the com- 
ments of members. 


MR. DRAKE ON THE NEW SALES POLICY 


Mr. Drake, a director of the national association, then 
spoke. He said he was thoroughly familiar with the 
new sales policy and clearly outlined the probable effect 
of it on the business of the master plumber. A general 
discussion followed Mr. Drake’s remarks and the opinions 
expressed were much the same as those in the circular 
letter. Mr. Drake before concluding his remarks said 
that he had been a member of the association for 35 
years and that he felt like reciting some of his experiences 
of the early days which coincided very much with those 
of Mr. Purcell. He thanked the members of the Tr: 
County Plumbing and Heating Contractors Association 
for electing him to membership. 

Henry J. Ritter, president of the New York State 
Association of Master Plumbers, then urged all mem 
bers to adhere to their trade association, not to spare 
their efforts but to fight on and to look forward. “Just 
as soon as we men,” he said, “change from an attitude 
of watchful waiting to aggressive, united action and ar 
encouraged to go on and overcome difficulties with the 
common sense to understand that life moves in cycles, 
then surely as the day follows night, prosperity wi! 
return.” 

President Ritter also stressed the need of securin 
new members. “Trade associations,” continued Mr. Ru 
ter, ‘are character and business builders. It is reall) 
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Top row, left to right: Mr. and Mrs. J. H. Volz, Okla- 
homa City; Joseph Greene, Charles Edwards and H. S. 
Miller, all of F. E. Georgia Supply Co., Oklahoma City; 
J. L. Craddock, Enid. Bottom row: Charles Ramstead, 
Okmulgee; Vincent Meyer, Chase Brass & Copper Co.; 
Robert D. Shelton, Kohler Co.; M. E. Hollis, Standard 
Sanitary Mfg. Co.; M. R. Jackson, Chase Brass & Copper 
Co. Photos taken at the annual convention of the Okla- 
homa State Association of Master Plumbers, held re- 
cently at Enid 


necessary these days to join with others and work out 
business problems together.” 

This is the fiftieth anniversary of the Master Plumb- 
ers Association of Buffalo, the last twenty of which the 
association has been served by Fred Fleischauer as secre- 
tary. Secretary Fleischauer has the distinction of hold- 
ing only two jobs in his business career of 40-years, 
twenty with the Lackawanna railroad and the last twenty 
with the Master Plumbers Association of Buffalo. It is 
probable that a fitting celebration of the fifty years of 
the association’s life will be held in the fall. Before 
leaving for their homes, the Tri-County Plumbing and 
Heating Contractors Association adopted a resolution 
thanking President W. Frank Clucas and Secretary 
Fleischauer for the splendid arrangements made for the 
meeting. 

One of the members of the Tri-County proposed the 
names of George H. Drake, former president of the 
National Association, and George W. Frank, former 
national secretary, for honorary membership in the Tri- 
County Plumbing and Heating Contractors Association. 
They were accepted by unanimous vote. 

James Purcell, a veteran member of the Erie, Pa., 
Master Plumbers Association, was then introduced and 
told some very interesting reminiscences on association 
work and about the trade generally. 

Edward Miller, secretary of the Rochester Master 
Plumbers Association, also was introduced and spoke 
briefly in an optimistic vein about the future of the in- 
dustry. 


——E 


New Officers Installed at Baltimore 


New officers were elected and installed at the Sep- 
tember meeting of The Association of Master Plumbers 
of Baltimore City, Inc. Those elected were as follows: 
B. Maurice Wolf, president; Reuben Braudes, vice 
president; S. L. Baltimore, treasurer; Alex. Walpert, 
secretary, and Jos. Horwitz, sergeant-at-arms; board of 
directors: Isaac Roll, Max Kleinman, Wm. Pritzker, 
Hyman Snyder and Hyman Shindel. It was announced 
that monthly smokers are to be held during the winter. 
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Clean threadways— Tapping to gauge—Absence 
of sand holes—all go to distinguish—! MICO— 
Fittings. 


A full line in malleable iron, cast iron and 
brass. 


Also manufacturers of brass and iron valves. 


% 
ILLINOIS MALLEABLE IRON CO. 
Chicago, Ill. 


MANUFACTURERS OF BRASS AND IRON VALVES 






































STOP LEAKS 


MAKE LOOSE PARTS TIGHT 


SMOOTH-ON No. 1 stops leaks and 

restores permanent tightness at screw 
threads, gaskets, seams, rivets, cracks and 
breaks and restores pitted or corroded 
contact faces. It makes a dependable 


repair in the shortest time, with least 
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ance during the longer interruption for - 
doing the work by other method. Write for this 


a ee 7 : FREE BOOKLET 
Use Smooth-On No. 1 for emergency 


jobs on pipe lines, flanged or threaded connections, boilers, on 
pump and compressor cylinders, on steam, water, oil, ammonia 
and gas lines, tanks, water heaters, etc. 


Get Smooth-On N Oo. Fmd or 5-ld. can 
or 25 Or roo-lb. keg from any supply 
house or from us. 






SMOOTH-ON MFG. CO., Dept 12 


570 Communipaw Ave. 
Jersey City, N. J. 
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Officers of Local Associations for 1932-33 board has appointed E. E. Bowman of the Master Plumb- 


, . . . 
ws ; S ASsocia Oo S 1 retary. 
Vincennes, Ind.—The Merchant Plumbers Associa- ers’ Association to act as its secretar) 
tion: President, Victor C. Knauth; secretary and treas- 


urer, Clyde L. Holmes. ‘ 
Westport, Conn.—Fairfield County Master Plumbers Obituary 


Association, Inc.: President, Harold McGill, Westport, 
Conn.; vice president, Charles Weitzel, Wilton, Conn. ; Jacob A. Mergenthaler 
secretary, L. DeWitt Goulden, Stamford, Conn.; treas- 
urer, George O’Neil, Stamford, Conn. 

Santa Monica, Calif.-—Santa Monica Bay Merchant 
Plumbers Association: President, L. H. Tyler, Santa 
Monica; vice president, A. Erickson, Santa Monica; 
secretary, Wm. V. Hemsley, Venice; treasurer, C. H. 
serger, Santa Monica. 


Jacob A. Mergenthaler, founder of the plumbing firm 
of Jacob Mergenthaler & Sons at 1030 North Fifth 
street, Milwaukee, Wis., died recently at his home in that 
city in his 67th year. Mr. Mergenthaler was born at 
Slinger, Wis. He opened his plumbing establishment 
in Milwaukee in 1892 and retired from business about 
a month before his death, leaving his business to his 
lynn, Mass.—Lynn Master Plumbers, Inc. : President, sons, Edwin and Jacob, who, with a daughter, survive 





enapnsys Harnois ; vice eee Roger Pope; secre- him. 
tary and treasurer, George E. Ryan. : 
Saginaw, Mich.—Saginaw Association of Plumbing George W. Miller 
and Heating Dealers: President, Charles J]. Hedger ; George W. Miller, a plumbing contractor of Louisville, 
vice president, Earl McKenzie; secretary and treasurer, Ky., died recently at his home in that city in his 69th 
Alfred Mitchell. year. His plumbing establishment was located at 1919 
— West Walnut Street. Mr. Miller is survived by two 

Appointed Plumbing Inspector in Springfield, Mo. *'S*€TS: 

C. EF. Cook, a master plumber of Springfield, Mo., Joseph Goodman 
has heen appointed plumbing inspector by the health Joseph Goodman, Jr., formerly engaged in the plumb- 
commissioner of that city. The following members of — ing business in Jeffersonville, Ind., died last month at 
the city plumbing board have also been appointed: C.D. his home in St. Petersburg, Fla., in his 51st year. Mr. 


Dunlap, a master plumber; C. W. Verink, a journeyman, Goodman, Jr., moved to Florida in 1924. He is sur 
and C. E. Cook, representng the health department. The vived by his widow, a son and a daughter. 











































N such times as these when buyers are extremely conservative and persist in 
demanding full value for every dollar they spend, Myers Self-Oiling Bull- 
dozer Power Pumps offer more opportunities for profitable business than ever. 


Considering the completeness of the Myers Line, its outstanding quality, 
its wide adaptability, its favorable low prices, its national recognition— its 
sales possibilities are so apparent that more and more far sighted ye from 
coast to coast are recognizing Myers superiority and are taking advantage of it 
in securing much of the desirable pump business in their respective localities. 


It will pay any dealer to thoroughly investigate the Myers Line, but it will 
pay him better to start selling it today. 


Our new catalog for 1933 is now being distributed. A copy with complete 
information will be mailed promptly on request. 
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Ohio Directors Hold Mid-Season Meeting 

Officers and members of the board of directors of the 
Ohio State Association of Master Plumbers recently 
held their annual mid-season meeting at the Builders’ 
Exchange in Akron, Ohio. 

All officers and members of the board, including Na- 
tional President E. B. Kleine, who is a member of the 
board, were present, as were Walter Kirn and W. H. 
Limbert of Akron, and National Secretary Edward 
Frank, making it a very interesting meeting. 





AST Spring, Foster R. Fanning, plumbing and heat 

ing contractor at Winter Park, Florida, secured a 
modernizing job, which included the removal of an old 
embossed closet bowl. After having taken the old bowl 
to his shop the idea occurred to him to make a window 
display of it. This display attracted so much attention 
that Mr. Fanning asked his customers and visitors to 
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National President Kleine gave a very informative 


talk about the new sales policy. 
W. H. Limbert, chairman of the convention commit 


tee, proposed that the 42nd annual convention of the 


Ohio State Association of Master Plumbers be opened 
February 7, 1933, at the Netherland Hotel in Akron. 
This proposition was accepted by unanimous vote and 
it was decided to make it a two-day convention instead 
of the usual three days. Hotel Netherland will be both 
meeting place and headquarters. 


When and Where Was This Closet Made? 


letter, enclosing two photographs of an antique closet 
bowl, has me guessing. I notice that it is a square bowl 
instead of elliptical or round. In the fifty odd years 
that | have been in business | do not remember seeing 
such a bowl, so I have concluded to send your letter and 
telegram to Mr. George Brain, our general superinten 
dent of potteries, who has been with us about twenty 





Side view, top view and rear view of the closet in question _, 


vive him an estimate of the date of the manufacture of 
the closet bowl. 

The result was that Mr. Fanning received 130 esti 
mates, ranging all the way from the year 18/0 to 1900. 
Here a dilemma arose. Mr. Fanning had labored under 
the impression that it would be an easy matter to estab 
lish the exact date of its manufacture, so that he could 
vive those interested this information. . 

In an effort to solve this problem, Mr. Fanning sent 
snapshots of the closet, which we are reproducing here- 
with, to business papers and manufacturers of plumbing 
hxtures with the request that they would do him a great 
lavor by telling him when this closet was manufactured. 

None of the many answers he received gave him the 
exact information, and he now appeals to readers of 
DOMESTIC ENGINEERING, hoping that they may be able 
to solve the problem. 


SUGGESTIONS BOTH FROM THIS COUNTRY AND 
FROM ENGLAND 


Here are interesting excerpts from some of the sug 
gestions he has received: 

THEODORE AHRENS, Chairman of the Board of Stand 
ard Sanitary Mfg. Co., Pittsburgh, Pa., writes: “Your 





years and also has a wide pottery experience in the 
sanitary line in England. Perhaps he can make a better 
guess than I can.” 

GEORGE BRAIN, gen. supt. of Potteries, Standard Sam 
tary Mfg. Co., Tiffin, Ohio, writes: “It certainly will be 
interesting to know actually when this was made. My 
guess would be that it was made approximately filts 
years ago. I remember distinctly when I first went into 
the sanitary ware manufacturing business as a boy thirty 
five years ago that similar pieces were made, but with 
an oval opening in the slop rim. A curious feature of 
the piece you show in photograph ts the tact that the 
entrance to the trap-way appears to be at the back of 
the bowl, whereas, the more modern ( /) piece of thirty 
five years ago had the outlet from the pan to the trap 
in the front of the bowl, which helped the design some 
what and permitted the placing of the anti-siphon vent 
in the rear of the bowl instead of at the front.” 

WILLIAM M. ALLEN, president of the Mott Company, 
Philadelphia, Pa., writes as follows: “The photograph 
enclosed of the old square back, back outlet, all earthen 
ware, vented water closet, 1s very interesting, arousing 
old memories, connected with the development of the 
water closet. 

“On or about the years 1885 and 1886, Mr. H. k 
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MODEL APARTMENTS, GRAND STREET, NEW YORK 


Architects and Engineers: Contractors: 
Springsteen @* Goldhammer Rathe Healing Corp. 












HIS model apartment, on New York's lower 

East Side, is a splendid contribution to the 
growing movement to replace slums by modern, 
wholesome, workers’ homes. 





























Born of the initiative of farsighted financiers— 
fostered by the State Board of Housing—this splen- 
did group was erected under the supervision of the 
Amalgamated Clothing Workers, whose large, 
cooperative apartment development in the Bronx 
stands as a model for the whole country. 


Since more than 2000 radiators in that earlier 
development were Sarco equipped, it is significant 
that a Sarco Vacuum Heating System was chosen 


also for Grand Street. 


To large airy rooms, to the latest in electric light- 
ing, to electric refrigeration, is thus added the 
utmost in heating comfort at an operating cost so 
low as to bring these advantages within the reach 
of New York's working population. 


Our Catalog M-75 sent on 


ate | request. 


SARCO CO., Inc. 


183 Madison Ave., New York, N. Y. 
Branches in Principal Cities 


SARCO 
PIPE SAVERS SARCO CANADA LIMITED, 
Ba te Federal Building, Toronto, Ont. 





Your Pipe 








Sarco Type E Radiator Trap 


SARCO, the original bellows 
trap, is still the only radiator 
trap having « bellows made 
from heavy wall, helically 
coiled tubing. Greater 
strength, «@ uniform load 
divided over more corruga- 
tions, necessarily make for 
longer life. A  self-aligning 
valve head assures 


~ SARCO 
HEATING SYSTEM 
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Watson, at that time a leading and most progressive 
plumbing contractor in Philadelphia, giving much 
thought to improvement in plumbing fixtures, procured 
a design patent for a square back, back outlet washout 
water closet. Your photograph, we believe, shows one 
of his closets.” 


J. R. T. Hay, secretary of the Twyfords Limited, 
London, England, writes as follows: “We have received 
your letter regarding the age of the old closet basin 
with raised ornamentation, of which you have kindly 
sent photographs. 

“It is a common practice for potters to stamp on the 
clay articles which they make the month and year oi 
manufacture, and possibly this may give you the clue to 
the exact date of making, but if not, we hope you will 
find the following helpful: 

“Prior to 1885 W. C. basins were made in two pieces, 
but in that year Mr. Twyford introduced the “Unitas” 
washout closet as the first one-piece pedestal closet. In 
our 1887 catalogue, this and similar types of basins are 
illustrated with the raised ornamentation which was 
fashionable at that time. In 1889 washdown bowls were 
produced, followed in 1894 by sphonic action basins. Our 
1894 catalogue illustrated bowls of all the foregoing 
three types with raised ornamentation such as shown in 
your photographs.” 


W. S. Hawcey, George Howson & Sons, Ltd., Han- 
ley, Stoke-on-Trent, England, writes: “Wash-out closets, 
as they are called, of that type, both in one piece and in 
two pieces, were made over 50 years ago; we made one 
called the ‘improved’ and our neighbors Messrs. Twy- 
fords, Ltd., made one called the ‘National’ but the one 
you inquire about was not made by either of our firms. 
We are inclined to think it was probably made by one oi 
the firms which at one time made ‘sanitary ware’ and 
then passed out of existence altogether or gave up sani- 
tary and stuck to domestic ware only.” 


Largest Hospital — 


(Continued from Page 43) 


risers, within a length of about 100 ft., feeding the hot 
water at the top, and returning from the bottom, It was 
found sufficient to anchor the risers in the middle, and 
expand up and down to the supply and return mains. 
However, as all of these risers were concealed in very 
close spaces, the greatest care was necessary in making 
connections to the radiators, but the difficulty was over 
come through close cooperation with architects and 
builders. The long, large main risers were equipped at 
the top with corrugated expansion joints. 

Although duplication of refrigerating piping and 
steam apparatus for special services was not so com 
pletely provided, by-passes and valves were so installed 
that no important apparatus would be in danger of shut 
down. Care was taken that there be no cessation «|! 
service in kitchens, laundries, operating suites and pre 
mature nurseries. 

The premature nurseries, operating rooms and certain 
experimental laboratories are equipped with complete ai! 
conditioning apparatus, which not only heats or cools 
these rooms as may be desired, but maintains a desirable 
balance of humidity, by supplying moisture to, or ex- 
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. tracting it from the air supplied to these portions of the 
buildings. With this apparatus, all carefully and auto- 
matically regulated, almost any desirable condition may 
be constantly maintained in temperature, humidity and 
movement of air. 

The 117 ventilating systems comprise apparatus for 
both supplying and exhausting air for a large portion of 
the entire group, and handle 1,468,000 cubic feet of air 
per minute. 

These systems were divided for separate services so 
that there would be no admixture or by-passing of air 
between wards, kitchens, toilets and other sections of the 
buildings. A slight air pressure is also maintained in the 
corridors, so that air cannot pass from one room to an- 
other by this route. It was necessary that ventilation 
from laboratory hoods, containing acid fumes, be kept 
entirely separate, and carried through vitreous tile con- 
duits to fans of special acid resisting metal. 

The uninitiated person inspecting the finished build- 
ings would little dream of the miles of pipes and ducts 
hidden from his gaze, behind walls and ceilings. 

In addition to the heating and ventilating pipes and 
ducts may be found high and low pressure steam and 
return lines for all sorts of services, draw off, drip and 
drain piping for all systems, refrigerating brine supplies 
and returns reaching to all corners, as well as compressed 
air piping to the numerous laboratories, and ozone pip- 
ing to the animal rooms. 


IDENTIFICATION SYSTEM 


The mechanical operating force must know all this 
however, and must moreover know where to find them 
at the first sign of trouble. In apparatus stories, pipe 
spaces, attics and basements, these pipes are all stenciled 
at frequent intervals with their proper names; columns 
in all of these spaces are stenciled with large numbers, 
so that in case of trouble, it is but necessary to telephone 
the chief, naming the pipe in question, with its location 
hetween four of the columns, and the repair man need 
lose no time in seeking the trouble. 

I have described the apparatus and the problems con- 
fronting its designers, but the proof of an installation of 
this size and intricacy is not in its design, but rather in 
its perfection of operation. 

The heating system was operated for an entire season 
during the construction of the building, and in spite of 
the fact that no electric current was at first available for 
the operation of the circulating pumps, each of the 5,493 
radiators was warmed by gravity circulation, and after 
the pumps were operated, it was necessary to adjust but 
two regulating valves. 

Adjustments were made and readings were taken at 
all register faces in the ventilation systems, and these 
results for the entire hospital group came well within 
five per cent of the quantities designed. 

The other services showed equally satisfactory results. 

We who were responsible for the design of this work 
feel that we may be justifiably proud of the unbelievably 
perfect results, but we are grateful to each and every 
man in our organization who contributed to its success, 
and we feel too that our pride is but selfish were we to 
omit the praise due to the architects and builders, and to 
the contractors who performed such magnificent work. 
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Dependable 


OMPARE! Compare Wolverine Brass Goods 

of today with the same goods of 1929! You’ll 
find them even better. You’ll find many im- 
provements. You'll find even greater values. 
And you’ll find, as always, the same high quality 
of materials—painstaking care and accuracy in 
machining—fine finish. 


As ever, Wolverine Brass Goods remain 
compietely dependable. As ever, Wolverine 
keeps faith with the plumbing trade. 


WB) WOLVERINE BRASS WORKS 
GRAND RAPIDS, MICHIGAN 
We Sell the Retail Plumbing Trade 











WOLVERINE 


As 
POSITIVE 


as 


DAY 
and 


NIGHT 
ys Leonard indicator set 


at 100 degrees is positive assur’ 
ance that the water being sup- 
plied will be 100 degrees con- 
stantly, because the hot and 
cold water going through the 
valve is controlled by ther- 
mostatic coils. 














Write for the 
complete Leonard 
story 


Regardless of your require- 
ments, Leonard Valves will 
meet them 100%. 





Manufactured by 
LEONARD-ROOKE 
COMPANY 
Incorporated 1913 
PROVIDENCE, R, I. 


EONARD 
Water Mixing 


VALVES 
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PERFECTION 


FLOOR and CEILING PLATES 
st 


The ease with which PER. 
FECTION Floor and Ceiling 
Plates can be installed will 
make them favorites with 
you. 


















Once you have snapped them 
on the pipe, they'll hold snug 
always. 







It is best to stock up with 
them so that you can have 
them at a moment's notice 
without delay. 













Ask your jobber to supply 
them to you. 
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| || + Popular 
le BLAKE 

peeliaeateition Drain 

or private garages 


This popular pattern is for use in private garages. It is 
meeting a big demand for a small and inexpensive garage 
drain, yet one that has such features as a removable mud bucket 
and spreader shelf to reduce agitation of the water and its 
contents. 


In this drain the water is fanned out on the top shelf so 

that agitation is at a minimum when entering bucket, thus 

' intercepting all mud and refuse when the water overflows 
from the bucket. 


The spreader shelf has vent openings around the top to 
avoid dangerous ges pockets under the shelf. Made in one 
size only with 4-inch Bell or Screw Outlet at bottom side. 


“MAKE NO MISTAKE — USE THE TESTED BLAKE” 











BLAKE SPECIALTY COMPANY 


ILLINOIS 





ROCK ISLAND « 
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NEW TRADE@ LITERATURE 


Folder on Stop and Drain Valves 


Hays Mfg. Co. of Erie, Pa., has issued a neat folder in 
two colors, black and orange, illustrating and describing 
its stop and drain valves of heavy all-brass construction. 


Wallhanger about Range Burners 


The Silent Glow Oil Burner Corporation of Hartford, 
is sending the trade a wallhanger, 17x22 in., call- 
available in 


Conn., 
ing attention to its line of range burners, 
chromium finish and in a variety of colors. 


Announcing a New Copper-Steel Boiler for Residence 
Heating 
Fitzgibbons Boiler Co., Inec., of Oswego, N. Y., and 
New York, N. Y., has issued a neat folder announcing its 
new -copper-steel boiler for residence heating, designed 
specifically for use with either the rotary or gun type oil 
burner. 


Pamphlet on Closet Seats 


Standard Tank and Seat Co. of Camden, N. J., has just 
issued a pamphlet, printed in several colors, illustrating 
and describing its line of modern closet seats in various 
colors, including white, violet, green, orchid, golden yel- 
low, blue or black, with chromium plated hinges. 


Folder about Combination Bath Tubs 


Wheeling Sanitary Manufacturing Co. of Wheeling, 
W. Va., is at the present time distributing a neatly printed 
folder illustrating and describing its combination bath tub, 
being a seat, foot, shower and child’s bath all-in-one. 
Several diagrams with roughing-in measurements are in- 
cluded. 


Bulletin on Oil Burners 


The Oil-Elec-Tric Engineering Corporation division of 
Bethlehem Foundry & Machine Company of Bethlehem, 
Pa., has issued a sixteen-page bulletin, 8%x11 in. in size, 
illustrating and describing in detail the construction and 
operation of its line of oil burners. The bulletin is printed 
in three colors, black, green and silver, on high-grade 
paper. 

Circular about High Pressure Electrical Circulators 


The Rochester Circulator Corporation of Rochester, 
N. Y., has issued a four-page circular, 8 %4x11 in. in size, 
devoted to illustrations and descriptions of its line of 
electrical circulators for hot water heating systems. Di- 
rections about how to install them are given, accompanied 
by several diagrams. Tables of sizes, capacities and ship- 
ping weights are also given in this circular. 


Announcing a New Adjustable Shower Head 


Speakman Company of Wilmington, Del., has just issued 
a circular announcing a new adjustable shower head, which 
is described as being ‘‘a midget in size, only 2% in 
across the face, but a giant in performance. One-half a 
turn of the face by the convenient wing lugs gives either 
a coarse or a fine spray. A few extra turns of the face 
and all sediment, dirt and pipe scale are flushed out.” 


“Modern Heat Improves Every Home Comfort” 


The Timken Silent Automatic Co. of Detroit, Mich., has 
just issued a booklet bearing the title ““Modern Heat Im 
proves Every Home Comfort.” This booklet stresses the 
advantages of automatic heat and devotes much space tv 
the company’s wall-flame type of oil burners, which are 
designed to distribute the flame evenly around the walls 
of the boiler or furnace, to apply heat at grate line, wit! 
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ascending gases in contact with walls of heater, to give 
a Slowly swirling flame, permitting maximum absorption 
of heat, to give clean and complete combustion and quiet 
operation. This booklet consists of 16 pages, 8% x 11 in., 
and it is copiously illustrated. 


Folder on Vacuum Radiator Valves 

W. A. Russell & Co. of New York City have issued a 
six-page folder, 3%x6% in., illustrating and describing 
in detail their line of vacuum radiator valves, vacuum 
quick vent valves and pressure and vacuum gauges. This 
folder contains much information about vacuum heating 
that will prove valuable both for the contractor and the 
consumer, and space has been reserved for the contractor- 
dealer’s name and address. 


About Self-Priming Pumps 

Buffalo Pumps, Inc., of Buffalo, N. Y., has issued a 
four-page circular announcing that its line of centrifugal 
pumps can now be furnished with self-priming units. 
Among the notable features of this concern’s self-priming 
horizontal pumps, this circular stresses the following: 
“All working parts are entirely above the liquid to be 
pumped. There is complete access to all parts of the 
installation. Positive prime is obtained without the 
use of a foot valve.’’ 


Catalog of Water Heaters 

The Sands Manufacturing Co. of Cleveland, Ohio,’ has 
issued its catalog No. 95, a 64-page book, 4%44x7% in. in 
size, containing descriptions and illustrations, in color, 
of its tank heaters, side arm storage heaters, combination 
heaters, automatic storage heaters, automatic instantane- 
ous water heaters, snap action thermostats, throttling 
type thermostats, relief valves, gas pressure regulators, 
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kerosene heaters, die stocks and range boiler stands, etc. 
Various hook-ups for small hot water heating jobs are 
also illustrated in this catalog. 


Bulletin on Heating and Air Conditioning 


The Dail Steel Products Company of Lansing, Mich., 
has issued a bulletin on its heating and air conditioning 
systems, which are designed to furnish pre-heated, 
washed, humidified and filtered air, cooled and circulated 
in summer, and circulated heat in winter. The systems 
are made in large units for industrial plants or large 
homes, apartments, schools, stores, etc., as well as for 
smaller residences and homes, This bulletin is eight 
pages, 814%4x11 in. in size, and is well illustrated. 


Circular About Indirect Domestic Water Heaters 

Bell & Gossett Company of Chicago, Ill., has issued a 
circular illustrating and describing its line of indirect 
domestic water heaters for automatically fired hot water 
heating boilers as well as for other types of heating 
boilers. These indirect heaters are designed to provide 
automatically all the hot water wanted with the same 
boiler that heats the building, saving from 50 to 70 per 
cent of the present hot water costs. The circular consists 
of 4 pages, 81%x11 in., and it is printed in three colors, 
orange, black and blue. 


Youngstown Sheet & Tube Co.'s New Booklet 

The Youngstown Sheet & Tube Co. of Youngstown, Ohio, 
has just issued a 28-page booklet, size 4%x7% in., under 
the title, ‘What We Make,” containing a complete list of 
this company’s products, including pipe, tubing, sheets, 
plates, bars, rods and shapes, wire and wire products, 
nails, water well supplies, forged steel unions, etc., etc. 
Part of this booklet is devoted to an interesting article on 
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‘‘Here’s what I call a big improvement’”’ 
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Fig. 106-A Jenkins Standard Bronze Globe Valve 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


‘es 











DIsc HOLDER 
cant fall off 


./ HEN changing the disc of Fig. 106-A 
Jenkins Standard Bronze Globe Valve, 
you give the handwheel a turn or so before 
removing the bonnet. Then the one-piece 
bonnet holds the dise holder on the spindle. 
You can’t shake it off. But a reverse turn of 
the wheel will cause the disc holder to drop 
into your hand. 


This feature alone puts the Fig. 106-A 
Jenkins in a class by itself. But see the other 
time-saving, service-improving advantages. 
Write for Bulletin 141. Made in globe, angle, 
cross and check patterns. 

JENKINS BROS. 
80 White St., New York, N. Y., 510 Main St., Bridgeport, 


Conn., 524 Atlantic Avenue, Boston, Mass., 133 No. Seventh 
St., Philadelphia, Pa., 646 Washington Blvd., Chicago, Il. 


JENKINS VALVES ARE ALWAYS = MARKED WITH THE “DIAMOND” 
Ory 
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Boiler Tube Cleaners, Flue Brushes, Wire 
Heater Brushes, Handy Cleaner Brushes, 
Fire Brooms, Track Brooms. 


Tempered Steel 
MADE FOR LONG RUGGED 


SERVICE 





The Worcester line is complete. 
Catalog gladly sent upon request. 


WORCESTER BRUSH and SCRAPER CO. 


10 AUSTIN STREET WORCESTER, MASS. 




















PHOENIX 





. Brass 


FITTINGS 













Every Phoenix Brass 
Fitting is made of 
Red Metal and is 
inspected after casting, prior 
to threading, after thread- 
ing and receives an air- 
under-water pressure test. 








Phoenix Brass Fittings Corp. 
IRVINGTON NEW JERSEY 
| SDE RR ea 
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“Trade Customs.” As will be seen in this booklet, the com- 
pany has plants in the following cities: Youngstown, Ohio; 


Campbell, Struthers, Hubbard and Girard, all in Ohio: 
Evanston, and South Chicago, Ill., and Indiana Harbor, 
Ind. 


The F. E. Myers & Bro. Co. 1938 Catalog 

The F. E. Myers & Bro. Co. of Ashland, Ohio, has issued 
its 1933 catalog under the title of ‘“‘Complete Catalog 
No. 65,’’ consisting of 364 pages, 6 x 9 in., bound in an 
attractively embossed cover in gold, green, brown and 
black, and containing more than 2,000 illustrations and 
descriptions of its products. The first 258 pages are de- 
voted to the company’s various lines of pumps and acces- 
sories, water supply systems, pump jacks, pipe vises, 
hydrant cocks, etc., etc. The next section is devoted to 
hay tools and door hangers, and this is followed by a 
large amount of valuable information about the setting 
of pumps, their installation and operation, as well as many 
useful rules and tables. 


Booklet on Bronze Welding Rods 


The Linde Air Products Company of New York City 
has just issued a twenty-page booklet on bronze welding, 
describing the physical and welding characteristics of a 
new bronze welding rod, with which it is possible to obtain 
tensile strengths in joining steel of between 56,000 and 
60,000 lb. per sq. in. and ductility in excess of 30 per 
cent. Marked decrease in fuming and excellent weldability 
are other outstanding characteristics. Many important 
applications are described in joining metals and building 
up wearing surfaces. Of special note are recommenda- 
tions on a new technique for bronze-welding and for the 
fusion welding of brasses and bronzes; in particular, the 
proper flame adjustments are described for the various 
base metals. 

Bulletin on Pipe Bending 

A. M. Byers Company of Pittsburgh, Pa., has issued 
a 16-page bulletin, 8% x 11 in., entitled “Pipe Bending,’ 
which deals with the principles and practices of pipe 
bending and announces a new development in wrought 
iron pipe. This new product is known as wrought iron 
bending pipe, and it has a ductility previously considered 
impossible. The bulletin stresses the point that it is a 
new pipe made possible by this company’s modern manu- 
facturing facilities which permit the closest control of 
physical and chemical properties. The bulletin is divided 
into several chapters, some of which are headed as fol- 
‘lows: ‘‘Pipe Bending Is Pipe Stretching,’ ‘‘Bending Prac- 
tice Essentials,”’ ‘‘Hand Bending,’ “Hot Bending,’’ and 
“Plus Bend-ability.”” Many illustrations showing wrong 
methods and right methods of bending pipe accompany 
the text. 


Announcing New Type of Oil Heating 


The air conditioning department of the General Electri: 
Company of Schenectady, N. Y., has issued two circulars 
illustrating and describing its new oil furnace, which com- 
bines burner, boiler and hot water heater in a single, co- 
ordinated design. Essentially the boiler consists of a 
cylindrical combustion chamber, lined with detachable re- 
fractory, and the products of combustion pass from the 
combustion into a secondary chamber, located directly be- 
hind the combustion chamber. In this secondary chamber, 
the heat remaining in the products of combustion is ab- 
sorbed by a new and effective design of secondary sur- 
faces. From there the waste products of combustion pass 
out to the chimney at the bottom of the furnace. Located 
near the water line is the built-in domestic water heating 
coll, which provides an abundance of hot water the year 
round. It is said that this boiler will operate with any 
steam, hot water or vapor heating system. 
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“NEWBY CONTRACTORS &- 
iS INCORPORATIONS 


Emmetsburg, Ilowa—F. C. Hastings has opened a plumb- 
ing and heating business here. 








Cedar Falls, Iowa.——Paul S. Miner is making arrange- 
ments to open a plumbing and heating business here. 


Seattle, Wash.—E. A. & J. M. Stark have opened a 
heating and ventilating business at 300 Ninth avenue, N. 


Portland, Ore.—The A. A. A. Plumbing & Sheet Metal 
Co. has started in business at 497 Clatsop avenue, under 
the management of J. R. Nathan. 

Los Angeles, Calif..—The Day & Night Plumbing Co. has 
started in business at 8214 Santa Monica boulevard, under 
the management of Daniel J. Moran. 


South Gate, Calif.—Fred Held & Son have opened a 
plumbing and heating business at 3308 South street, 
under the management of Fred Held. 

San Francisco, Calif.._—The Bridge City Heating Co. has 
opened a heating contracting business at 552 O’Farrell 
street, under the management of E. E. O'Leary. 

Los Angeles, Calif——Harry W. Bailey has opened a 
plumbing business at 1709 East Florence avenue. He 
will do business under the name of ‘‘Bailey, the Plumber.’’ 


Los Angeles, Calif.—The Card Plumbing Co., composed 
of Oscar F. Card, Frank Hemmerich and Joseph Edward 
Almstead, has opened a plumbing and heating contracting 
business at 230 East 87th place. 


Los Angeles, Calif._—The Beverly & Hollywood Plumb- 
ing Co, has opened a plumbing and heating contracting 
business at 1315 North La Brea avenue. The owners are 
Edward Warnes and H. J. Sketchley. 


Danbury, Conn.—The Oil Heating Equipment Co. has 
been incorporated with a capital of $50,000, to deal in oil 
burning equipment. The incorporators are: William M. 
Silvernail, S. E. Hobby and Clarence W. Ford. 


Red Wing, Minn.—Julius Clements, who has been con- 
nected with the plumbing and heating firm of Nelson & 
Metzler for many years, has opened a plumbing and 
heating business on his own account in this city. 


Bayonne, N. J.—Mojay Plumbing, Inc., has been 
chartered, with a capital of 100 shares of no par common 
stock, by Charles Ehrlich and associates, to establish and 
operate a plumbing engineering and contracting business 
here. 

New York, N. Y¥.—-The Abbott Plumbing Corporation 
has been chartered with a capital of $20,000, to establish 
and operate a plumbing engineering and contracting busi- 
ness. §S. Metz, 570 Seventh avenue, represents the new 
concern, 

New York, N. Y¥.-——Capitalized at $10,000, the Kalfus 
Plumbing Corporation has been organized to establish and 
operate a plumbing engineering and contracting business 
here. D. Friedberg, 270 Broadway, represents the new 
concern. 

New Haven, Conn.——-The Sherman Heating & Plumbing 
Co. has been incorporated with a capital of $50,000, to 
conduct a plumbing and heating contracting business. The 
incorporators are Samuel Sherman, H. Sherman and Isidor 
Skolnick. 


Utica, N. ¥.—The Acme Stoker Corporation has been 
organized to deal in automatic coal burning equipment 
and has started in business at 259 Genesee street. The 
Officers of the company are: Alan Stevenson, president; 
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UIET 


ONE-PIECE T/N 
sells itself on sight! 








LLosincG business on ‘‘price’’? Show a T/N to 


the next customer who asks ‘‘How Much?’’. 
Tank and bowl are one-piece twice-fired vitreous 
china—a design that saves valuable space and 
expresses modern refinement a/ a g/ance. Flush- 
ing 1s unusually guie¢—yet powerfully thorough. 
T/N cannot overflow. Put it under window or 
in corner—there’s a color to harmonize with 
any bathroom furnishings. T'wo simple connec- 
tions and IT’/N 1s installed without fuss or muss. 


Price is indeed moderate. Just clip es : 


WATER CLOSLT 
Satin? On OVEaTLOW 


the coupon for complete details. patna, Pat. Pond. 


WN 


ONE-PIECE WATER CLOSET 


W. A. CASE & SON MANUFACTURING CO, Founded 1853) 
Dept. 6211, 33 Main St., Buffalo, N.Y 





Flease send me the name of my T/N Jobber. I under 
stand there will be no follow-up except at my request. 


Name ee ee ee 





Address i eee ait 
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ARMST 


Improved 
CHAIN 


WRENCHES 


There are chain wrenches 
and ARMSTRONG 
BROS. Chain Wrenches. 
The latter stand apart 
as distinctly improved 
tools and are distin- 
guished by the Arm- 
and-Hammer Trade 
Mark. 

Design Improvements — Heavy forged-in 
lugs give jaws greatly increased bearing 
on the bar and serve as chain guides, pre- 
venting chains from jamming. Bolt is 
large, is hardened steel. Shackles are 
drop forged, Chrome-Nickel Steel. 


Jaws — Drop forged from special steel, 
milled, heat treated, hardened, tempered 
and tested for wearing qualities. 


Handles — Forged from high carbon steel 
‘have both stiffness and spring. 


Chains — Proven tm ae proof-tested 
to 2-3 catalog strength (from 3,600 to 
40,000 pounds). 







Reversible 
Jaw—*‘2 tools 
for the price 
of ge 


Write for Catalog P-10 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People”’ 

323 N. Francisco Ave., CHICAGO, U. S. A. 

















ADVANTAGES 


of the New and Improved Submerged 
Type Indirect Storage Water Heater 


“GENERAL-PENN” TANK 


Less heat loss in transfer. 





2. Saving of labor, pipe, valves, nipples and fittings by eliminat- 
ing One circulating line of piping. 


3. The boiler water is brought to the storage tank and circulates 
~ the coils rather than around the coils as in the indirect 
eater. 


1. Clogging of coil and line practically eliminated by using the 
boiler water over and over again thus preventing the deposits 
of dirt, mud, vegetable matter and lime found in fresh water. 


5. Permits 100% satisfactory installation with low head room. 


6. Adjustable tank rack furnished at slight additional charge 
saving labor and fittings in making your own rack. 








Cadmium plated head and bolts on heating unit prevents 
rust and facilitates removal. 


~~“ 


Sold b 
JOBBERS 


Write to the factory for de- 
scriptive literature 





PENNSYLVANIA RANGE BOILER CO. 


24th and Washington Ave. (Est. 1895) Philadelphia, Pa. 


Manufacturers of a Complete Line of All Welded and Riveted and 
Welded Galvanized Range Boilers, Tanks and Heaters 
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Edwin L. Collins, vice president, and Alexander Pirnie 
secretary and treasurer. 

Brooklyn, N. Y.—The firm of D. and E. Goldstein, Inc., 
has been incorporated with a capital of $5,000, to estab- 
lish and operate a general plumbing contracting business 
The new concern is represented by S. S. Nash, 132 Nassau 
street, New York City. 

New York, N. Y.,—4J. Isseks and Son Plumbing Contrac- 
tors, Inc., has been chartered, with a capital of $10,000, 
to establish and operate a plumbing engineering and con- 
tracting business, Representing the new concern is A. 
Kasman, 116 Nassau street. 

Los Angeles, Calif.—B. L. Dwelle has organized the 
Alco Plumbing Co., which has opened a plumbing and 
heating contracting business at 145 West Florence avenue. 
Mr. Dwelle was formerly connected with the B. & D. 
Plumbing Company in this city. 

Corona, N. Y.—The firm of Michael A. Doyle, Inc., has 
been chartered by Michael A. Doyle and associates, to 
establish and operate a plumbing engineering and con- 
tracting business. The new concern, capitalized at $5,000, 
is represented by P. T. Farrell, local attorney. 

New York, N. ¥.—The Bomar Plumbing and Heating 
Company, Inc., has been organized, with a capital of 
$25,000, to establish and operate a plumbing and heating 
engineering and contracting business. C. B, Tepper, 1! 
West Forty-second street, represents the new concern, 

Mount Vernon, N. Y¥Y.—The Terrace Plumbing and Heat- 
ing Company has been organized and incorporated, with 
a capital of $5,000, to establish and operate a plumbing 
and heating engineering and contracting business. R. W. 
Aylesworth, local attorney, represents the new concern. 

Jamaica, N. Y.—The Endresh Plumbing Corporation has 
been chartered, with a capital of 10 shares of no par 
common stock, to establish and operate a plumbing en- 
gineering and contracting business. The new concern is 


represented by Prince & Loeb, 19 Cedar street, New 
York City. 





Mt, Vernon, Wash.—S. L. Nelson has purchased the 


plumbing business of E. E. Bellinger. 

San Francisco, Calif._-W. H. Chapman has moved his 
plumbing and heating business from 1342 to 1308 Pacific 
street. 

Louisville, Ky.—Charles Ballmaier has 
Plumbing business from 251 Market street 
Market street. 

Fargo, N. Dak.—Guyer Bros. have moved their plumb- 
ing and heating business into their new building at 912 
Third avenue, North. 

New York, N. Y.—E. Kalisch, Inc., plumbing and heat- 
ing contracting engineers, have moved from 201 West 
Seventy-Seventh street to 304 West Eighty-Ninth street. 

Los Angeles, Calif.—The A. D. Basye Co., Ltd., has 
moved its plumbing and heating business from 4650 West 
Washington street to larger quarters at 2204 West Wash- 
ington street. 

Boston, Mass.—The Isaac Coffin Company, one of the 
oldest heating contractor concerns in this city, has se- 
cured new quarters better adapted for its operations. This 
company, which has been located for nearly half a cen- 
tury in the north end, is now located at 121 Chandler 
street. 


moved his 
to 304 East 
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BY DOROTHY EDWARDS 


Mrs. J. Preston Perham Returns from Country-Wide 
Trip 

Combining business with pleasure, Mrs. J. Preston Per- 
ham, president of the Women’s Auxiliary to the National 
Association of Master Plumbers, has just completed a trip 
that took her from coast to coast and back again. 

On August 18, she left her home city of Boston and 
traveled to Vancouver, B. C. After three days in Van- 
couver she went to Victoria and then to Seattle, where 
she was entertained at dinner by master plumbers and 
their wives. She appointed a committee headed by Mrs. 
Hawkins, to endeavor to form a local auxiliary. 

Her son, Whitman C. Perham, met her in Seattle and 
took her to Tacoma, where she spent four very pleasant 
weeks with her son and his family. While in Tacoma she 
was entertained at a luncheon by the auxiliary of that 
city. 

Mrs. Perham then traveled to Portland, Ore., where 
she visited her niece and attended a luncheon of state 
and local auxiliary members. Five ladies made the trip 
from Salem, Ore., to do honor to the National President. 
She was presented with a beautiful photograph of Mt. 
Hood, and she was taken on a sight-seeing tour up the 
Columbia River highway. 

She then went to Oakland, Calif., where she was met 
by a cousin and driven through the Sierras to Reno, Nev., 
where she enjoyed a pleasant stay. From there she went 
by auto to Lake Tahoe and Sacramento and then to San 
Francisco, where she was highly entertained by Alex 
Coleman, past secretary, N. A. M. P., and his family. 

While in San Francisco she was the guest of honor at 
a luncheon at the famous Cliff House, given by the local 
auxiliary. 





Mr. and Mra. F. RR. Fanning’s Diamond Baseball Team 


























Hier next stop was Los Angeles, where she was met by 
Chas. M. Swinnerton, director of the N. A. M. P., and a 
large party, and entertained at a luncheon at the Holly- 
wood-Biltmore Hotel. 

Her trip then took here to Salt Lake City and Ogden, 
Utah. In the latter city she was entertained at the home 
of Mrs. C. W. Bishop. 

On the way back east, she stopped off in Denver and 
was greeted by the Vincent Kandorf and E. B. Clayton 
families and taken on a wonderful auto trip through the 
mountains. 

Then on to Kansas City, where she stopped at the home 
of Past National President, Mrs. Edwin D. Hornbrook. 
Mrs. Hornbrook gave a luncheon in honor of Mrs. Per- 
ham and the guests included national, state and local 
auxiliary officers. 

She also attended a luncheon of the Kansas City auxili 
ary at the Women’s City Club and later attended a dance 
of the Kansas City Women’s Auxiliary and the Master 
Plumbers Association. 

Next she journeyed to St. Louis, where she visited at the 
home of Mrs. Wm. Kuehne, first vice president of the Na 
tional Auxiliary, and was guest of honor at a luncheon 
given by the St. Louis auxiliary at the home of Mrs. 
Franklin Kuhns, and later at a theater party. 

The next stop was Cincinnati, Ohio, where she was 
greeted by Edw. B. Kleine and Edw. Frank, president and 
secretary, respectively, of the National Association of 
Master Plumbers, and their wives. She attended a luncheon 
in the Continental dining room of the Netherland Plaza 
Hotel, as guest of the Cincinnati Auxiliary, headed by 
President Mrs. Geo. Doench and Secretary Mrs. Edw. 
Frank. 

Mrs. Perham planned to attend the State Board Meeting 
of the New Jersey Women’s Auxil- 
iary, visit New York and from there 
go to her home in Boston 

She feels that her trip was worth 
while as she made many wonderful 
contacts and believes many of the 
iuxiliaries she visited will outdo even 
their fine showings of the past 


F. R. Fanning’s Ball Team Won 
Championship 

The well known master plumber at 
Winter Park, Fla., Foster R. Fan 
ning, and Mrs. Fanning, are receiving 
congratulations because the Diamond 
tall Team, which they sponsored, 
won the girls’ championship for 1932 
by a score of 28 to 7 Mr. and Mrs 
Fanning on the night of the victory 
gave a dinner to the winners and 
their husbands. So much interest 
was shown in the games this year 
that it has already been decided that 
they will be resumed next year 































































“Once stopped, always stopped.’’ That's the story 
of a leaking boiler repaired with BOILER SOLDER 
SEAL, because the repair is PERMANENT. 


The boiler continues to function at top efficiency 
and the cracked section will stand as high a pres- 
sure as the boiler itself. 

The cost is too small to mention and a can of 
SOLDER SEAL compares in quantity to two 
quarts of liquid—no comparison in performance. 
Saves the cost of a new section because a BOILER 
SOLDER SEAL repair is like installing a new 


section. 
Write for complete information. GZ 


RADIATOR SPECIALTY CO. 


CHARLOTTE, N. C., U.S. A. 


Canadian Plant and Office: 520 King Street, West, 
Toronto, Ontario 


Manufacturers of WJ Boiler and Heating System 
Cleanser — ‘It Vaporizes’’ 


ROILER SOLDER SEA 


DAHLQUIST 


COPPER 
Boilers and Hot Water Heaters 


DAHLQUIST 
COPPER 


Super-Aquatherm 
Automatic Storage Systems 
Patented 


Are the latest contribution of science to the 
home hot water wary., They are entirely auto- 
matic, use gas of city, ere fully insulated 
to evoid heat radiation, and embodying the 
patented equetherm principle of water circule- 
tion, effect a remarkable economy in fuel bills. 
In spite of all their advantages, Dahiquist's 
ey enormous production results in the lowest 

as Underfire prices. 


Ask about the Dahlquist Turbo 


Dahiquist patented Super-Aquatherm, which reduces the cost of fuel, and 
Dehiquist Turbo, which stops mud from accumulating in the boiler, revolu- 
tionize the home hot water service. 


Only Dahiquist boilers have these exclusive features. 


Architects and heating engineers 
may rely entirely on Dahiquist 
workmanship and experience, 
whether for range boilers, auto- 
matic storage boilers or heavy 
pressure boilers. 


Write for prices and date. 


DAHLQUIST MFG. COMPANY 


60 West 3rd Street ” South Boston, Mass. 
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Chicago Midwest Auxiliary Opens Season 


The Women’s Auxiliary of the Midwest Sanitary Club 
of Chicago has resumed its regular meetings, under the 
chairmanship of Mrs. Swade, president. 

Two lovely picnics were held during the summer at the 
homes of Mesdames Kveton and Peterson. Delicious picnic 
dinners were served and cards were enjoyed. 

Mrs. Arnold of Maywood, Illinois, will entertain the 
group at its next meeting. Hostesses will be Mesdames 
Maderer, Gallagher and Arnold. 





Chicago Auxiliary Holds Social Afternoon 


at Palmer House 

The members of the auxiliary to the Chicago Master 
Steam Fitters Association met at the Palmer House for a 
social afternoon at 12:30 p. m., October 18. This group 
will continue to hold its meetings the third Monday of 
each month. Payment of dues has been eliminated for this 
year in accordance with last year’s decision. Money for 
prizes is taken from the treasury, and each member pays 
for her lunch. There were 25 in attendance at this meet- 
ing. 





North Shore Auxiliary Entertained at Wilmette 


President Mrs. N. J. Mergenthaler entertained the Wo- 
man’s Auxiliary to the North Shore Plumbing Contractors’ 
Association of Illinois at her home in Wilmette, Ill., on 
Friday, October 14th. 

Fourteen members were present and all enjoyed a most 
delicious luncheon after which bridge and bunco were 
played. Those carrying away honors in bridge were Mrs. 
Hagen, Mrs. Steffens and Mrs. O’Malia, and in bunco Mrs. 
Schmeiser and Mrs. Geo. Moore. 





Rock Island- Moline Auxiliary Opens Season 

Mrs. Kirk A. Journy was hostess to the members of 
the Rock Island-Moline Women’s Auxiliary on October 10. 
This session marked the opening of the new season, and 
the next meeting will be held on November 14 at the home 
of Mrs. E. L. Householder, 2706 20th Avenue, Rock Is- 
land, Ill. 


Sane 





Minneapolis Auxiliary Plans Active Season 


A combined social and business meeting opened the 
season for the Minneapolis, Minn. Auxiliary, which met 
recently at the Abadella Sweet Shop, with Mrs. 
Beaudry, Mrs. Hessell, Mrs. Arthurs, Mrs. Oscar Johnson 
and Mrs. H. M. Hanson, hostesses. Following a delicious 
luncheon, the meeting was called to order, and plans out 
lined for the coming months. 

There are three divisions in the Minneapolis auxiliary 
and each group is doing its best to raise money to carry 
on the work of the auxiliary. The group headed by Mrs 
Beaudry told of its plan. Every member is to give a party 
in her home for the women and men members. Each couple 
is to pay 50 cents at the party. They feel this will not 
only add to their fund but before the winter is over it will 
promote acquaintanceship among their group of auxiliary 
members and their husbands. 

The group headed by Mrs. Bartell is planning a party 
in the near future at the Zinsmaster Bakery. This is to 
be a one o’clock luncheon followed by cards. 

The third group did not disclose its plans. 

Mr. Harroun, association manager, told the auxiliary 
that it could help the association most by giving parties 
so that the men will have a better chance to get acquainted 




















.and through friendship bring about greater things for the 
association. As a result, Mrs. Beaudry’s group will be in 
charge of a party, for which plans are not definitely de- 
cided. All association members and their wives are invited 
and not only auxiliary members and their husbands. After 
the business meeting, cards were played and prizes dis- 
tributed. 


Bronx Auxiliary Holds Luncheon and Card Party 


The Bronx, N. Y. Auxiliary held a luncheon and card 
party on October 11. There was a large attendance, in- 
cluding several representatives from auxiliaries in Greater 
New York and Nassau County. 


ee a ee eee 


Queens Borough Auxiliary Arranging Many 


Social Events 


Everyone in the Queens Borough, N. Y., auxiliary 
worked hard to make the card party on October 7 a suc- 
cess. There were 175 in attendance, including friends 
from neighboring master plumbers’ associations. The party 
was planned in such a manner that the tables were ar- 
ranged in sections, according to the game played. The 
ladies prize was a hammered silver crumb tray and brush 
set and the men’s was a very dark gray metal cigarette 
box, 

Sandwiches and cakes were divided equally on paper 
plates and placed upon each table, and a select few poure® 
the coffee. 

Mrs. Jacob Stockinger, Jr., and Mrs. Henri Billherz 
were prize winners from the Queens group, at a luncheon 
and card party held recently by the Bronx auxiliary. 

The Queens Borough organization in an effort to promote 
a cooperative and friendly spirit invites the men to join 
them after each meeting. At one meeting, old fashioned 
games were played which resulted in a good deal of fun. 
At another meeting cards were played. Still another 
meeting was enlivened by professional entertainment 
secured by Mrs. Stockinger, but most recently the women 
have found that there is nothing like the art of eating to 
lend a homelike atmosphere. Refreshments are now being 
relished amid much conversation. 





Schenectady to Make Gifts for Children in City 
Hospitals 


On October 5 the Schenectady, N. Y. Women’s Auxiliary 
met for its monthly meeting at the home of Mrs. George 
Allen, treasurer. Nine members were present. It was 
decided that at the next meeting a patchwork quilt will be 
started. Each member is to work on it. Money secured 
from the finished quilt will be put in the treasury. Scrap 
books will be made again this year for the children in 
the City Hospital. They will be distributed at Christmas 
time. Following the meeting, Mrs. Allen served ice cream 
and cakes. The next meeting will be held at the home 
of Mrs. F. DeForest, 113 Brandywine Ave. 





Germantown Auxiliary Plans “Phantom Party” 

The Ladies Auxiliary of the Germantown, Pa., Master 
Plumbers’ Association held its monthly meeting at the 
home of Mrs. Stevens on October 4. There were fourteen 
members present to hear the reading of the minutes, treas- 
urers report and a talk on having a “Phantom Party.”’ 
The place and date of this affair will be taken up by the 
social chairlady and her committee. Sandwiches and cof- 
fee were served by the committee. The next meeting will 
be held at Waterview Recreation Centre. 
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SELL 
A COMPLETE 
DISPOSAL SYSTEM 





HE most expensive bathroom and kitchen 

fixtures are useless if the sewage is not dis- 
posed of properly. Insure the correct operation of 
every unsewered plumbing job by selling and 
| installing a complete disposal system — both tank 
and drainage. Here’s how you profit: 





| 1. Increased profits from both tank and drain- 

| age field. 

2. Easier to sell quality fixtures throughout 
the entire job. 

3. Goodwill that brings you new customers. 


You can recommend San-Equip Systems with 
confidence. San-Equip is the only nationally ad- 
vertised, trade-marked system. San-Equip sup- 
plies an adequate field service to help you with 
your problems. And San-Equip has been approved 
by leading health officers everywhere. In fact, 
San-Equip’s leadership in this field is so firmly 
established that over 50% of the sewage disposal 
systems installed by leading plumbers in the 
| United States bear the San-Equip Trade Mark. 





Here is a San-Equip Septic 
Tank with a Drainage Field of 
San-Equip Filter Pipe. An im- 
proved, unbreakable pipe, per- 
forated to increase the drainage 













area 12 to 20 times per foot over 
the ordinary tile. Tight joints 
prevent clogging and preserve 
alignment. Lays 
quicker with no break- 
age. Fittings permit a 


+ varied layout 


A Certificate of Approved Equipment backed by the largest 
*% manufacturers of home disposal systems accompanies every 
San-Equip System as a permanent record of the Installation 


Write for Complete Facts to 


San-Equip Inc., 729 E. Erighton Ave 
Syracuse, N. Y. 


ary Equi, 
 * Certified 
SEWAGE DISPOSAL 
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HEAT CONTROL 


Automatically opens and closes the draft 
and check doors of hard fuel heating 
plants at the demands of a thermostat 
QUICK TURNOVER 
BIG PROFITS 
DEPENDABLE PRODUCT 


Write today for complete 
merchandising plan and prices 


COOK ELECTRIC CoO. 
2700 Southport Ave. Chicago, fil. 
Controls for Heating— Ventilating— 

Air Conditioning 


































THE MUELLER TRAP 
IS SUPERIOR 


Solderless and Seamless, the 
Mueller trap is unique in its 
strength and dependability. It 
has many points of superiority, 
among which are the ‘following: 


1. Lubing twice the thickness 
of ordinary traps 

2. Perfect “water seal.” 

3. Passes waste freely — no 
interior obstruction. 

4. No soldered parts 

5. Extra thickness of tubing 







































permits cutting of deep cut 
threads in tubing without addi- 
tion of collars or bushings. 
Mueller H-7189 Remember, too, that the 

“P* Trap Mueller line is complete and 
meets every requirement of the 
Perfect Cast Trap. 


CO. . »« Heaton 


ROBERTSHAW 


THERMOSTATS 















For authentic advice on your 


temperature control problems, 







write the Robertshaw 


Thermostat Company, 





Youngwood, Penna. 


SIX POINTS that 
help you sell the 


DEMING “‘OIL-RITE”’ 
































I Combined Splash and 4 Exceptionally Large 
» Pressure Lubrication Bearing Areas 


2 Helical Cut Gears & Four Sizes, 6”, 10’, 
14” ” 
3 4” and 18 


6 For complete details on this and other 
1H E “DEMING COMPANY, Established 1880, SALEM,OHIO 





DEEP WELL PUMPS 
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Philadelphia Auxiliary’s October Meeting 


The monthly meeting of the Ladies Auxiliary to the 
Philadelphia, Pa. Master Plumbers was held on October 6 
with 24 in attendance. Coffee, sandwiches and cake were 
served by the hostesses, Mrs. George F. Uber and Mrs 
R. J. Woolley. Cards were enjoyed and prizes won. 








Denver Auxiliary Held Reception in Honor 
of Mrs. J. Preston Perham 


The Ladies Auxiliary to the Denver Master Plumbers 
Association met October 12th at the home of Mrs. F.. X 
Kreidl. A lovely luncheon was served at one o’clock. Cards 
were played and honors went to Mrs. V. A. Kiser, Mrs. EF 
B. Clayton, Mrs. Julia Hensler and Mrs. F. H. Hanlin. 

On October 15th Mr. and Mrs. E. B. Clayton held a 
reception in honor of Mrs. J. P. Perham, national presi 
dent of the auxiliaries. Thirty attended this gathering and 
cards were played. Ice cream, cake and coffee were en- 
joyed by all. 

Mrs. Perham was also guest of honor at a luncheon given 
by Mrs. V. A. Kiser on October 17. Everyone enjoyed the 
talk given by Mrs. Perham. 

The next meeting will be held at the home of Mrs. 
Kandorf at which time the election of officers will be held. 





Salem, Ore., Auxiliary Planning Winter Meetings 


On Tuesday afternoon, September 20, the Salem, Ore., 
auxiliary held a meeting at the home of Mrs. J. A. Bern- 
ardi, its president. Six members were present. Business 
consisted of making plans for the winter meetings and a 
major project was considered. Mrs. Bernardi served ice 
cream and cake at the dining table centered with a color- 
ful bouquet of asters and scenic candles in crystal holders 

The first meeting since January was held in midsummer 
at Mrs. Bernardi’s home. Mrs. Pratt gave a report of the 
state convention. She and Mrs. Rasmusgen were appointed 
to arrange for a picnic for the plumbers and the auxiliary 
However, on account of rainy weather during July and 
August, no picnic was held. 

Following the business meeting, the members were very 
much interested in Mrs. Bernardi’s display of hand-made 
quilts, for which she has taken several prizes. At the close 
of the meeting, Mrs. Bernardi served a lunch in the dining 


,room. The table was centered with a large bouquet of 


blue and pink hydrangeas, flanked by candles. She served 
baked salmon, biscuits, pickles, wild blackberries and cake 
Six members were present. 





——— 


Ogden Auxiliary Attends House- Warming 

The Ogden, Utah, Women’s Auxiliary spent a lovely eve- 
ning recently at the home of Mr. and Mrs. Charles A 
Stone. It was a house-warming. Mrs. Guy Leigh and Mrs 
Kap Bachman were on the entertainment committee. The 
auxiliary presented Mr. and Mrs. Stone with a linen lunch 
cloth and wished them well in their new home. A stand- 
ing invitation to come again was extended by the host and 
hostess. 

On September 15, Mrs. John Blaes entertained th 
Ogden auxiliary and on September 29th Mrs. Harry Keg 
gleston received the members. At each of these meetings 
there was a 100 per cent attendance, and plans were made 
for the coming season. A quilt.-made during the summer 
brought $10.00. Bunco was enjoyed and prizes were dis: 
tributed. Light refreshments were served amid decorations 
of center pieces of fall flowers and huge baskets of flowers 
in the corners of the rooms. 
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Horace: 
human nature’ 
Wife: 


Little 


senator: 
woman in the world.” 
His Intended: 
-Leighton’s Gloom Chaser. 


Promise 


(‘ross my 


Lf 
—- 


More 


~ 








“I heard 
“No, that 


James: 


“How long have 
“Twenty-odd years.” 

“Why do you call them odd?” 
“Wait till you meet my husband.” 


Nervous Suitor: 

Little Brother 

Nervous 
quarter for you. 
Brother: 


if 


This point can’t be 
And where pennies leak, just stop it, 
“oo 


THERE . 
“tf 


“Has your husband a good ear for music?” 
“L'm 
everything 


‘ullaby.” 
He: “l 


She: “ 
rmnimigration 


Christmas ts the 
radio keeps 
“Silent N 


ama woman 
mistress to the 
I beckon 
Suits me, 
few words, 


SOONER OVER, 
you'll 
heart ¢ 


* photographer 
Ollegwe-boy 
with his hand 
appropriate,” 
hand in my 


ren LY > T 


NOT WILD WEST RIDER 
An elderly lady walked into a railroad ticket office at Chi- 
cago and asked for a ticket to New York. 
“Do you wish to go by Buffalo?” asked the ticket agent. 
“Certainly 





not,” 


had some trouble with lumbago.”’ 
wasn’t her name.” 





“And 


‘“*‘BRecause you have such a good opinion of yourself.” 


can you really write your 
name with your eyes shut?” 
Father: 
James: “. 
shut them and sign ths report card.” 





you been married?” 








SHE EXPECTED HIM 

» to see your sister.” 
‘Ss, she’s expecting you.” 
Suitor 
How do you know she’s been expecting me?” 
.’—Laughine Gas. 


THE SHERIFF IS CHEF 


* PROMISES AND 


you to know that my ancestors 
cane over m the Mayflower.” 

I should say that they were lucky. 
» stricter nowadays.” 


when the neighbor's 


mum,” 


QUICKER DONE 


APPROPRIATE 
was taking a picture of : 
The photographer suggested 
father’s shoulder. 
sugsested the father, 


son. 





id oats are never quoted on the grain market. 
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| have them a Ss 
HANDY! 


Keep a supply of Hindley’s Plumb- 
ers Specialties on hand at all times. 
e investment is small! but the 
time they will save you cen be 
4 counted in dollars and cents. . 
Vf See the entire line illustrated 

in Domestic Engineering Plumb- 

ing and Heating Catalog. 


HINDLEY MFG. CO. 
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| — VALLEY FALLS - - R. 1. | ) 
LOWER = — 
TANK CLOSET COTTER <r : WIRE PIPE 





WIRE BOUT PIN TANK ELL SCREW HOOK 




















Install this 
DEPENDABLE FITTING 


AO IESON BRASS FITTINGS 


are installed by those 


FADE MARK 


plumbers who still insist the 
best and only the best, is 
good enough for their instal- 


lations. 





ACHESON MFG. CO., RANKIN, PENNA. 








A Complete Home Water System 
$5990 L LIST PRICE 


©. B. Factory 








A complete, electric, fully automatic HOME 
WATER S SYSTEM at the lowest price in his- 
tory for a genuine Fairbanks-Morse Product. 
Other sizes and types for any water suppl 
engine or electric driven at pusveenendinaie 
low prices. 
FREE BOOK All about Home Water 
Systemms—how to choose 
the type to best meet your needs. Full in- 
formation on how RUNNING 
WATER can be installed in 
our home at lowest cost. 
ntfree. Write 


FAIRBANKS-MORSE & CO., Dept. II! 
900 S. Wabash Ave., Chicago 


~ FAIRBANKS-MORSE 


HOME LIGHT AND WATER SYSTEMS 
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TH ACME i is cme “se an excep- 
ionally tough black rubber com- A 
pound. Resists extremely hot or cold practical assortment of 100 


ee tes cic aoll conermens - ACME Bibb washers in seven 
— perfect seat, made in beveled sizes. Put up in a screw top can. 
ype, seven sizes. 
A washer for almost every pur- 
pose. That's Acme Handi. 
pak. Or ACME washers 
are furnished in seven dif- 
ferent sizes, 100 to 
each can. From 
your jobber. 









LAVELLE RUBBER CO., 320 W. ILLINOIS ST., CHICAGO 
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pFR- | URBINE 


PUMPS - 


; CONDENSATION RETURN UNITS 


A truly super pump on hot water 
service. o pistons to leak and 
require repacking. One mo part 
—the impeller—develops delivery 
pressures up to 100 pounds per 
square inch. 


Returns condensate to heating boil- 
ers promptly, surely, and safely. 
Powerful suction lift and air-handlin 
ability prevents steam-binding. 
pane t will that boiler 
safely through when your back is 
urned! 


It’s an all-bronze raceway and 
impeller pump with stainless steel 
shaft mounted in over-size ball bear- 
ings. In short, it’s a genuine Burks 
Super Turbine! 


Send for 
Condensation Return Bulietin No. 9& 











SERIES 4700 


DECATUR. 
ta Ge, ele 


DECATUR PUMP COMPAN 





DOUBLE PROTECTION 
Unions 


TWO BRONZE SEATS ground 
to a true ball joint—BRONZE 
TO BRONZE, with heavy 
malleable iron nut and rugged 
shoulder— give DOUBLE 
PROTECTION when you use 
DART UNIONS. 



















E. M. DART MFG. CO. 
Providence, R. I. 


Sales Agents 
THE FAIRBANKS CO., New York Branches 
Canadian Factory 
DART UNION CO., Ltd., Teronto, Canada 
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SENTENCES THAT SELL ig 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 










This is an age of substitutes, but none has been dis- 
covered for honesty. 






* * * 


When a man is up and doing, much depends upon what 
he is doing. 






. * . 





If you cannot speak the truth, keep silent. 


* * * 





The man who thinks he knows it all, has much to learn. 






» * . 






The criminal judge may be a man of few words, but 
he is not always a man of short sentences. 






* ” * 






An honest man does not have to proclaim the fact. 
” os + 







if riches did not have wings, they would not be able 
to roost so high. 









A man who lives for himself alone, hasn’t much to 
live for. 





























* - s 
A financial report says that money is easier. Perhaps 
it goes that way, but it doesn’t seem to come any easier. 
. a * 
A fool and his father’s money are soon parted. 
& & - 
Unless a servant knows his place, he need not expect 
to keep it. 
° * * 
It’s a pity that a man can’t dispose of his experience 


at cost. 
. * * 


A false rumor gains currency quicker than the average 


man. 
* * * 


You.cannot reform a man by telling him that he ought 
to be as good as you are. 


? * * 


If you lose an opportunity it is useless to advertise 


for it. 
+. * 7 


A man who acts small makes a big mistake. 
« » * 
Two essentials to success are dollars and sense. 
+ ~ * 
The best way to have sunshine in the home is to keep 
the storm clouds out. 
_ . . 
Home is the harbor we seek when our ship founders 
2 . 7 
Laugh a little more at your own troubles and a little 
less at your neighbor's. 
- + os 
Common sense is not as common as it ought to be. 
- o * 
It is better to be lonely than to be bored. 
a . . 
If you don’t get what you want, here’s hoping you’! 
want what you get. 












~NEW IDEAS FROM PATENT OFFICE 


Heating Department 


1,870,261. Heating and Ventilating Apparatus. James 
C. Miles, Cleveland, Ohio. 

1,869,855. Rotary Heat Exchanger. Joseph M. Le 
xyrand, New York, N. Y., assignor to Carrier Engineering 
Corporation, Newark, N. J., a corporation of New York. 

1,873,119. Air Cooled Valve and Valve Seat. Robert 
G. Griswold, Westfield, N. J., assignor to Doherty Re- 
search Company, New York, N. Y., a corporation of Dela- 
ware. 


























1,870,198. Stoker Mechanism. Edwin Archer Turner, 
New York, N. Y., assignor to The Standard Stoker Com- 
pany, Incorporated, a corporation of Delaware. 

1,870,083. Pipe Hanger. Lothar R. Zifferer, deceased, 
Columbia, Pa., by Mabel C. Zifferer and H. Nelson Al- 
bright, Columbia, Pa., and Harry E. Champion, Blue 
Point, Long Island, N. Y., executors, assignors to Columbia 
Malleable Castings Corporation, Columbia, Pa., a corpora- 
tion of New York. 

1,872,199. Pipe Cutting Device. Arthur H. Way, Can- 
ton, S. Dak. 

1,870,895. Regulator. William W. Carson, Jr., Knox- 
ville, Tenn., assignor to The Fulton Sylphon Company, 
Knoxville, Tenn., a corporation of Delaware. 

1,871,225. Heating and Ventilating Unit. Wilfred 
Shurtleff, Moline, Ill., assignor to The Herman Nelson 
Corporation, Moline, Ill., a corporation of Illinois. 

1,871,044. Automatic Discharge Valve. David N. Crosth- 








eX\MALAAL 














wait, Jr., and Harry Brennan, Marshalltown, Iowa, assig- 
nors to C. A. Dunham Company, Marshalltown, lowa, a 
corporation of lowa. 

1,869,813. Valve Wrench. Robert M. Jones, Chicago, 
Ill., assignor to Crane Co., Chicago, Ill., a corporation of 
Lllinois. 

1,871,653. Stoker Feeding Mechanism. Millard Whyte 
Best, Hamilton, Ontario, Canada. 

1,870,733. Steam Heating System. Irving C. Jennings, 
South Norwalk, Conn., and Louis W. Southgate, Washing- 
ton, D. C.; said Southgate assignor to said Jennings. 

1,871,952. Oil Burning Apparatus. Lee S. Chadwick, 
Shaker Heights, Mare Resek Cleveland Heights and John 
Alger Dahlstrom Bay Village, Ohio, assignors to Perfec- 
tion Stove Company, Cleveland, Ohio, a corporation of 
Ohio. 

1,869,549. Air Humidifier. George D. Doherty, Min- 
neapolis, Minn., Aassignor to Doherty-Brehm Company, Min- 
neapolis, Minn., a corporation of Delaware. 

1,870,066. Oil Burner. Louis Olson, Enumclaw, Wash. 

1,870,668. Gas Burner. Le Roy O. Brown, Chicago, Ill., 
assignor to Justrite Manufacturing Company, Chicago, 
Ill., a corporation of Illinois. 

1,869,942. Burner Unit for Gas Heating Apparatus. 
Henry W. O'Dowd, Jersey City, N. J., assignor to Standard 
Gas Equipment Corporation, a corporation of Maryland. 



































1,869,548. Radiator Dustguard. Frank de Rienzo and 
Rosario Muzzipapa, Summit, N. J. 

1,872,271. Pipe Joint. Rudolph Furrer, Wauwatosa, 
Wis., assignor to A. O. Smith Corporation, Milwaukee, 
Wis., a corporation of New York. 

1,872,195. Air Conditioning Apparatus. Dell Thomp- 
son, Detroit, Mich., assignor to Drying Systems, Inc., Chi- 
cago, Ill., a corporation of Illinois. 

1,869,637. Radiator. Arthur C. Walworth, Newton, 
Mass. 

1,873,132. Die Stock. Franklin Judge, Greenfield, Mass., 
assignor to Greenfield Tap & Die Corporation, Greenfield, 
Mass., a corporation of Massachusetts. 

1,871,043. Oil Burner Regulating and Relief Device 
Charles H. Chalmers, Minneapolis, Minn. 

1.872.040. Thermostatic Cut-off for Domestic Gas 
Burners. James A. Maloney, New York, N. Y 
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HESSLER 
Adjustable 


ROOF 
FLANGE 
+e 


NO.1 %TO% PITCH 
NO.2 FLAT TO 4 PITCH 


Furnished in Galvanized or Copper 


H. E. HESSLER CO., SYRACUSE, N. Y., U.S. A. 


LEAD RING MOLDED TO 
ADJUSTABLE COLLAR 


























1% in. to 6 in. 





Tt eorks . 2... 
when needed most 


After heavy rain-storms there is an increased 
demand for Taber automatic Midget Sump 
Pumps. Frequently they replace ‘“‘low 
price’ cellar drainers inadequately motored 
Why wait for a peak load to tell whether the 
pump will work? Avoid troublesome, profit- 
less service calls ... install Taber first. 
The owner of any sump pump expects ““Dry 
Cellar Insurance.’’ He gets it with a Taber 
Midget. 


Bulletin and prices on request. Also see 
Page 632. Domestic Engineering Catalog. 


TABER 


TABER. PUMP CO. Est. 1859 
290 Elm Street, Buffalo, New York 


~-WARNOCK- 
Triple Wear Wrenches 


The Warnock wrench is es adjust. The strap is arranged in such a 
way that it can be drawn absolutely tight in one movement. Notice, 
too, that this strap is triple folded at the point of greatest strain. 




























For chrome, brass and nickle plated pipe 


WARNOCK MFG. CO., Worcester, Mass. 

















PROFITS on Remodeling 






PRESSURE GOVERNOR 


Accurate 









Simple 
Safe 


Automatic 

Control 
for 

Hot Water 

Heating Systems 


4: —_ 


Write today for prices 
and Bulletin 32-B 


A.S.M_E 
Approved 


. 








| MATHER STREET 
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1,871,244. Air Conditioning System. Arthur B. Steuart, 
Baltimore, Md. 

1,874,002. Oil 
Groves, Mo. 

1,875,946. Flue Construction. 
Cleveland, Ohio, assignor to The Bryant Heater & Manu- 


Burner. Fred C. Fantz, Webster 


Willet E. Stark, East 


facturing Company, Cleveland, Ohio, a corporation of 


Ohio. 

1,876,053. Electric Hot Water Heater. Louis B. Hyde, 
Detroit, Mich. 

1,875,369. Thermostat. Howard D. Colman, Rock- 
ford, Ill. 

1,875,947. Control System for Boilers and the Like. 


Willet E. Stark, East Cleveland, Ohio, assignor to The 
Bryant Heater & Manufacturing Company, Cleveland, 
Ohio, a corporation of Ohio. 



































1,874,174. Steam Heating System and Regulator 
Therefor. James A. Donnelly, Brooklyn, N. Y., assignor 
to Warren Webster & Company, a corporation of New 
Jersey. 

1,874,937. Differential Heating System. Clayton A 
Dunham, Glencoe, IIl., assignor to C. A. Dunham Company, 
Marshalltown, Iowa, a corporation of Iowa. 


1,874,017. Atomizing Oil Burner. Herbert V. Leahy, 
Los Angeles, Calif. 
1,875,236. Electric Heating. Chester I. Hall, Ph!!- 
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1,874,174 
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"1,874,017 
1,874.9233 








adelphia, Pa., assignor to General Electric Company, a 


corporation of New York. 


1,874,933. Oil Burner. Andrew J. Dinkel, Yuma, 
Ariz., assignor of one-half to William E. McCaw, Yuma, 
Ariz. 

1,874,781. Oil Burner. William C. MeKesson, Chi- 
cago, Ill. 

1,874,061. Air Circulating and Cleaning Device. Cas- 
per L. Redfield, Chicago, II. 

1,876,636. Temperature Regulating System. Allen A. 


Dicke, Montclair, N. J., assignor to Pioneer Heat Regulator 
Corporation, a corporation of New Jersey. 


1,877,198. Pipe Cut-off Machine. John M. Readey, St. 


Louis, Mo., assignor to John M. Readey, Inec., St. Louis, 
Mo., a corporation of Delaware. 

1,875,779. Water Gauge. Thomas N. Thomson, 
Huntington, N. Y. 

1,876,601. Radiator. Charles W. Brabbée, Bronxville, 


N. Y., assignor to American Radiator Company, N. Y., a 


corporation of New Jersey. 



























































1,875,638. Radiator. Arthur B. Modine, Racine, Wis., 
assignor to Modine Manufacturing Company, Racine, Wis., 
a corporation of Wisconsin. 
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THE “MODERN” RANGE BOILER 


30 and 40 Gallons 
200, 250 and 300 Ib. Test 


In the above capacities the top and body of the 
**‘Modern” Boiler is formed from a single extra- 
heavy Copper Shell and drawn cold-seamless to the 
bottom, thus eliminating the top joint and the side 
seam and leaving only a bottom joint. The bottom 
head is hydraulically pressed on the shell and riv- 
eted securely with Copper Rivets closely spaced. 
Over the rivets a seamless copper band is spun and 
sweated, reinforcing the joint and making a solid 
construction which is impossible to come apart 
under any circumstance. Every boiler is reinforced 
internally and guaranteed against collapse. The 
interior is thoroughly tinned. 


Sold Through Wholesalers Only 


HAYES MFG. CO., Paterson, N. J. 
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- A HIGH NICKEL ALLOY 


MONEL MEWAL 


NICKEL ALLOYS LOOK SETTER LONGER 


~ Senet Meta! is a registered trade- 


marketed ostely bg In 
national Nic 








THE INTERNATIONAL NICKEL COMPANY, INC., G7 WALL STREET, NEW YORK, WN. Y. 





WITH YAGER’S YOU CAN 
DO Good Work INA 


wemery . . 1. + 








AGER’S Soldering Salts speeds up 

your work and enables you to do the 
kind of a lead work job that you can base 
your reputation on 


YAGERS 


Write for a sample can at our expense. 
Learn what YAGERS will do for your 
lead work 

ALEX R. BENSON CO., Inc., Hudson, N. Y. 


For list of distributors see 1932 McRae Biue Book 





See page 638 Do- 
mestic Engineering 








Plumbing and Heat- SALES AGENTS IN CANADA: 
ing Catalog. Canadian General Electric Co., Montreal and Torente 
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COPPER 
FLOATS 





NO-SOL 


No-Sol Floats incorporate all 
features necessary to the sat- 
isfactory perform- 
ance of a tank float. 


Each float ts individually tested and guaranteed. 
INCORPORATED 1907 


The AYLING & REICHERT CO. 
3047 N. Erie St. Toledo, Ohio 





4’xS’ Oval Float 
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We say “Yes Ma’am” 
to our Cooks 


‘| Women cooks prepare the food for the 
Hotel Lexington restaurants. That’s why 
it’s so delicious and wholesome. And 
Lexington restaurant prices, like its room 
rates, are sensible—35c for breakfast, 
65c for luncheon and $1.00 for dinner in 
the main dining room. 

$3 a day and up for Lexington rooms— 
$4 and up for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th St. 


NEW YORK CITY 
CHARLES E.ROCHESTER, General Manager 




















juests from Afar. <= 


Particular people from all 
over the world make Detroit 
Leland their home in Detroit. 
The luxury and magnificence 
of this famous hotel are 
yours at ordinary hotel cost. 


, HOTEL 


ETROIT-LELAND. 
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Electrically cooled air in 
Dining Room & Coffee Shop 


CASS AND BAGLEY 
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1,874,043. Unit for Heating and Ventilating Systems 
Robert A. Ilg, Chicago, and John M. Frank, Winnetka. 
Ill., assignors to Ilg Electric Ventilating Company, Chi- 
cago, Ill., a corporation of Louisiana. 

1,875,246. Heating System. Mortimer Lifland, Brook- 
lyn, N. Y. 

1,875,681. Radiator. Alfred G. Wahlberg, Duluth, 
Minn. 

1,877,327. Temperature Control Apparatus. Ward H. 
Ingersoll, St. Paul, Minn., assignor to Minneapolis-Honey- 
well Regulator Company, Minneapolis, Minn., a corpora- 
tion of Delaware. 
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1,875,246 
1.875.681 
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1,877,037. Burner Apparatus Control Mechanism. Ar- 
thur C. Parker, Elkhart, Ind., assignor to Minneapolis- 
Honeywell Regulator Company, Minneapolis, Minn., a cor- 
poration of Delaware. 

1,875,948. Boiler Construction. Willet E. Stark, East 
Cleveland, Ohio, assignor to The Bryant Heater & Manu- 
facturing Company, Cleveland, Ohio, a corporation of 
Ohio. 

1,875,305. Water Cooling System. E. Vernon Hill, 
Chicago, Ill. 

1,877,275. Fuel Control Apparatus. Lewis L. Cun- 
ningham, Minneapolis, Minn., assignor to Minneapolis- 
Honeywell Regulator Company, Minneapolis, Minn., a 
corporation of Delaware. 

1,875,388. Burner Control. Philip G. Magner, Wa- 
bash, Ind., assignor to Minneapolis-Honeywell Regulator 
Company, Wabash, Ind., a corporation of Delaware. 

1,875,297. Heat Insulating Material. William R 
Gillies, Chicago, lll., assignor to Union Asbestos and Rub 
ber Company, Chicago, Ill., a corporation of Illinois. 
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Plumbing Department 


1,874,611. Water Supply Regulator. Lawrence M. 
Persons, Quincy, Ill. 

1,874,169. Sanitary Fitting. Cesare C. Campus, Santa 
Monica, Calif. 

1,875,764. Waste and Overflow Fixture for Bath Tubs. 
Alfred Rosewood, San Francisco, Calif. 

















1,876,223. Flush Valve. Marvin A. Hagey, Los An- 
geles, Calif. 

1,875,658. Drinking Fountain Apparatus. Charles 
Roberge, Williamsburg, Mass., assignor to Puro Sanitary 
Drinking Fountain Company, a copartnership of Massa- 
chusetts, consisting of Christian J. Hills and Reuben B. 
Hills, Haydenville, Mass. 

1,877,689. Toilet Seat Sterilizer. Robert EK. Peterson, 
New York, N. Y., assignor by mesne assignments, to Elec- 
tric Steam Generators, Inc., New York, N. Y., a corpora- 
tion of Delaware. 

1,876,828. Bathroom Accessory. Herbert Ashfield, 
Brooklyn, N. Y. 

1,874,741. Individual Towel Cabinet. Edward Troy 
Hails, Montgomery, Ala. 

1,876,810. Faucet. Earl G. Watrous, Chicago, Ill. 

1,876,751. Adjustable Elbow for Meter Yoke Connec- 
tions. Emmett M. Reedy, Decatur, Ill., assignor to Mueller 
Co., Decatur, Ill., a corporation of Illinois. 
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Reduction 


inHOTEL 
Oo RATES 


Rus HAWK HOTELS in Iowa 

Res Minnesota lead the way in 
value giving. Rooms in all SEVEN of 
the famous Black Hawk Hotels reduced 
20%. 
Food rates in our excellent, comfortable 
coffee shops and dining rooms reduced 
accordingly. 


NEXT TIME you travel in Iowa or 
Minnesota try a Black Hawk Hotel 
for comfort, convenience and savings. 
Our reductions mean lower traveling 
costs for you! Minimum rates at our 
hotels now range from $1.50 and $2.60 
and we have PLENTY of minimum rate 
rooms to offer. Extra guest only $1.00. 



























Hotel Savery 
Des Moines, itowa 














Hotel Mississippi Hote! Davenport Hotel Hanford Hotel § saint Paul 
Davenport, towe Davenport, lowe Mason City, lowe St 
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@ You will recognize in the distinguished atmos- 
phere of the Bellevue-Stratiord an unmisiak- 
able assurance of irreproachable service 
in every department. You will enjoy its 
beautiful appointments—and its location 
in the very center of business and social 
life. Rates are consistent with present times. 


BELLEVUE STRATFORD 


@ Craupe H. Bennett, General Manager 
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HOTEL LENOX 
New Low Rates 


for the finest, most comfortable accommoda- 
tions in town. Excellent food. Convenient 
location. 3 minutes from Peace Bridge to 


Canada. 20 miles from Niagara Falls. 
Free— Official AAA Road Map and Booklet. 


CLARENCE A. MINER, PRES. 
140 North St., near Delaware 


BUFFALO, N.Y. 
“Breakers 


BOARDWALK 
Sa 2 


Features New Low Rates for Boardwalk 
Hotel Accommodations 


Write 
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Acteacie City, 


P ER DAY 5B PER PERSON 
With Meals and Private Bath 
HOT AND COLD SEA WATER 


EXCELLENT CUISINE GARAGE ATTACHED 


IDEAL CONVENTION FACILITIES 























THE 


BROWN 


The Largest and Finest 
Hotel in Kentucky 


Homelike Comfort and Good 


Food at Reasonable Rates H O T E L 


LOUISVILLE 
meee 8 sera KENTUCKY 


Starting at $3.00 Single 














Fourth and Broadway 


Popular Priced Coffee Shop with Rapid Counter and Table Service 
For YourCar - THE BROWN GARAGE .~ Hotel Operated 


HAROLD E. HARTER 
Manager 











The HOME of KENTUCKY HOSPITALITY 
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POWERS TANK 
THERMOMETER 










HOT WATER 
OuTLe 





TEM PERATURE 
REGULATOR 



















STEAM 
RETURN 
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$135. email in Powers Control Saves 


Metered steam records of Aldis & Co., who own and 
operate many buildings in Chicago, showed a reduction of 
154,000 pounds of steam a month with Powers Temperature 
Control on hot water heaters in their Champlain Building. 
Besides preventing steam wasted by OVER-heated water, 
complaints about hot water were practically eliminated. 
As Powers Tank Regulators usually give 10 to 15 years of 
Dependable Control, the profit on a $100 investment is often 
more than $10,000. 


Phone or write our nearest office for prices or engineering data 


THE POWERS REGULATOR CO. Neve ier stn st: 
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Statement of Ownership and Management of ‘‘Domestic 
Engineering” for October 1, 1932 


The following is a statement of ownership, management, 
etc., as required by the Act of Congress of August 24, 1912, 
of “Domestic Engineering,’ published monthly at Chicago, 
Illinois, for October 1, 1932. 


State of Illinois, County of Cook, ss.: Before me, a Notary 
Public in and for the state and county aforesaid, personally 
appeared D. J. Hansen, who, having been duly sworn ac- 
cording to law, deposes and says that he is the manager of 
“Domestic Engineering,’ and that the following is, to the 
best of his knowledge and belief, a true statement of the 
ownership and management of the aforesaid publication, for 
the date shown in the above caption, required by the Act o! 
August 24, 1912, embodied in Section 411, Postal Laws and 
Regulations, to wit: 


l. That the names and addresses of the publisher, editor, 
managing editor, and business manager are: 


Publisher, Engineering Publications, Inc., Chicago, Illinois. 
Editor, F. P. Keeney, Chicago, Illinois. 

Managing Editor, R. V. Sawhill, Chicago, Illinois. 

Business Manager, D. J. Hansen, Chicago, Illinois. 

2. That the owner is: (If owned by a corporation, its name 


and address must be stated and also immediately thereunde: 
the names and addresses of stockholders owning or holding 
one per cent or more of total amount of stock. If not owned 
by a corporation, the names and addresses of the individual! 
owners must be given. If owned by a firm, company, or 
other unincorporated concern, its name and address, as wel! 
as those of each individual member, must be given.) 

Inc., 1900 Prairie Avenue, 
F. P. Keeney, Chicago; O. T. 
Carson, Chicago; E. D. Winslow, New York City, N. Y.: 
R. Herlov,. Chicago; C. L. Davis, Chicago; E. G. Hutchison, 
Chicago; R. Payne Wettstein, Pittsburgh, Pa.; W. J. Osborn, 


Engineering Publications, Chi- 


cago, Illinois. Stockholders: 


Fairfield, Conn.; D. M. Kenney, Chicago; D. J. Hansen, Chi 
cago. 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 
total amount of bonds, mortgages or other securities are: 
None. 


4. That the two paragraphs next *above, giving the names 
of the owners, stockholders and security holders, if any, 
contain not only the list of stockholders and security holders 
books of the company, but also, in 
cases where the stockholder or security holder appears upon 
of the as trustee or in any other fidu- 
ciary relation, the name of the person or corporation for 
whom such trustee acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full know!- 
edge and belief as to the circumstances and conditions under 
which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
a capacity other than that of a bona fide owner 
other per- 


as they appear upon the 
the books company 


is 


and 
securities in 
and this affiant has no reason to believe that any 


son, association, or corporation has any interest direct or 
indirect in the said stocks, bonds, or other securities than 
as so stated by him. D. J. HANSEN, 
Business Manage: 

Sworn to and subscribed before me this 22nd day of Sep 
tember, 1932. L. M. DIXON. 
[My commission expires September 14, 1934.) Notary Publi 
(SEAL) 


A AAA LAAAAAAARAAN, 


$1,145. a Year 


2716 Greenview Ave. 
Offices in 43 Cities — See your telephone directory 
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8 cents for 
each word in- 
eluding head- 
ing and ad- 
dress. Count 
seven words 
for keyed ad- 
dress. Mini- 
mum for 
each insertion. 


DOMESTIC ENGINEERING 


CLAIFIED 
ADVERTT/ ING 


One inch 84.00. 
Cash must ac- 
pene Rant order. 
Cepy should 
reach us eight 
days in a 

vance of pub- 
lication date. 








Situations Open 


WANTED — ESTABLISHED SALES 

engineers or manufacturers’ agents 
with knowledge of forced air heating 
or air conditioning, who can handle 
definite territory on commission basis, 
on a well engineered line of equip- 
ment, which is showing a record of 
outstanding performance, and giving 
real satisfaction to both customer and 
dealer. Only high grade men with en- 
gineering knowledge need apply. Fur- 
nish your engineering record and your 
complete sales experience and refer- 





ences. Address Key 806, “Domestic 
Engineering,” 1900 Prairie Avenue, 
Chicago. 





WANTED—SALESMAN TO CALL ON 

oil burner dealers and Plumbing and 
Heating Contractors to sell well known 
hot water supply specialty. Good prop- 
osition. Address Key 799, “Domestic 
Engineering,’ 1900 Prairie Avenue, 
Chicago. 


MANUFACTURER OF OUTSTANDING 

reputation with line of fast-selling 
plumbing fixtures, selling direct to the 
plumber, looking for representatives. 
Give full information on present con- 
nections. New selling conditions pre- 
sent unlimited selling possibilities with 
this line. Write at once. Address 
Key 797, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 


TWO SALESMEN WANTED FOR NEW 
England territories. Specialty men 
preferred. Commission basis. State 
previous experiences and references. 
Address Key 787, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago. 


Situations a 


WANTED—POSITION WITH WHOLE- 
sale house in office or with firm as 
assistant estimator. Forty-six years of 
age with thirty years of experience in 
plumbing and heating. Have been fore- 
man and estimator for last fifteen years 
in one shop. References. Address Key 
788, “Domestic Engineering,” 1900 Prai- 
rie Avenue, Chicago. 
YOUNG LADY, FOURTEEN YEARS’ 
experience with credit and trade as- 
sociations in New York City. Credit 
and collection work; stenography; 
typewriting; mimeograph operating, 
etc. Best references. Address Key 801, 
“Domestic Engineering,’ 1900 Prairie 
Avenue, Chicago. 























Representatives Wanted 
DISTRICT SALES REPRESENTATIVE. 


Several desirable territories now 
open to represent well-known line of 
Electric Pumps and Water Systems. 


Only high type salesmen need apply. 
References required. Write at once to 
Key 772, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 





TO 

A high grade eae of arte ae fixtures direct 

ufac mber. Well 
known, sstablished for forty ye years with same 
selling policy. An unusua portunity for 
the right men to capitalize on out condi- 
tions in the plumbing industry. In answer- 
ing this advertisement give information on 
lines handled and tory covered, past 
experience, etc. Address Key 792, ‘‘Domestic 
Engineering, "* 1900 Prairie Avenue, Chicago. 


PROMINENT DETROIT MANUFAC- 
turer wishes manufacturers’ agents 
to handle their line in the following 
localities: Boston, Milwaukee, Denver, 
San Francisco, Pittsburgh, Cincinnati— 
complete plumbing and heating line. 
Forty years in business—changing 
method of distribution. Address Key 
784, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 








WANTED — MANUFACTURERS’ REP- 

resentatives to handle our Morgan 
tubber Tank Ball and other rubber 
items of our line in all territories. Our 
quotations to the trade are most at- 
tractive and we have a splendid line 
for high-class representation. Address 
Morgan Rubber Company, Inc., Sun 
bury, Pa. 


RADIATOR 
SALES OPPORTUNITY 


Long established, well rated 
manufacturer is now in produc- 
tion on a new type of heating 
radiator which authorities claim 
to be the most attractive and 
highly developed radiator yet 
produced. 


Applications for sales rights in 
various territories are now being 
received. Substantial immedi- 
ate profits and a promising 
future are available to those 
selected. 

Properly qualified sales repre- 
sentatives who can operate upon 
a straight commission basis 
should write for particulars. 
State experience, connections 
and sales records. Address P. O. 
Box 1222, Pittsburgh, Pa. 


Lines to Handle 





SALESMEN PRESENTLY CALLING 
on plumbing and heating contractors 
to handle complete line of quality iron 


pipe fittings. Protected territory and 
extremely liberal commission to men 
who qualify. Advise exact territory 


covered and full details regarding your- 
self. Address Key 785, “Domestic En- 
gineering,’ 1900 Prairie Avenue, Chi- 


cago, Illinois, 

TWO NE Ww WATER HEATING AP- 
pliances—real moneymaker for job- 

bers, manufacturers’ agents, and 


plumbing contractors. Write at once 


for a broadside entitled “Absolutely 
No Fooling.’ Address Koil-Les Heater 
Company, Geneva, Illinois. 

MANU F AC” ‘RE RS’ AGENT CALLING 


on large paaall plumbing and heating 





accounts desires complete line of con- 
crete inserts, radiator brackets, pipe 
hangers, etc. References and bond fur- 
nished. Address Key 779, “Domestic 
Engineering,” 1900 Prairie Avenue, 
Chicago. 
Lines Wanted 

SALES REPRESENTATIVE WITH 

well established trade, selling job- 
bers Metropolitan New York for thirty 
years, desires to represent manufac- 
turer. Free storage and trucking avalil- 
able. Address Key 800, “Domestic En- 
gineering,” 1900 Prairie Avenue, Chi 
cago. 
SALESMAN SEVERAL YEARS’ EX- 

perience. Wide acquaintance with 
supply houses in Philadelphia and 
southern territory, wishes to represent 
one or several manufacture rs Refer- 
ences, Address Key 02, ‘Domestic 


Engineering,’ 1900 Prairie Avenue, Chi- 


CAO. 

















a 





DISTRIBUTOR; WOULD LIKE TO 

hear from manufacturers of indirect 
water heaters, hot water house heating 
units, air conditioning apparatus, auto- 


matic controls, who are desirous of 
having representation in Brooklyn and 
Longe Island, L. 1.. N. Y. We are in a 


plan service, engineer- 
ing counsel and apparatus at 
point of installation We are now sell- 
ing to wholesalers and working up a 
demand for the products we now handle 
among the plumbers, steamfitters, ar- 


position to give 
seryice 








chitects, engineers, home owners, and 
builders in our territory. Address Key 
S04, “Domestic engineering,” 1900 
Prairie Avenue, Chicago. 
MANUFACTURERS’ AGENT WHO 
has sola leading plumbing supply 
jobbers in Greater New York territory 


for many years would like additional 
lines Address Key 805, “Domestie En 
gineering,.”” 1900 Prairie Avenue, Chi 
cago. 

HANDLING 


REPRESENTATIVE Sisv.- 


eral high grade plumbing lines In 
Washington and Orexon looking for a 
few others particularly adapted to re 
modeling and residence construction 
Address Key 798. “Domestic Engineer 


ing,’ 1900 Prairie Avenue, thicago., 


MANUFACTURERS’ AGENT DESIRES 

soil pipe, steel pipe connections New 
York State; exclusive metropolitan dis 
trict. Now handling enamelware, pot 
tery to wholesale and large retail ace 
counts. References. Addre: Kev 803 
“Domestic Fngineering.”” 1900 Prairie 
Avenue, Chicago 

Miscellaneous 

PLUMBERS? BIN LABELS 


[wire 
| RED. ELLS | 


Send 10 cents for bocklets for plumbers: ‘‘How To 
Label Plumbers Stock Bins’; “‘Treining The Store 
Rocm Apprentice To Know His Gocds’’; ‘‘How To Tag 
Stop Valves’’; ‘‘How To Lay Out The Plumbing and 
Heating Shop’; samples cf Plumbers Bin Labels: 
metal card holders; celluloid protectors 


Haddon Bin Label Co., Haddon Heights, N. J. 


WE MAKE A SPECIALTY OF JOB 

Tickets, Time Sheets, Letter Heads, 
Envelopes, etc., for Plumbing Contrae- 
tors. Prices ee delivery to East- 
ern Points. Samples mailed. Address 
Louis Fink & Sons, School Building, 
Laurel Springs, New Jersey. 


AUDEL'S PLUMBERS’ GUIDE 
The standard educator; teaches the theory 
and practice of plumbing, heating, steam- 


fitting, gasfitting and sheet metal work. 
Answers your questions. Explains the 
new short cuts, modern methods and 


inside trade information. Easy to under- 


stand. A complete reference and home 
study ye oeaged non illustrated, authentic, 
up-to-date, umbers code. Four vol- 


umes, ~~ By ~ + price $6 complete, i 
able $1 a month. Write today for FREE 
Plumbers Folder. THEO. AUDEL & CO.. 
65 W. 23rd &t., New York. 


The Most Reliable 
PIPE COUPLING BUYERS 


In The Country 


’ your 
cy spiirg*s 


CAPITOL MFG.&SUPPLY CO. 


550 Nicholas Street. Colurmbus, Ohio 
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Standard Bronze Globe 
Valve 


OL eLL 





KENNEDY 
Fittings, too 





Complete lines of black and 
galvanized malleable iron 
screwed fittings, brass or 
bronze screwed fittings and 
standard cast-iron flanged 
fittings and flanges are also 
included among the large 
list of Kennedy Products 

an additional advantage of 
standardizing on Kennedy. 


lf you are not already fa 
miliar with the Kennedy 
line, send for the new 
Kennedy Catalog you 
will find it well worth 
looking through. 
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KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 


DOMESTIC ENGINEERING 


the favorite valves 
of a host 
of contractors 





Radiator Valve Bronze Check Valve 





Kennedy Standard Bronze 
Gate Valve 


_—. contractors have told us that they use Kennedy Valves 
on al] their jobs——-large or small-—-as a matter of cost-free 
insurance. They have learned from repeated experience that when 
Kennedys are installed, they never need fear leaky threads or stuffing 
boxes, sticking stems, poorly-seating discs or gates, or other valve 
troubles. Furthermore, with Kennedy Valves they get this insurance 
without paying a premium, for Kennedy Products cost no more than 
standard market price. 


That is why you will find contractors all over the country who have 
standardized on Kennedy Products for ten, twenty and even thirty 
years, or more. We have earned this loyalty only through consist 
ently fair dealing—by making Kennedy Products thoroughly sound in 
metal, design and workmanship, by offering Kennedy Products at 
uniformly reasonable prices, and by standing squarely m back of every 
guarantee and promise. 


Order Kennedys for your next job. If you haven’t a copy of the 
Kennedy Catalogue No. 48, write us today. This catalogue describes 
and lists the entire Kennedy line and will help you make a selection 
for trial. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


Branches and Warehouses in Principal Cities 





Iron Body Gate Valv 
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The turn to quality 


a turn to M-VB 


QUALITY counts today in plumbing fittings as in 
everything else. People are beginning to realize 
that “bargains” aren’t always bargains in the long 
run. By selling quality, you serve yourself as well 
as your customer. For satisfied customers bring you 
profitable repeat business, rather than petty repair 





business. 

The M-VB trade-mark has always stood for 
uncompromising quality. M-VB levers, ball-cocks, 
and other tank fittings are dependable merchandise. 
All materials used are of the best. Construction is 
sturdy. Workmanship accurate. Complete and care- 





ful tests insure the working efficiency of each part. 





The M-VB line includes a complete variety of 
tank fittings to meet every set of conditions. You 
can always get the right M-VB fitting for the job 
—and get it at a fair price. Are you using M-VB 
fittings to build profit business? Ask your jobber 
about the M-VB line, or write direct for a catalog. 


The “S” line of tank fittings, made by M-VB, is a service- 

able, competitively priced line. Save time and trouble by 

ordering both quality and competitive fittings from the 
same source. 


MORENCY-VAN BUREN DIVISION 
Seovill Manufacturing Company 


STURGIS MICHIGAN 
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